





SAMSON SPOT 
SASH CORD 


The most durable material for hanging 
windows. Made of extra-quality, fine 

We antasebucel Awmose:trelcembete monn tereiee thy 
finished. Guaranteed free from 
imperfections. Does not fray or 
stretch from many years of 
wear over pulleys. Speci- 
fied by leading archi- 
tects everywhere. 

The Colored 
Spots are our 

trade-mark. 
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ef THE BRUSHE 


Time-worn expression... but still true. 
‘The customer is always right!’ 

And so we studied the preferences of 
people who are or should be your customers 
... people who spend money at retail coun- 
ters for paint brushes...professional painters, 
contractors, decorators, maintenance men, 
home owners...even the sweet young thing 
who, ever so often, simply must repaint a 
chair or table . . . people who buy from one 
to a gross of brushes at a time. 

By their purchases, they told us the 
twenty-six most popular paint brushes in 
the Wooster line. 

We took these twenty-six brushes, grouped 
them in different ways, put them into three 


outstanding display units... created the 
Wooster 3-Point Merchandising System. 

Here is a complete, simplified line which 
meets the need of the average store... 
brushes for everything from painting houses 
to edging a bit of window sash...priced to 
retail from ten cents up. All twenty-six 
brushes are interchangeable between units. 
All may be purchased individually for open 
stock requirements. 

Feature this line of twenty-six numbers 
which customers buy most often. Make 
this a more profitable brush season than 
you ever have known before. Install 
the Wooster 3-Point Merchandising 
System in your store now! 
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$ YOU SHOULD HAVE... 


Wooster Bruswts 
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Chis timely advertise- 
ment will be seen by 
millions of families in 
the May 8th Saturday 
Evening Post. 


HE ARRIVAL of the “screen door season” brings you an opportunity to 
increase your sales and profits by recommending to your customers YALE 

Screen Door Closers. There are three models, Nos. 504 and 506 which 

are the pneumatic type and the famous YALE No. 570, liquid type closer. 

They prevent slams and help keep out insect pests. All of them are moderately 
priced. Get in a stock and display them. Call your jobber—or write us direct. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 


APRIL 22, 1937 
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SPORTSMEN ¢ POLICE * BIG GAME HUNTERS ¢ MARKSMEN 
Everybody likes Peters! 


If your ammunition sales aren't what they should be . . . better 
join up with a winner. Right now, aggressive dealers everywhere 
are featuring Filmkote* .22’s —those Peters greaseless cartridges 
that are both clean to handle and smooth-functioning. Their 
invisible lubricant is unaffected by climatic conditions. They 
maintain a uniform barrel condition by eliminating the residue 
variable . . . and therefore are remarkably accurate. Being 





greaseless, they keep the rifle mechanism clean . . . and end the 
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2 ; 
magazines. Call your jobber, or if you prefer, write 


a 
to the factory direct. PETERS CARTRIDGE DIVISION, i 
Remington Arms Co., Inc., Dept. D-22,, Bridgeport,Connecticut. t [ p ON T 


PEG.u.5. pat.orf. 


1887 + PETERS GOLDEN ANNIVERSARY + 1937... FIFTY YEARS OF SERVICE TO THE SPORTSMAN 


most common cause of mal-functioning. Get started 
on the Peters line now. You'll be backed by a big 





Peters advertising program in all the important 
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ZENITH ... the amazing 
new type washer...wins thousands 
each month .. . makes big profits for 


5,000 dealers and distributors. 


Ask any woman if she wants a washer that saves time and 
money, yet turns out cleaner clothes. She will say, ‘“Yes!’’ 
every time. And she’ll say, “Yes!” too, when you show 
her the exclusive features of Zenith! Already more than 
150,000 women have adopted this amazing new kind of 
washer... and 5,000 dealers and distributors have reaped 
rich rewards! Many have doubled and tripled their washer 
business. You, too, can step up sales and profits with 
Zenith. Take the first step now. Mail the coupon below! 













FOUR 
BEAUTIFUL 
MODELS SELL 
FoR $4925 
To $99% 








NO COMPETITION CAN MATCH ZENITH’S SALES-CLOSING FEATURES! : 
EXCLUSIVE TOP ACTION. centic CLOTHES CAN'T TANGLE. exc. SELF-ADJUSTABLE DRYER, au | 








rubber hands make 
clothes much whiter 
by forcing clean sur- 
face water through 
them. Easy to show 
how this saves time 
and wear. No other 
washer has this mod- 
ern top agitator. 


LASTS | LIFETIME! Only 5 moving 


parts. Test model still 
running after 12 years 
continuous operation 
without oiling. Beats 
all washers for quiet, 
trouble-free service. 
Nothing to get out of 
order. Nothing to ad- 
just. Nothing to oil? 








sive Zenith separator 
keeps each piece free 
so hot suds can pass 
through instantly. 
Demonstrate with 3 
braided towels which 
will quickly separate. 
Shows how clothes 
cannot tangle. 


curs WASHING TIME %! Because 


Zenith has efficient 
top action and holds 
1 more clothes it gets 
wash done 40 minutes 
quicker. Zenith will 
actually save women 
many hours of labor 
each month and give 
them cleaner clothes. 








cast aluminum, auto- 
matically applies 
equal pressure to any 
fabric. Demonstrate 
with handkerchief 
and blanket. Nothing 
like it. And the big 
cushiony rolls are 
kind to buttons. 


SELLS FOR LESS: Tell prospects to 


compare the price of 
Zenith, model for 
rgodel, with any other 
make. They will dis- 
cover that Zenith 


| saves them as much 
as $20. Yet no other 
washer gives them 
all these features. 
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STANLEY TRACK BRACKET 
WITH “HOLD FAST” CLAMP 


The “Hold Fast” Clamp is a built-in part of every 
Stanley Track Bracket for parallel sliding or folding- 
sliding doors. This clamp enables the track to be 
locked into position, and held rigidly in perfect align- 
ment. Any number of sections of track can be joined 
into one continuous piece for smooth, quiet operation. 


The Stanley Works, New Britain, Conn. 
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FOR DOORS 
UP TO 300 POUNDS 
X2650 Hanger X2641 Track 


FOR DOORS 
UP TO 700 POUNDS 
Y2650 Hanger Y2641 Track 
(illustrated) (illustrated) 
FOR DOORS 
UP TO 1000 POUNDS 
W2650 Hanger W2641 Track 


You need stock only these three to meet the 
requirements for any sliding door. Send for 
catalog No. 38. 








TRACK AND 
HANGERS 
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Increase your profits with J&L 





man-high, 
that’s 
Fence.” 


“Wog-tight, 
bull-strong--- 
J&L Woven Wire 









HAT’S just what your customers want and that’s 
the reason they buy and reorder J&L Woven Wire 
Fence. With J&L Fence your sales and profits climb. 


Jones & Laughlin Woven Wire Fence has great strength 
... it is made of especially selected steel. Its thorough 
galvanized coating protects it against rusting . . . to 
give many years of service. 


The strength, durability and attractive appearance of 
Jones & Laughlin Fence and the praise of.those who use 
it make it a fast-moving item. 


Stock J&L Woven Wire Fence, J&L Barbed Wire, 
J&L Nails and Staples ... watch your profits grow. 


“Low Cost Protection for Stock and Crops” will help 
you sell more J&L Woven Wire Fence and J&L 
Barbed Wire. A sufficient quantity of these books, 
carrying your imprint, will be supplied through 
your jobber for distribution to your customers. 





JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 
MAKERS OF HIGH QUALITY IRON AND STEEL PRODUCTS SINCE 1850 
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UNION HARDWARE 
CHISELS 


When you sell a carpenter, cabi- 
net maker, or woodworker a Union 
Hardware Chisel, you can rest 
assured it will “Make Good” 

and completely satisfy the 
customer. 








The BLADE 


is made of a Special Grade 
of Steel that will cut freely, hold 
its keen edge, prove rust-resisting 

and durable. 
These well-known Chisels and Gouges are 
made in Socket Firmer; Socket Firmer Cabi- 
net; Socket Pocket; Socket Butt and Socket 
Framer patterns. Also Gouges of the same 
dependable quality. All standard sizes—sold 


~~ 


i: 


singly or in sets. 

The reasonable prices are an incentive 
for tool users to purchase two chisels 
where they would ordinarily buy 

only one. Many buy them by 

the set. 
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Each Set 


contains the sizes 
most used. They are 
put up in a convenient 
hinge cover box. 


Send for Catalog No. 12 
Your Jobber Will Supply You 


(mEVEE Bw! 
HARDWARE COMPANY 
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TORRINGTON. CONN. 
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Comes in two specifications— woven and welded 


OLKS are buying lawn fence these days. And when they see the new Cyclone 

“Red Tag” Lawn Fence they’re impressed by its bright, silvery finish. But the 

NEW PATENTED PROCESS GIVES most remarkable thing about this new Lawn Fence is the fact that it is protected 

3-WAY PROTECTION AGAINST RUST against rust in three different ways! This, plus the ready acceptance of Cyclone 
products, gives this new fence a double selling wallop. 

Cyclone Lawn Fence is made of the lustrous new U-S-S American LongLite Wire. 


A core of full content A patented process gives to LongLife Wire complete rust protection from core to 
copper bearing steel. Ss ' 





outer surface. (See diagram.) 

Pree corre That’s why the new Cyclone “Red Tag” Lawn Fence offers your customers a 
bond between the zinc better fence value—offers you a better profit opportunity. Three styles, both woven 
ae. and welded. Several heights. Order through your jobber. Or write us direct. 


Pe gan Sell Cyclone Gates, Too 


commercially pure zinc. . 
People also need gates when they buy lawn tence. Here’s your chance to make 
extra sales. Cyclone ““Red Tag” Gates, woven or welded, come in several sizes and 
heights. Either galvanized or painted green. Phone or write your jobber for quick 


deliveries. Or write us. 


US'S CYCLONE e497" LAWN FENCE 


CYCLONE FENCE CO. General Offices: Waukegan, Ill. Branches in Principal Cities 


Pacific Coast Division: Standard Fence Co. Fee A United States Steel Products Company, New York 
Oakland, Calif. (iL Sp Export Distributors 





UNITED STATES SVE 





Have you received a copy of this new educational Book “Where 
Water Runs, Dollars Flow”? Written by outstanding author- 
ities, it will help you do your job thoroughly, save and make 
money for you. Write for one of these profit making books 
today. Mailed free to any dealer who has not already re- 


ceived a copy. 


FIG.2739 Never before have op- 
portunities to sell Myers 
Pumps and Water Systems 
been so numerous as_ they 
are today. With the national 
program to sell running water 
to the rural market swinging into 
full speed, with rural electrifica- 
tion making rapid strides in every 
direction, with power company coop- 
eration becoming more general, live 
prospects for Myers Pumps and Water 
Systems are here, there and everywhere. 
The Myers Line supports this wide mar- 
ket in a splendid manner. Complete style 
and size range. Outstanding quality. True 
operation economy. [Exceptional durability. 
Favorable prices. Dealer distribution only. Here 
are the factors that place the Myers Line out in 
front for sales and profits. 


Write or wire us for full details. 


The F.E.MYERS & BRO. Co. 
ASHLAND, OHIO 


MYERS WATER SYSTEMS 
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jU: SS CYCLONE Re%Ja9” CATCH-ALL and BURNER BASKETS 


aukegan, Ill. Branches in Principal Cities 


United States Steel Products Company, New York 
Export Distributors 
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AND PRODUCTS 
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They’re easy to sell—and they’re profitable ! 


When spring yard-cleaning time comes 
around, out come rakes and baskets. 
We don’t make rakes, but our Catch- 
All and Burner Baskets are just the 
kind spring “cleaner uppers” want. 
And they’re easy to sell because peo- 
ple know that the “Cyclone” name on 


a product means it’s top quality. 
These baskets are ideal for both 


outdoor and indoor use. They are 
waste paper and trash receptacle, 


and rubbish burner all in one. A good 


CYCLONE FENCE CO., General Offices; 


Pacific Coast Division: Standard Fence Co., 
Oakland, Calif. 


draft is provided by the raised bot- 
toms. The close mesh keeps burning 
fragments from flying around. 
Catch-All—finest on the market 

Cyclone Catch-All is a big basket 
with a capacity of approximately 
2% bushels. 29” high. 20” wide at the 
top. Welded at every fourth intersec- 
tion for added strength. Finish is 
baked green enamel. Weight per 
dozen including covers, 144 lbs. The 
finest wire basket on the market. 


{ hex 
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Red Burner — quality at popular prices 
Cyclone “Red Tag” Burner Baskets 
meet the big demand for a quality 
burner basket at reasonable prices. 
Painted bright red. Strongly made. 
Intersections are electrically welded 
for added strength. 

Come in 3 sizes, with an approx- 
imate capacity of 14% bu., 2 bu., 
and 2% bu. each. Call your jobber 
now and stock these good profit items 
so you'll be ready. 
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Read this guarantee. Then ask yourself 


if there is any better way to strengthen your reputation 


for quality merchandise than to offer your customers the 3- 


way protection, long life and economy of American Fence! 


The Wow US'S 


AMERICAN STEEL & WIRE COMPANY ' COLUMBIA STEEL COMPANY 
Chicago San Francisco 
/UNITED STATES STEEL PRODUCTS COMPANY 
ae 


TENNESSEE COAL, IRON & R. R. COMPANY 


Birmingham New York «+ Export Distributors 
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HOW NEW PATENTED 
PROCESS GIVES 3-WAY 
PROTECTION AGAINST RUST 


Wire core of full content copper-bearing steel. 
This resists rust. 


A zinc-iron alloy which forms a tight chemical 
bond between the zinc and the steel. The zinc is 
fused with the steel, not just plated on. This alloy 
resists rust. 


Heavy outer coating of uniformly applied commer- 
cially pure zinc. No air holes or “bubbles” which 
permit rust to work in. 


AMERICAN FENCE 


) Nowe BD SEAETES STEEL 








WATCH FOR 
ADS LIKE THIS 
IN NATIONAL 

MAGAZINES 


» PROTECT PRICELESS 
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A DISPLAY LIKE cat 

MARKS YOUR STORE- 
LAMP : 5 

HEADQUARTERS | Po am | 





Ads like this appear in the April 10th 
Saturday Evening Post, April Child 
Life, April National Parent-Teacher, 

ay Parents, May Ladies’ Home Jour- 
nal, and June Woman’s Home Com- 











WANT TO SELL - 
MORE LAMP BULBS? 


General Electric’s April window display featuring an 1.E.S. Better 
Sight Lamp and Mazpa lamps gives you an excellent opportunity 
to display Better Sight Lamps in your bulb window. 

Put in a lamp window like the one above .. . right now while 
leading magazines are carrying advertisements like the one shown 
to the right. ‘Tie in your window and store display with this adver- 
tising—clip the ad from a current magazine and use it in your 
lamp merchandiser and window. 

Remember, April and May mean “moving time” to lots of people. 
By taking full advantage of this advertising, you can sell them 
new Edison Mazpa lamps for their new homes. General Electric 
Company, Dept. 166, Nela Park, Cleveland, Ohio. THEY STAY BRIGHTER LONGER 


EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 
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“BOY... DOES THIS ADVERTISING 
DO A JOB FOR ME!” 


rhe 
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“WISH I'D STARTED WITH 
SHERWIN-WILLIAMS IO YEARS AGO!” 


Small wonder this dealer 
feels so good! His line... 
the Sherwin-Williams line 
... has the backing of the 
largest, greatest advertis- 
ing campaign that ever 
made a brand of paint 
jump off a dealer's shelf! 

And you can bet your 
bottom dollar he makes the 
most of it! Plenty of display. 
Ads in his local papers. 


Direct mail. Service as 
friendly as S-W advertis- 
ing. He’s certainly cashing 
in! 

If you're not an S-W 
dealer, take a tip from this 
lad. Find out all about that 
Authorized S-W Dealer 
Franchise now! The 
Sherwin-Williams Com- 
pany, Cleveland, Ohio, 
and all principal cities. 








NEW CONCENTRATOR GAS RANGE 


with New Sales Clincher 
that closes sales quickly 


Prospects can see the vital differences in 
the new 1937 Norge Concentrator Gas 
Ranges...And you can sell them on what 


they see. 


In addition to many other advanced 
features, there is an entirely new type of 
oven heat control that cuts gas bills and 
prevents the flame from going out when 
the gas is turned low. A demonstration 
of the economy and safety advantages 
of this new heat control is one of the 
greatest sales clinchers ever offered on a 
gas range. 


» The most impressive sales promotion 
and advertising plan in Norge history 
backs up the dealer who sells Norge Con- 
centrator Gas Ranges. New liberal finance 
plans make it easy. to be a Norge dealer. 
too. Join the Norge Profit Parade now! 
Write for full details. 

NORGE DIVISION Borg-Warner Corporation 
606-670 E. Woodbridge St., Detroit, Mich. 


See THE DIFFERENCE! #Se// THE DIFFERENCE! ached THE DIFFERENCE! 


ROLLATOR REFRIGERATION 
Domestic and Commercial 


GAS AND ELECTRIC RANGES 


WASHERS AND IRONERS 


WHIRLATOR OIL BURNERS 
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NEW BEAUTY ORIGINATED BY NORGE 


Following the pace-setting design of Norge Rollator 
Refrigerators, Norge sets new standards of beauty in 
gas ranges with these 1937 models... lasting beauty 
that women will want the minute they see it. 


GR-2 


GAS BURNERS 
FINE-AIR FURNACES 
COAL STOKERS 
AIR CONDITIONING 


CIRCULATOR ROOM HEATERS 
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$4.45 retail—with non-lumin- 
ous dial 


$4.95 retail—with luminous dial 


$3.75 retail—speed only, with 
luminous dial 


$3.25 retail—speed only, with 
non-luminous dial 
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1 WALTHAM'S 


2 The WALTHAM Bike ‘Speed’ head can be attached 





new Airplane Model dial. Applied 
radium figures and hand. Luminous, night-reading 
looks like ‘‘official’’ aircraft instrument. 





WALTHAM'S 


attach it quickly, easily. 


ing the expander bolt. Note slot. 


new specially-designed Split Plate 4 
Gear (patent applied for) assures sturdy fool-proof 
attachment without removing front wheel. Even a child can removing the hub nut. Simplified attaching is the keynote 
of fhe new Waltham Bicycle Speedometer. 


HE new Waltham Bicycle 

Speedometer is proving a sales 
gold-mine because every bike rider 
wants a speedometer that can be 
installed quickly, without taking 
his bike apart. Even kids can in- 
stall the new Waltham in a jiffy. 
And Waltham’s luminous Airplane 
Model dial is a “natural” for boys 
and girls. 


And the big plus to the exclusive 
features of the new Waltham is the 
sales-making magic of the eighty- 
year-old WALTHAM name. The 
same craftsmanship and care goes 
into making a Waltham Bicycle 
Speedometer that goes into mak- 
ing Waltham Watches, Waltham 
Automotive Speedometers and 
Waltham Aviation Instruments. 


Get in touch with your distributor 


EXCLUSIVE FEATURES GIVE 
WALTHAM BIKE ‘‘SPEED’’ BIG 


BUILT LIKE A 
WALTHAM WATCH 


Special WALTHAM-designed Gear Bracket also cuts 
down installation time by quick fitting without even 


today, or send the coupon below 
for complete information. Each 
Waltham Bicycle Speedometer is 
packed in an attractive box suit- 
able for counter or window display. 
Free booklet, and window stream- 
ers. Send the coupon today. 


WALTHAM WATCH COMPANY (Dept. HA4) 
Waltham, Massachusetts 


Please send at once full information with prices and dealer 
discounts on your line of Waltham Bicycle Speedometers. 
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Sells itself F aaa » BAKES PERFECTLY « 


CLEANS EASILY - BROWNS EVENLY - PREVENTS STICKING 


Tin Bake Ware with a Personality! — with new Eye-Appeal, Consumer Sales Appeal — here 
are features distinctly New to this important utility ware. Nesco Super-Bake takes Tinware 
out of “antiquity” into a new era of sales opportunity — with rich new possibilities in effective 
display and promotion . . . It is better quality — yes! — and more attractive in appearance, 
but the price is as low as ever — for real volume selling . . . Even more important is its 
greater utility, evident in Super-Bake’s ability to Bake Perfectly, Brown Evenly, Clean Easily, 
and Prevent Sticking — Nesco’s latest contributioh to greater baking convenience. Write for 
prices and catalog information on New Modern Tinware Promotion plans with Super-Bake. 


NATIONAL ENAMELING AND STAMPING COMPANY 


Executive Offices: 449 N. TWELFTH STREET MILWAUKEE, WISCONSIN 
Factories and Branches: Milwaukee, Chicago, New York, Baltimore, Philadelphia, Granite City, Illinois, San Francisco, Dallas. 
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R iat a century, sakes of whidheet: ‘alee than cost 

of production, has invariably determined R B & W prac- 
tice. As a result, EMPIRE Machine Bolts represent depend- 
able values of quality—built-in with every operation, carefully 
tested and checked. 

Among only a few of the outstanding features that result in 
extra values in EMPIRE Machine Bolts are: large purchasing 
power assures better raw materials; R B & W drawing mills 
rework raw stock to make certain proper preparation of mate- 
rial and obtain exact tolerances; extreme care is taken in 
upsetting heads to give continuity and perfect flow lines in 


i stock; threads are sharp and clean with accurate lead and pitch 


governed through extra care in preparation of blanks and a , 
special threading operation; heat-treating improves grain and 
relieves all strain; and weatherproofing assures proper condi- 
tion when bolts are put to use. 

There is no substitute for such quality features in any prod- 
uct—the careful buyer appreciates them. It is for such reasons 
that the carrying of ample stocks of EMPIRE Machine Bolts 
in all sizes means quick sales and sure profits. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Dependability is only developed over a long period of years and is reflected 
through both manufacturer and product. Dependability of manufacturer means 
customer confidence . . . that source of supply will remain constant no matter 
what the price or market conditions, that established policies of service and fair 
dealing will be rigidly followed. Dependability of product comes from constant 
maintenance of quality, progressiveness in design, reputation for engineering 
skill, precision of finished goods, care in inspection. Especially during period of 
extensive and hurried buying, where price may be of secondary importance, 
dependability of both manufacturer and product is of the utmost importance 
when considering sources of supply. 

Since 1845, almost a century, R B & W has stood for dependability—and no 
regular customer has ever had cause to lose confidence in the steady and con- 
sistent supply of EMPIRE Bolts, Nuts and Rivets. Small purchaser as well as 
large—manufacturer, jobber and retailer—all appreciate this asset. 

In addition to such policies of fair dealing, equitable prices, quality products, 
large stocks and good service—R B & W has for years also maintained an experi- 
enced and progressive Engineering Staff to help study, simplify and standardize 
bolting problems in every industry. 


> ee SS Sees SS 


BOLTS: Carriage - Machine + Lag - Plow + Stove : Elevator + Step + Tap + Wire Wheel & Rim + Battery - U-Bolts 
Semi-Finished + Automotive Replacement 
NUTS: Cold Punched + Semi-Finished - Hot Pressed + Case Hardened - Slotted + Castle + PINS: Clevis + Hinge 
RIVETS: Standard + Tinners’ - Coopers’ - Culvert : SCREWS: Cap - Machine + Hanger - WASHERS: Plate - Burrs 
MATERIALS: Alloys + Steels + Non-ferrous Metals RODS: Stove - Seat - Ladder 
PLATED PARTS: Cadmium + Zinc + Chromium + Nickel + Hot Galvanized - Copper + Tin 
SPECIAL UPSET AND PUNCHED PRODUCTS 
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OF course, it’s necessary to carry can 

openers in every price range. There 
will always be price buyers. But—like A. W. Fair- 
child and Company, whose letter is reproduced in part above, 
scores of dealers now know that very little effort behind DAZEY 
De Luxe will give them dollars in profits on can opener sales 
where they make pennies on cheaper devices. Not only does 
DAZEY De Luxe far outsell cheaper makes by a wide margin 
but it also makes several times the profit per sale. The wisdom of 
pushing DAZEY De Luxe in preference to any smaller unit of 
sale is, therefore, self-evident. 


And here’s another excellent reason for putting real sales ef- 
fort behind DAZEY De Luxe. A surprisingly high percentage of 
all you sell will, in turn, sell others of the DAZEY KITCHEN 
AIDS listed on the right. The handy wall bracket in which all 
are used is an ever present reminder of the other devices your 
customer saw when she bought her can opener. Stock the com- 
plete DAZEY line, therefore, and you will not only increase can 
opener profits but will enjoy additional profits from the other 
items. Consult your jobber for further facts or write direct. 


DAZEY CHURN & MFG. CO. 


4301 WARNE AVE., Dept. D-12, ST. LOUIS, MO. 
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FAR OUTSELLS 
CHEAPER OPENERS 


Pays Up To 5 Times 
The Profit Per Sale 


AND EACH ONE SOLD HELPS TO 
SELL OTHER DAZEY DEVICES 


DAZEY Senior 
Can Opener—$1.49* 
Effectively meets com- 
petition of openers 
priced slightly under 
DAZEY De Luxe—an 

ace value. 


DAZEY Junior 
Can Opener—78c.* 


Customers accept it in 
preference to cheaper 
“devices almost every 
time when advantages 
are pointed out. 


DAZEY Speedo 
Super-JUICER 
$1.89* 


Customers see the su- 
periority of this juicer 
almost at a glance. 
Handsome appearance 
and reasonable price 
make sales easy. 


DAZEY SHARPIT 
$1.58* 


Biggest selling 
household _sharp- 
ener — patented 
construction as- 
sures long life at 
full efficiency. 


*Prices slightly higher West of the Rockies. 
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= bethanized fence and you'll have merchandise that has what it takes to build 
sales. This silvery, lustrous fence attracts immediate attention—has the excellent appearance that 
fairly shouts through-and-through quality — gives you the kind of talking points that make sales easy. 





99.99-PER-CENT PURE ZINC ALL THE WAY TO THE BASE WIRE—It’s known 

by scientists that pure zinc is practically immune to corrosion and that the presence of impurities, espe- 

cially iron, greatly reduces zinc’s resistance to weather attack. The bethanized coating is 99.99 per cent 
ure. And the bethanized coating is of the same high weather-def ying purity all the way to the wire. There is no 

layer of the zinc-iron alloy, unavoidable in coatings applied by ordinary methods, which cuts down fence 
e 


life by reducing the purity and protective value of the zinc. 





THE BETHANIZED COATING HAS PROVED ITS DEPENDABILITY 
Bethanized fence is the pioneer in electrically-coated wire fences. Bethanized wire was 
introduced four years ago and for three years proved its superiority under the most 
rigorous conditions imaginable. Then, a year ago, bethanized fence was put on the 
market with this unique background of service records and manufacturing experience. 
The subsequent swing toward electrically-applied coatings confirms the prediction 
made at that time that bethanized fence had started a new era in fence manufacture. 


WEATHER CAN’T GET IN AT THE WRAP JOINTS—The betha- 
nized coating is electrically built up, atom by atom, into a flawless armor of pure 
zinc. This heavy, tough zinc armorvis so tightly bonded to the base that it is prac- 
tically a part of the wire itself. The roughest treatment doesn’t faze it—even bending 
bethanized wire flat back on itself doesn’t cause the zinc to crack, flake or peel. As 
a result, weather and rust never get a foothold at the wrap joints of bethanized fence. 


THE SAME THICK COATING EVERYWHERE —The patented electrical 
nian i | bombards microscopic particles of pure zinc onto the wire, one on 
top of another. This means uniform thickness everywhere; complete freedom from the 
thin spots that give out relatively soon and limit the life of the whole fence. Every part 
of the surface of the wire in bethanized fence gets the full protective value of the 
amount of zinc carried. 


COPPER-BEARING, RUST-RESISTANT BASE WIRE—In bethanized 
fence the highly durable zinc coating is backed up by a core of copper-bearing steel 
mcs vsdk Ys te resistant to rust. The base wire of all bethanized fence has a copper 
content of from 0.20 to 0.30 per cent, the amount that affords maximum rust resistance. 


NO EXTRA COST FOR EXTRA BETHANIZED FENCE VALUES 
In spite of the tried-and-proved durability of bethanized fence, it sells at the same 
price as ordinary fence. Your customers pay no more for the extra years of service 
that mean extra goodwill to you. 
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THE “BUSINESS END” 
OF THE GENUINE RUSSELL JENNINGS 


HE “business end” of the genuine 

Russell Jennings is your strong sell- 
ing point. Draw your customer’s atten- 
tion to the sharp, well designed lips and 
spurs, the clean threaded screw, the 
good chip clearance and sturdy propor- 
tions, and if he has anything like a yearn- 
ing for good tools, he will complete the 
sale himself! 


For your information, the genuine Rus- 
sell Jennings is to a large extent hand 
made. In no other way is it possible to 
maintain the touches of fine workman- 
ship which have distinguished the name 
for many years—and in no other way can 
we continue to give you what we believe 
to be the best auger bit it is possible to 
make. 


Your Jobber Can Supply You 


GENUINE 


by ~ > 
yy Sr eTrv''s a 


Ww 
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AUGER BITS 


Manufactured Only By 
THE RUSSELL JENNINGS MFG. CO. 


CHESTER, CONN. 


“Dial the Fabric’”’ 
IRONING 


IS THE MODERN WAY 


The Phantom, General 

Electric Hotpoint’s new- 

est fully automatic iron, 7 

is light-weight, weighing 

only 4 pounds—fast-heat- 

ing, 1,000 watts — with 

automatic heat control > 

that assures accurate iron- 

ing heat for every fabric. Handy 27 by 36-inch 
Pressing Cloth supplied FREE with each Phan- 
tom Iron. Price complete, $7.95 with $1.00 
trade-in allowance for an old iron. 


THERE’S A NEW DAY “COMIN!” 


The June Brides of this and yesteryear will again 
give impetus to the buying urge of America. Be 
sure that you tie-in with General Electric Hot- 
point’s promotion of this second largest gift-buy- 
ing season of the year. It pays to sell and pro- 
mote this complete line of household appliances. 


RESEARCH KEEPS GENERAL ELECTRIC YEARS AHEAD 


GENERAL @ ELECTRIC 


Hetfpain 


APPLIANCE AND MERCHANDISE DEPT., BRIDGEPORT, CONN. 
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As modern as tomorrow, the smartest flashlight ever designed 
. finished in non-tarnishing,-everlasting Rhodium, the 
diamond of all the metals ... more costly than 


platinum. Retails at $1.50 complete. 


QDinish! 


Ray-O-Vac's 

new colorful, power- 

packed flashlight battery is 

“tops,” with an ARMORED TOP to 
protect the air tight wax seal... they cost 


Polo MB colo) d- ME teloseMMe)dobbelota méeroti(- oe 


1s (3d Mote leebolsjobtroreet-Woelole(-voeMtd-redtee(=sol eclolebtil-lo BioMed steel o)be 
fied manner .. . today’s popular flowing design . .. for 
the first time in flashlights .. . the focusing chro- 
mium finish SILVER STREAM ... the 
finest dollar light ever created 
Aro Mo t-} G1: 1(-) aod 


$1 complete. 


iPOD 


rAY¥Q-VAc 


DEAL 7 
Ore) o1-) (1 to) Me) b a, 
cell focusing SILVER 
STREAMS in dynamic dis- 
play, 48 Ray-O-Vac ARMORED 
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This message has to do with what happens after 
you sell gasoline motor powered equipment. 


Your customer goes away with his purchase highly pleased 
and very proud. You have told him it's good... and he 
believes you. Some might think that the sale ends here. 


However, the deal is not over... the big test lies ahead. 


How good your word is depends on how satisfactory the 
equipment proves to be. If it runs... dependably, eco- 
nomically, and trouble-free, the customer cannot say too 


much for you. If it doesn't... well, you know the answer. 


It's well to remember when you sell gasoline powered 
equipment how important the motor is . . . and too, it 
is very important to remember that you can't go wrong 
when you sell equipment powered by a Briggs & Stratton 
4 cycle gasoline motor and say ‘take my word for this." 
For 20 years, these small motors have done more for 


owners everywhere than was ever expected of them. 


BRIGGS & STRATTON CORP., Milwaukee, Wis., U.S.A. 
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I'LL OPEN THE 
DOOR TO @ It’s amazing how quickly the WOOD’S 


STE ADY ; Shovel becomes established in a territory. The 
first shovel customers handle a WOOD’S and 


are sold. They spread the news of the WOOD’S 
Shovel features among their friends. 

Years of pioneering are responsible for the 
improved shovel design and the selling features 
found in WOOD’S. For instance, the proper 
heft of the shovel, the smooth handle and strong 
tapered socket, the turned shoulder and Closed- 
Back, all are important features that make for 
the easier handling and longer life of genuine 
WOOD’S. 

These same features bring profit to WOOD’S 
dealers. The exclusive Closed-Back design re- 
duces your inventory to a minimum, for it 
supersedes strap-weld, solid shank and hollow 
back shovels... it answers all needs! 

The famous WOOD’S line offers a greater 
profit opportunity for you! Write for the com- 
plete details about the famous WOOD’S brands: 
“Moly,” Big Fist, Stuart, Wilson and Piqua. 
Write your jobber, or direct to us. THE WOOD 
SHOVEL AND TOOL COMPANY, PIQUA, O. 


SELL THE SHOVELS THAT SELL THEMSELVES 


1 The Closed-Back— provides smooth 
back with unrivaled strength of one- 
piece design . . . also new simplicity of 
handle replacement. 

2 The Turned Shoulder — strengthens 
blade, saves shoes. 











3 The Tapered Socket — strong and 
solid because both blade’and socket are 
heat-treated, fits the hand. 


4 Heat Treating — makes high-grade 
steels in Big Fist, Wood, Stuart and 
Wilson grades hard, to resist wear. 








Shovels - Spades » Scoops 
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BUILDERS’ 
HARDWARE- 


Since the two announcements of 
the new editorial series “Taking 
The Mystery Out of Builders’ 
Hardware” appeared in our last 
two issues, we have had some very 
interesting reactions from produc- 
ers and distributors. Producers 
continue to maintain there is an 
insufficient number of hardware 
firms properly equipped, ade- 
quately stocked, employing some- 
one with a competent knowledge 
of builders’ hardware. They offer 
this as the reason for so much 
direct selling through their con- 
tract departments. Most of the 
distributors complained bitterly 
that the manufacturers of build- 
ers’ hardware take from the dis- 
tributors the choice accounts and 
a few admit a lack of knowledge 
of the subject or application to 
the opportunities are also factors. 
There is probably something to 
be said on both sides of this con- 
troversy but at the present I am 
not concerned with the controversy 
so much as I am concerned with 
the real genuine opportunity to do 
a better builders’ hardware selling 
job through hardware channels. 
The first chapter of this editorial 
feature “Taking the Mystery Out 
of Builders’ Hardware,” appears 
in this issue on page 62. 


PRICE GOODS- 


Too much builders’ hardware in 
recent years has been sold on a 
strictly price basis with specula- 
tions crowded into some architects’ 
or speculative builders’ idea of a 
hardware 


“proper allowance.” 
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Just Among 
Ourselves 















This has resulted in a great flood 
of very cheap and inferior mer- 
chandise in a line which should 
be the outstanding quality depart- 
ment in a basic hardware stock. 
There is the element of beauty, 
harmony and security linked in 
with the builders’ hardware that 
goes into a home. There is also 
convenience and personal satisfac- 


. tion to be considered. The slogan 


“Your House is as Good as its 
Hardware” is a very apt one and 
worthy of every hardware man’s 
consideration. It is such a realiza- 
tion which prompted the editorial 
series “Taking The Mystery Out 
of Builders’ Hardware,” for it is 
our belief that a better under- 
standing of builders’ hardware 
practices, the ability to take off 
plans, and the understanding of 
the simple architectural principles 
and the other easily learned facts 
of the business will enable more 
hardware men to sell an idea in- 
stead of merely meet a price. 


PRIDE APPEAL-— 


There will always be some price 
competition in every department 











but there is less excuse for the lazy 
and indifferent attitude that so 
many have shown in trying to do a 
real selling job. As a result a 
few outstanding firms have done 
a remarkable job in selling qual- 


ity builders’ hardware at fair 
prices permitting fair margins. 
The average home owner has pride 
in his home. The good builder 
has pride in the completion of the 
job and so has the architect. The 
proper approach, the proper 
understanding and sympathetic 
help to the builder, contractor, 
architect and home owner by hard- 
ware men who really know build- 
ers’ hardware should open a new 
channel of profitable volume for 
hardware dealers—in a line which 
can never be satisfactorily sold by 
chain stores or department stores. 


FAIR TRADE LAWS- 


There is continued progress in 
connection with State resale price 
maintenance legislative programs. 
It would appear that this spring 
at least 29 states will have such 
statutes on the books and in force. 
The expected passage of the Mil- 
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MIXER 


—more practical 


Built to Give Long Trouble-Free Service 


Mixing unit quickly detachable, light 
and easy to handle off the stand. Extra 
attachments easily used without shift- 
ing motor. Powerful, three-speed air- 
cooled motor, non-radio interfering. 
Chromium Beaters easily attached by 
simple spring lock. Two French Ivory 
Glass Bowls. Six-foot covered damp- 
proof cord. Operates on A.C. or D.C. 


Progressive national advertising will 
show this New Mixer which embodies 
latest mechanical features and conve- 
niences to millions of readers. Increase 
your Mixer-Beater Sales with 
UNIVERSAL. 


No. E87 1 with large and small bow! $1 9-75 
No. E872 With Juicer Attachment $22-50 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONNECTICUT 
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ler-Tydings bill would encourage 
. other state law-making bodies to 
pass such laws. Always, these 
will be opposed by department 
stores, chain stores and mail or- 
der organizations. As always, 
they will be, with equal interest 
and enthusiasm, supported and 
promoted by the retail drug and 
retail grocery trades. Hardware 
men can depend upon both the 
druggist and the grocer for help 
in the fight for resale price main- 
tenance laws where desirable, and 
I think they are desirable in all 
48 states. 


PROCEDURE- 


Resale price and maintenance 
laws enable the sincere manufac- 
turer to protect the retail price at 
which his branded goods are sold. 
If you are living in a state which 
has a resale price maintenance or 
fair-trade law, I suggest that you 
immediately start checking all 
the branded goods being sold at 
cut prices in your trading area. 
Bring such instances to the at- 
tention of your wholesaler and 
get his support in bringing the 
matter to the attention of the man- 
ufacturey. It is no longer pos- 
sible for the truthful manufac- 
turer to say that nothing can be 
done about price-cutting—if you 
are in one of the 29 states where 
laws permit a control of retail 
prices. This puts it squarely up 
to the manufacturer to exercise 
his proper privileges. If he does 
net do so, it can fairly be as- 
sumed that he actually does not 
care anything about the resale 
price market on his goods, de- 
spite anything else he may tell 
you. These laws will not work 
wonders. They will not bring 
people into your store. They 
will not actually eliminate all 
price-cutting nor all trade abuses 
incident to price-cutting, but they 
do go a long way toward accom- 
plishing such an objective and 
merit support and sympathetic 
patience in their development. 


CLASSROOMS- 


Last week I attended an un- 
usual school session. It was held 
in the warehouses of Masback 
Hardware Co., Inc., New York 
City hardware wholesalers. It 
included a group of 50 students 
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of wholesale distribution under 
the direction of Professor Dale 
Houghton of New York Univer- 
sity. Professor Houghton’s ideas 
on distribution studies are to 
have a lecture one week and then 
the following week a visit to a 
successful wholesale _ establish- 
ment in the particular field being 
studied. E. R. Masback, presi- 
dent of the firm bearing his name, 
personally conducted the class- 
room through the entire offices 
and warehouses of that company, 
explaining in detail the principles 
of operation, the problem of in- 
ventory, prompt service, regular 
service, etc. Previously this same 
class had visited wholesale ware- 
houses in other fields. Several 
remarked that a hardware ware- 
house was most interesting be- 
cause most of the items carried 
were in common use and products 
with which they had some famil- 
iarity. 


ORDERLY STOCK- 


Most wholesale hardware ware- 
houses are orderly places, with 
stock well arranged and at the 
present time reasonably ample 
stocks due to the rising market. 
As I walked through the Masback 
establishment the day I went with 
the class, I could not help but 
contrast this orderly arrangement 
of merchandise with the too fre- 
quent disorderly arrangement 
that is found in so many retail 
hardware stores, even among the 
successful ones. It would cer- 
tainly pay hardware merchants to 
visit their nearest wholesalers, 
and take a leaf out of their book 
in the handling of stock, for an 
orderly stock encourages orderly 
thinking and more efficient oper- 
ation. 


UNIONIZATION-— 


During the current orgy of 
“sit-down strikes,” chain stores in 
some parts of the country have 
been subjected to this new and 
obviously illegal unionization 
strategy. It is apparent that re- 
tail clerk unionization work will, 
for the present, concentrate on 
the department stores and chain 
stores because of the larger num- 
ber of prospective members avail- 
able in such establishments. For 





the time being, it is unlikely that 
the average hardware store, with 
its limited number of employees, 
will be bothered by unionization 
problems. But if the present wide- 
spread unionization program seen 
on all sides continues, hardware 
wholesalers will face more of it 
and finally hardware retailers will 
also face unionization programs. 
It is interesting to note that when 
the recent Woolworth “sit-down 
strike” was settled in New York 
City the public discovered that the 
minimum wage for which the 
clerks fought was $15 per week. 
This is not a large amount of 
money and I doubt if any hard- 
ware dealer in the metropolitan 
New York area pays as low a 
wage even to beginners learning 
the hardware business. The low 
wages paid in chain store organ- 
izations are undoubtedly a fac- 
tor in their low prices. Publicity 
on this fact should, but has not 
created some hostility on the part 
of the public in view of the in- 
creased cost of living. Strangely 
enough, the strongest adherents to 
labor union activities are often 
the staunchest supporters of chain 
store and mail organizations who 
pay far less in decent wages. 


CORRECTION :— 


In our last issue, on these 
pages, we discussed Robinson- 
Patman test cases and the current 
investigations in connection with 
brokerage fees. At one point the 
following statement was made: 
“It (the Robinson-Patman Law) 
also prohibits refunding the bro- 
kerage fees to so-called clients by 
purchasing agents who might have 
obtained such fees from the orig- 
inal sources of supply.” This is 
not precisely correct. This should 
have been stated as follows: “The 
Robinson-Patman Law also pro- 
hibits payment of brokerage fees 
to clients by purchasing agents 
who have obtained such fees from 
the original sources of supply, 
when such fees are not earned 
but are actually a camouflage 
for a secret rebate resulting in 
price discrimination. In other 
words, genuine brokerage fees 
may be thus paid as the law for- 
bids only false brokerage used 
to conceal a secret rebate.” 
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Santa Monica, Califor- 
nia, Hardware Store 
keeps step with modern 
trend of public's ideas. 
Read this merchant's 
own story. 


Looking toward the rear of the new streamline Noonan Hardware store. Hard- 
ware is carried at the right rear. The builder’s hardware department is on 
the balcony. 


Streamlining the Store 





All wall displays are broken into ten foot sections which curve into the wall. This one houses the Gadget Shop. It is 
one of the most active, especially during the holiday seasons. 
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Part of the north window at Noonan’s showing an unobstructed view of the 
store and displays of glassware back of the window blending with the goods 


in the window. 


for Streamlined Tastes 


By GEORGE A. NOONAN 


Santa Monica, Calif. 


UR _ new streamlined store 
QO was built on the premise 
that there is no money in 
catering to price-conscious trade. 
Merely trying to meet chain store 
or “round-the-corner” competition 
is unlikely to succeed in a town 
in which every type of West Coast 
chain is represented, and which 
is only 15 miles from the big 
department stores of Los Angeles. 
People are “streamline” minded 
today. Even the man in over-alls 
gets his recreation in such an at- 
mosphere; be it the movies, his 
sports, or his cocktail bar. And 
we have many wealthy people in 
Santa Monica. Se we’ve built our 
store from an eye-appeal angle 
and we are getting the trade we 
were aiming for. 

Some kind critics have compli- 
mented us by saying we have put 
our store on a basis with modern 
amusement palaces in which the 
public spends its money so freely. 
But, nevertheless, we're still a 
hardware store. Two-thirds of 
our stock is basic hardware goods. 
The remaining third is in eye- 
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filling, attention-getting allied 
lines of chinaware, glassware, 
gadgets, artificial flowers, and the 
like. 

In those lines we have an im- 
portant reason for our success. 
We are carrying what people like 
to buy and not what we want to 
sell. That’s what makes this part 
of our stock so active and profit- 


able. 
Feminine Appeal 


Some of these lines are not 
usually found in hardware stores. 
They have strictly feminine ap- 
peal. Why not? The women 
spend two-thirds of the family 
income and the store that is 
bright, cheerful, and offers new 
and modern ideas, which make 
a more attractive home and house- 
keeping easier, is bound to at- 
tract the women. And so with 
the feminine buying habits firmly 
in mind, we designed our store to 
display as much merchandise as 
possible in the most attractive 
manner. 

Our side-wall shelving is grad- 


uated in size so that the goods on 
the lower shelves have equal dis- 
play advantages with those on 
eye-level spaces. Every 10 feet, 
the wall displays curve to the 
wall, giving relief to what other- 
wise would be a monotonous 
straight line. And of more im- 
portance, it allows for the seg- 
regatioh of many different items. 
The photograph of the Gadget 
Shop best illustrates how one of 
these 10-foot sections can be util- 
ized to excellent .advantage. 
Lines such as pottery, glass- 
ware, and chinaware cannot be 
properly displayed on flat tables. 
We found the solution in wall- 
shelving since it makes for good 
displays and quick handling. 
Back of the north wall display 
fixtures is a concealed stock room, 
which houses 164 feet of 18-inch 
shelving. This reserve stock, since 
it is directly behind the selling 
section, is easily accessible and 
results in many extra sales. This 
reserve stock idea is carried out 
throughout the entire store so that 
(Continued on page 80) 











Display of refrigerators at the Palace Hardware Co., Erie, Pa. 


They Sell Eight Carloads 
of Appliances Yearly 


loads of gas ranges and 
stoves, electric washing ma- 
chines and electric ironers are sold 
in a year by the Palace Hardware 
House, Erie, Pa., branch of the 
United Hardware & Supply Co., 


Inc. Handling its own paper and 


\ PPROXIMATELY eight car- 
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Palace Hardware Co,, Erie, Pa., Successful with 
Higher Unit of Sale Items 


doing its own servicing are im- 
portant factors in building this 
volume as are frequent advertise- 
ments, a special mezzanine floor 
appliance display room and the 
constant use of display windows 
for major appliances. Consider- 
able volume is also done in gas 


refrigerators, the Palace organiza- 
tion being both a retailer and a 
distributor of gas refrigeration. 
The Palace Hardware House is 
one of the country’s better known 
hardware department stores and is 
a member of that group because it 
caters to the man or woman who 
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is in the market for the higher unit 
_of sale items such as refrigerators, 
washing machines and ironers as 
well as to the consumers who want 
smaller items, such as tools, house- 
wares, etc. It takes many sales of 
smaller items, having a quick 
turnover, to create the profit that 
is obtained by the sale of one 
major appliance. Only by ag- 
gressive merchandising of both the 
smaller items and the major units 
of sale can a store ever hope to 
build the steady flow of traffic that 
is so necessary for the success of 
any modern day hardware store. 

Washing machines are demon- 
strated only at the store, for as 
F. S. Foster, manager of the appli- 
ance department, says, “With peo- 
ple getting to know about washing 
machines it is no longer necessary 
to give trial demonstrations in the 
home.” Care is taken when a 
washing machine, or any other 
major appliance, is delivered to 
the home, to see that the purchaser 
understands how to properly use 
the product. The store does not 
advertise trade-ins on appliances, 
at all, and when such an allow- 
ance is given it is only on equip- 
ment which the department knows 
it can resell at a profit. One com- 
plete line of washing machines is 
sold at the Palace store, the usual 
terms being a down payment with 
ten to twelve months to pay, de- 
pending on the model. 

Palace Hardware entered the 
gas refrigeration field about four 
years ago when the first air cooled 
gas refrigerators were offered. Gas 
refrigerators are sold on a plan 
comprising a down payment with 
the balance due in equal monthly 
payments spread over a two-year 
period. Easy terms on gas re- 
frigeration are not the entire story 
though, as the store displays units 
in the show windows, on the main 
floor and in the mezzanine floor 
display. Once or twice a month 
at least one model of a gas re- 
frigerator is shown in one of the 
main floor display windows and 
this line is constantly being shown 
in one of the mezzanine floor dis- 
play window sections. 

The store carries five different 
models of gas refrigerators and 
usually has at least one unit, just 
inside the doorway, another on the 
landing of the staircase to the 
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An impressive display of gas ranges features the arrangement of the Palace 
Hardware store in Erie, Pa. 


mezzanine selling floor and the 
complete line displayed on the 
mezzanine floor. The mezzanine 
floor display is enhanced by the 
use of a linoleum floor covering 
and stands in front of an ivory 
painted wall, with green trim. 
There is always at least one unit 
connected and in operation to give 
a prospect a complete story. 

A recent effective gas refriger- 
ation window display, as shown in 
these pages, featured three differ- 
ent models, using some of the 


Modern displays are used in Palace Hardware windows 


manufacturers’ display material 
as a background, together with 
some colorful panels. This dis- 
play was made more attractive 
with the inclusion of red and blue 
draperies as floor decorations. As 
a bid for additional sales the win- 
dow also had ice cube breakers, 
refrigerator jar sets and orange 
juice extractors. Some of these 
“extras” were displayed on the 
window floor, others being shown 
on column shaped display stands. 
(Continued on page 70) 


























Summertime Calls for Added | 














Neat Designs and Refreshing Color 
Your Best Aids in Warm Weather Displays 


i es onary summer 
windows need to be even 
more attractive than at any 

other time of the year. Warm 
weather reduces the alertness of 
people and even when their atten- 
tion is attracted they are apt to 
be slower to react. So let us con- 
sider two factors that will add to 
the effectiveness of the window 
trim. 

Simplicity and neatness of ar- 
rangement is the first considera- 
tion. The sketched windows on 
these pages are examples of mer- 
chandise display that avoids clut- 
tered appearance. The composi- 
tion of the displays is pleasing to 
the eye and is correct from an 
artistic standpoint. The merchan- 
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dise in each case is selected be- 
cause it is related and belongs to 
one central theme or idea. The 
housewife’s attention is held to 
the idea of color in her kitchen 
and she is silently sold on many 
items that enter into her work- 
room. When our displayman talks 
porch furnishings, he sticks to his 
subject and does a selling job, 
keeping items related. 

Color is the second factor in a 
successful summer window trim. 
This should be bright but leaning 
to the cool shades. It is surpris- 
ing how much more comfortable 
the customer can be made to feel 
with cool colors. He or she will 
carry away a feeling of cool com- 
fort after looking at your display 


if it is well chosen and when the 
need arises for some item, the 
mind will surely recall the display 
and your store. Blues, greens, 
light tans and white are all cool 
colors. It is a good idea to stick 
to pastel colors or those in which 
white has been generously mixed, 
during the summer months. 
Almost any color with a gener- 
ous amount of white mixed with 
it will be safe for this purpose. 
Of course, the shades may vary 
and often three or more shades of 
blue will make a fine display 
scheme in themselves. Other 
colors may be similarly handled. 

Show cards and posters help 
greatly in carrying out the color 
scheme. 
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Attractiveness in Your Windows 
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Weil Bros. Celebrate 


IL BROS., 407 W. 125th 

St., New York City, is in 

the midst of a gala silver 

anniversary celebration, marking 

a period of aggressive growth and 

progress and inaugurating the 

furtherance of those principles 
for as many more years. 

Window displays, interior dis- 
plays, banners and colorful 
shields proudly proclaim the an- 
niversary. Particularly at night 
is one made aware of something 
unusual going on in the store, for 
then the windows are brilliant 
with spinning lights. One window 
has been decked out as a birthday 
display. A large birthday cake 
occupies the center foreground 
and is encircled by rows of white 
electric lights and crowned by a 
single large white light. As the 
cake revolves it unfolds the 
legend in silver letters, “Weil 
Bros. Silver Anniversary.” On 
either side of the cake are display 
cards: one for plumbers’ tools, 
the other for carpenters’ tools. 

In the background of the win- 
dow are two huge portfolios pre- 
senting a pictorial history of the 
store, divided into four chapters, 
showing the successive stages in 
the store’s growth from 1912 to 
1937. Silver, white and black is 
the color scheme of the window. 

This color combination is also 
carried out in the other window 
and in the interior displays. A 
large checker board in silver and 
black has been set up for the 
background of the store’s other 
window. In the squares, various 
items of electrical and plumbing 
goods are shown, while a center 
panel displays general hardware 
products and homeworkshop 
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These windows heralded the 25th anniversary celebration of Weil Bros., New 
York City, hardware firm. The store displays were equally attractive. 


New York City Hardware Firm Makes 


Special Display at Quarter Century Mark 


equipment. On each of the three 
large sections of the background 
are large discs, which, when they 
revolve, make an, attractive mo- 
tion display. As the center disc 
revolves, it spins out the words, 
“Silver Anniversary.” 

Both windows were designed 
with but one purpose: to attract 
the attention of passers-by to the 
store and to the anniversary. This 
they effectively do. 


Store Decorations 


The interior of the store has 
been decorated with colorful bunt- 
ing, shields, and banners. Over 
the stock cabinets along both 
walls of the store are closed-in 
displays of bathroom accessories, 
plumbing supplies, and paints. A 
fourth contains a silvered wheel 
barrow and two silvered shovels 
against a back-drop. Each of 


these displays is well-lighted and 
in effect are miniature stages, 
which attractively set off the mer- 
chandise. 

The clerks, too, carry out the 
spirit of the occasion. Silvered 
over-seas caps were specially de- 
signed for them to wear and also 
to be given to customers. These 
caps announce that it is Weil 
Bros. 25th anniversary as do 
the large lapel buttons worn by 
the clerks. 

Indeed, Weil Bros. has taken 
every means of broadcasting its 
25 years of service and its present 
celebration is indicative of the 
type of merchandising under 
which the business has prospered. 

Jerome and Maurice Weil in- 
auspiciously started out in 1912 
as hardware merchants in a store - 
that would be dwarfed by the 


modern building now occupied by 
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the firm. Then their business was 
primarily in metals. Today it is 
a large hardware and plumbing 


25 Years Growth 





supply concern, supplying mer- 
chandise from the smallest. needs 
of the individual consumer to the 





larger needs of contractors and 
builders. So large is the stock 
that a large part of it cannot be 
housed in the store proper, but 
must be stored in neighboring 
buildings. And where formerly a 
horse and wagon was used for 
deliveries, now a fleet of swift 
trucks carry the store’s services 
to outlying districts of New 
York and New Jersey. 

Maurice Weil now heads the 
business, succeeding his brother, 
the late Jerome Weil. Alfred 
Hoehn is manager. He has been 
with the firm almost since it was 
organized. And supporting their 
activities is a large clerical and 
sales staff, each one of whom has 
been with the store for a number 
of years. 


Tribute Due N. Y. Court of Appeals for Feld-Crawford Action 


Reversal of Former Opinion on N. Y. Fair Trade Bill 
Displays Just Deference to U. S. Supreme Court, Says 
Felix H. Levy, Esq., Prominent New York Attorney and 
Former Special Assistant Attorney-General of U. S. 


High tribute is due to the New 
York Court of Appeals for its en- 
lightened and courageous action 
whereby, on March 9, 1937, it 
overruled and reversed its own 
prior and unanimous decision 
rendered in January, 1936, declar- 
ing the Feld-Crawford Fair Trade 
Practice Act to be unconstitutional. 

This prior decision, emanating 
from the court which is widely 
recognized as second only to the 
U. S. Supreme Court in ability 
and authority, caused deep dis- 
couragement in the ranks of the 
great army of American business 
men who are opposed to preda- 
tory price-cutting. This was true 
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because the highest courts of sev- 
eral other States had declared the 
identically same law enacted by 
those states to be constitutional. 

This discouragement was mag- 
nified into definite dismay when 
the U. S. Supreme Court, in De- 
cember, 1936, by the unanimous 
decision of all its nine members, 
declared the precisely similar acts 
of lilinois and California to be 
constitutional — because the two 
foremost Courts of this country 
were thus found to be in direct op- 
position to each other with re- 
spect to this highly important leg- 
islation. 

When, however, the New York 


act came before the N. Y. Court 
of Appeals in another case in 
March, 1937, that eminent court 
displayed a most commendable 
spirit of judiciary harmony and 
of just deference to the highest 
court of our nation by overruling 
and reversing its former decision 
upon the frankly avowed ground 
that it deemed it to be its duty to 
subordinate its own judgment on 
the question of constitutionality, 
and unreservedly to accept the 
contrary position which the Su- 
preme Court had unanimously an- 
nounced. 

Not only, therefore, does this 
New York decision correct the 
prior confusion which had ex- 
isted, and thereby afford a pow- 
erful weapon against predatory 

(Continued on page 82) 
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NRHA Congress Program 
Gets Under Way 


June 12 to 15 will be dates for 


Retail Convention at Los Angeles 


EGISTRATIONS for the 
R thirty-eighth annual con- 

gress of the National Re- 
tail Hardware Association at the 
Biltmore Hotel, Los Angeles, Cal., 
June 12 to 15, will take place on 
Monday morning, July 12. This 
will be the first time since the 
San Francisco conference in 1924 
that a national congress will be 
held at a point farther West than 
Oklahoma City, Okla. 

At 2 p. m. on Monday there 
will be a meeting of the officers’ 
council and at 8 p. m. an infor- 
mal dance and entertainment in 
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the ballroom of the Biltmore Ho- 
tel. The introduction of delegates 
from all states will also take 
place then. 

Convention sessions will be 
held on Tuesday from 9 a. m. to 
12 noon and 2 p. m. to 5 p. m. 
On Wednesday and Thursday, 
convention sessions will be held 
only in the mornings, from 9 
a. m. to 12 noon. This schedule 
applies only to the official con- 
vention sessions. Extra special 
meetings of committees, officers’ 
council, secretaries, and national 
governors, will be separately ar- 


ranged. If found necessary, an 
extra short convention session 
may be called for Tuesday eve- 
ning from 8 to 9.30 p. m. 

During the stay in Los Angeles, 
the congress’ hosts, headed by na- 
tional director George Green of 
Long Beach, secretary Joe Guil- 
foyle and other officers of the 
Southern California Association, 
will bring into play a full repre- 
sentation of the entertainment fa- 
cilities for which Los Angeles is 
famous. 

On Sunday evening, July 11, 
there will be a visit to a studio 
radio program of some nationally 
known radio comedian. Monday 
evening’s affair at the Biltmore 
will include a floor show at which 
radio and movie stars will make 
personal appearances. On Tues- 
day afternoon a special trip for 
the ladies to “Old Spain” with 
luncheon at a Mexican: cafe has 
been arranged. In the evening 
there will be a special musical 
program in the Biltmore music 
room and _ arrangements for 
bridge and other card parties. 

The high point of the enter- 
tainment program will be on 
Wednesday afternoon, when buses 
leaving the hotel at 2 p. m. will 
take delegates, members, and 
their families on a 90-mile trip 
through the surrounding country, 
returning them to the hotel at 
6.30 p. m. Places to be visited 
will include: Hollywood, Beverly 
Hills, Westwood, University of 
California, Sawtelle, Santa Mon- 
ica and via Ocean Boulevard 
through Venice, Playa de] Rey, 
Manhattan Beach, Redonda Beach, 
Palos Verde Hills, San Pedro, 
and other points of interest. 

On Thursday, July 15, there 
will be a choice of two bus trips; 
one through the citrus groves and 
the other by the homes of the 
movie stars. Special extra trips 
at a low cost during and after 
the convention will also be ar- 

(Continued on page 88) 
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What toDo 


About 
High or] ings 


CO., Indianapolis, Ind., has 
solved the problem of high, 
empty appearing spaces between 
the shelving and the ceiling of 
their store. Large, colorful poster 
cutouts are specially prepared in 
the store’s display department and 
are used to feature important sea- 
sonal lines. The cutouts are placed 
at regular intervals along the top a. 


of the wall fixtures, where their Co Se neat dh Mania P00 ta 


- . . ~~ , ad 
vivid coloring and good design : “ep —— ' ae i hh 
compel attention; at the same time fi 7s 1, ea # 
dispelling the empty appearance ba ment a "4 


the wall presents without them. 

The photo at the top of the page 
shows the display department, 
with G. B. Loomis, display man- 
ager (standing) and his assistant 
working on display material for 
use on the side walls. These men 
are competent artists as may be 
seen by the high quality of their 
work shown in these pictures, and 
they keep new displays coming 
along all the time, avoiding mo- 
notony in the appearance of the 
store. 


\ [ ONNEGUT HARDWARE 


ALADDIN LAMPs - 


Close-up of display at Vonnegut Hard- 
ware Co. 


APRIL 22, 1937 





— a ee 


eee See 


See 




















10 





Edward Durell, president, The Union Fork & Hoe Company surrounds 
himself with examples of the hand craftmanship of early America. 
His offices are a museum of the products of village forge and bench. 


Evolution of the Modern Fork 


1—The first farm fork was simply the forked branch of a tree. 

2—Noting that one prong of a natural fork was always weaker than 
the other, someone split a straight branch with a wedge to make 
two equal tines. 

3—Next, two wedges produced three tines. A band prevented 
splitting. 

4—Four tines were usually the limit with a single branch. But rein- 
forcing braces improved on heavy wedges. 

5—Most five-tine and all six-tine forks were first made either by 
inserting two separate tines in a three-tine fork or by attaching 
all other tines to one central tine. 

6—Someone recognized that iron caps made his tines wear longer. 

7—High development of the wood fork—a factory-made vegetable 
fork patented by W. G. Parrish & Co., Ionia, N. Y. Tines were 
cut in squares, then bent, shaped and assembled. 

8—First metal forks were made by splitting a bar into 2 tines and 
shank, with ring to prevent splitting of handle. 

9—A double ring added strength. 

10—Heavy cap with ferrule and ring. 

11—“These forks have been in common use for 12 years,” states the 
catalog of David Prouty & Co., Boston, in 1851. One-piece cast 
steel manure fork with cap, strap ferrule and D handle. (But 
steel did not completely replace wood forks until around 1900.) 
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A Museum 
of the 


Products 


of 
Village 
Forge and 
Bench 


Offices of Edward Durell, 
Union Fork & Hoe Co., 
Columbus, Ohio, present 
early pioneer hand imple- 
ments. Collection grows 
steadily. 


T is only a few steps from 
the thundering power rolls 
and automatic furnaces of 
The Union Fork & Hoe Com- 
pany’s plant at Columbus, Ohio, 
to the private offices of Edward 
Durell, its president. But to walk 
that short distance is to step back 
150 years into the days when 
every pioneer home was a self- 
sufficient community, when food, 
clothing and shelter were all 
home-made, and the village black- 
smith, joiner and wainwright were 
the nation’s principal manufac- 
turers of “boughten” goods. 
Covering the walls of Mr. 
Durell’s offices and filling spe- 
cially built cabinets and lockers 
in two large rooms, are a thou- 
sand examples of the skill and 
ingenuity of the home and village 
artisan of earlier America, his 
resourceful use of his limited ma- 
terials, his prudent care of his 
few implements and his steady 
(Continued on page 82) 
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The walls of the offices of Edward Durell, President, The Union Fork & Hoe Company, 
Columbus, Ohio, are covered with examples of early farm implements. Below: 1—In 
1851 Cranberry Rakes like this were cataloged at $1 to $5 each. 2—The sword beaten into 
the ploughshare is more than a figurative expression of the triumph of the arts of peace. 
Here is a Confederate bayonet, found near Winchester, Va., which some returned soldier 
had bent and shaped into an effective weeding hoe and substituted a stick for a rifle barrel 
as the handle. 3—Wooden Scoops were whittled from a single big block, yet some weighed 
as little as 2 Ibs. 4—Pioneers were poor—tools precious. This fork has been repaired in 
5 places. The greatest disadvantage of wood forks was that when the handle was gone the 
whole fork was done for. Today the farmer simply inserts an exact duplicate right repair 
handle. 5—Steel forks in the Durell collection range from 5-inch to 26-inch tines. Wood 
tines with an effective length of 28 inches have been used on barley forks. 
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Carborundum Products. Wire 
Clothes Line 

One Make of Lawn Mowers. Cot- 
ton Clothes Line 

Corrugated Rubber Matting. 
Milk Bottle Caps 

Rubber Tubing. Cast Iron Hol- 
lowware 

Heavy Re-tinned Dish Pans. 
Brass Strainer Cloth 

Chromium & Malacca Tin Plated 
Knives, Forks, etc. 

Hand Fruit & Vegetable Presses. 
Wood Porch Gates 

Spring Balance Scales. Cotton 
Filter Disks 

Several Numbers of Washboards. 
Water Systems 

Samson Spot Sash Cord. One 
Popular Stove Shovel 

Shakeproof Lock Washers. Grand 
Rapids Sash Pulleys 

Dennison Paper Fasteners, etc. 
Radiation 

Some Makes of Toggle Bolts, 
etc. Aluminum 

Steam and Hot Water Boilers. 
Soil Pipe & Fittings 

Plumbing Enameled Ware. Coal 
Chutes 


ADVANCES BECOMING EFFECTIVE 


Stove Pipe and Elbows. Sump 
Pumps 

Builders’ Hardware. Cordwood 
Saws 

Agricultural and Knife Handle 
Wrenches 

Medium and Low-priced Cross 
Cut Saws 

One Man Saw Handles. Porter 
Bolt Cutters 

Hickory, Axe, Pick and Sledge 
Handles 

Aluminum Plasterers’ Hawks. 
Sweat Pads 

= Plate. Ship Augers & Car 
its 

Some Wood Storage and Stock 


anks 

Myers’ Tank Pumps. Loading 
Chains, etc. 

Staple Welded Chain Items. 
Metal Lath, etc. 

Conductor Pipe, etc. Tacks, Riv- 
ets, etc. 


Industrial Wire Cloth. Linseed 
Oil 


Paper Containers. Oiled Sports 
Clothing 

Cantilever Tool or Tackle Boxes 

Fishing Tackle Accessories 








DECLINES BECOMING EFFECTIVE 


Turpentine. Lead. Copper 
Zinc. Tin. Rubber. Cotton 
Hides. Copper Products 


Lead Products. Zinc Products 
Solder and Babbitt Metals 


ADVANCES BEING ANTICIPATED 


Lawn Mowers. Bibb Washers 
Tank Balls. Sweat Pads 


Abrasive paper and cloth—A 
general 5 per cent advance was put 
out by the Carborundum Company 
on April 9 on all its abrasive prod- 
ucts. The effective date of April 19 
gave customers a 10-day opportunity 
to order at the previous figures. Prac- 
tically all makers of flint paper and 
emery cloth advanced prices also on 
April 19, the average mark-up being 
5 per cent. 

* * * 

Lawn Mowers—One leading 
manufacturer of mowers has raised 
prices, ranging from 25 cents on the 
cheaper machines to $1.50 each on 
the high-grade mowers. Other mak- 
ers are understood to be contemplat- 
ing similar changes. The carried- 
over stocks in jobbers’ and dealers’ 
hands from last season are low, and 
sales this year should substantially 
over-top those of last year. 

* * *# 


Rubber manufactures — The 
recent sharply advanced prices on 
rubber further stimulated an already 
heavy early demand for tires, me- 
chanical rubber goods, hose and all 
manufactures of rubber. Trade au- 
thorities estimate that sales gains 
during the first quarter of 1937 were 
at least 20 per cent over the corre- 
sponding 1936 figures, although last 
year recorded a record peak, passing 
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Fishing Baits. Steel Products 


even 1929. Increases on belting, hose, 
etc., recently reported, have been 
supplemented by similar changes in 
other rubber commodities. Corru- 
gated rubber matting has advanced 
10 per cent, and rubber tubing, both 
cloth insertion and all rubber, has 
been marked up a similar amount. 
Prices have been withdrawn on bibb 
washers and tank balls, with new fig- 
ures expected to show about at least 
10 per cent increase. Some manu- 
facturers of mixed link tire fabric 
door mats have withdrawn freight 
allowances, netting an increase to 
their wholesale customers. 
* * * 


Household wares—Cast iron 
hollowware has been raised 5 to 10 
per cent, and heavy re-tinned dish 
pans about 10 per cent. Chromium 
plated and malacca tin-plated forks, 
knives and spoons have been marked 
up 10 per cent. Hand fruit and 
vegetable presses have taken a 214 
per cent increase. Spring balance 
scales advanced about 10 per cent 
and wire clothes lines a similar 
amount. Cotton clothes lines are up 
3 to 5 per cent. Several numbers of 
washboards have been raised 5 to 
10 per cent. Milk bottle caps have 
been advanced 414 cents per thou- 
sand. Brass strainer cloth in the 
coarser meshes has been advanced 
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20 per cent, and in finer meshes 
about 10 per cent. Following the 
advance recently reported, another 
increase has been made on Samson 
Spot sash cord of 2 cents per pound. 
Cotton filter disks have advanced 5 
per cent. An increase on wood porch 
gates will average also about 5 per 
cent. The Dennison line of paper 
fasteners, washers, and wire shank 
fasteners has been raised corre- 
sponding to the recent increases on 
brass. Jobbers report that a best- 
selling number of standard stove 
shovels has been marked up more 
than 25 per cent. 
* * * 


Sash pulleys, etc.—Effective 
April 5, prices of all residential sizes 
of Grand Rapids sash pulleys were 
raised 6 cents per dozen, while the 
heavy-duty pulleys, series 21, 22 and 
121, were raised approximately 15 
per cent. Effective April 15, Shake- 
proof Lock Washer Co. advanced 
prices on their washers to a new re- 
sale schedule of 50 per cent on lots 
of less than 1000 pieces, with corre- 
sponding reductions for quantity or- 
ders. The advance in their wholesale 
discounts averages 30 to 33 1/3 per 
cent. On April 5 some makers of 
toggle bolts, switch boxes and hang- 
ers announced increases averaging 


10 per cent. 
* & & 


Plumbing and Heating—April 
advances of wide interest to jobbers 
and retailers in this line included 10 
per cent on steam and hot water 
boilers, 5 per cent on water systems, 
5 per cent on soil pipe and fittings, 
and 7 per cent on range boilers. 
Radiation has been advanced an 
average of 2 cents per square foot. 
Several manufacturers have with- 
drawn prices on plumbing enameled 
ware, and are replacing old figures 
with increases averaging about 10 
per cent. Coal chutes were marked 
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up about 10 per cent on April 1, and 
sump pumps have been raised 74 
per cent. 

* * * 

Stove accessories—Manufac- 
turers in some districts have marked 
up prices on stove pipe $1.00 per 
100 joints and on elbows 10 cents 
per dozen. Other makers have an- 
nounced sharper increases. New 
quotations are effective only for ship- 
ment to June 30, and the makers 
are leaving themselves free to make 
further changes as later cost in- 
creases may necessitate. 

* & & 


Builders’ hardware—After a 
preliminary withdrawal of old prices, 
new schedules are reaching the job- 
bers. On miscellaneous hardware 
the increase is reported as about 10 
per cent. On rim lock sets the new 
advance is approximately 25 cents 
per dozen sets. 

* * * 


Tools and handles—A mark- 
up on agricultural and knife handle 
wrenches, effective April 1, averaged 
10 per cent. A similar increase was 
made on medium and low-priced 
cross cut saws, on cord-wood saws, 
and cross cut and one-man saw han- 
dles. Porter bolt cutters have been 
raised 10 to 15 per cent. Hickory 
axe, pick and sledge handles have 
been raised about 8 per cent. 
Aluminum plasterers’ hawks were 
advanced on April 1. Ship augers 
and car bits have been raised 714 
to 10 per cent. 

* * *% 


Sweat pads—When opening 
prices for this season were estab- 
lished early last fall, an increase of 
only 5 per cent was made on the 
staple patterns. No adjustment has 
been made since, to take care of ris- 
ing costs on cotton drills and stuffing 
materials, until a new 10 per cent 
mark-up, announced this month. 
Even now, manufacturers claim the 
current prices are based on material 
costs as of last November, and a 
further advance by July 1 or earlier 
can hardly be avoided. 
+ + 





Storage tanks — Advanced 
price schedules were put out on 
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April 1 by some makers of wood 
storage and stock tanks, though 
other concerns have made no recent 
change. An increase was recently 
announced of about 5 per cent on 
Myers’ tank pumps. 

* * * 

Chain and fittings—The manu- 
facturers issued new price lists late 
in March, with increases on staple 
items of welded chain averaging 
about 8 per cent. Loading chains 
and other specialties took a some- 
what greater mark-up. On weldless 
chains, the increase was about 5 per 
cent. 

* * * 

Metal lath, etc. — Truscon 

Steel Company and others have is- 





sued a completely revised schedule 
on metal lath and other building ac- 
cessories, with price zones further 
sub-divided. New delivered quota- 
tions for Zone 1, which approximates 
the former Zone A territory (north 
of the Ohio and east of the Mis- 
sissippi) show increases as follows: 
Metal lath, carloads, up 14% cents 
per square yard—less than carloads, 
14 cent. Standard cold rolled steel 
channels, carloads, up $3.00 per 
1000 lineal feet—less than carloads, 
$1.00 to $2.00. Plain wing steel 
corner bead, carloads, up $1.50 per 
1000 lineal feet, less than carloads, 
50 cents. Expanded corner bead, 
carloads advanced $3.50, and L.C.L. 
$2.50 per 1000 lineal feet. Other 
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makers have announced a further 
moderate mark-up on conductor pipe 
and eaves trough, with several items 
of conductor hangers, hooks, and ac- 
cessories also advanced. 

* * * 

Tacks, rivets, etc—New de- 
tailed price sheets have now con- 
firmed the increases recently re- 
ported. The entire line of cut and 
wire tacks, clout and trunk nails, 
double pointed tacks and staples, 
and shoe nails has increased about 
10 per cent, with a relatively larger 
mark-up on the smaller (1-lb. and 
14-lb.) packages. Copper tacks have 
been raised 5 cents per pound. Brass 
brake band rivets were raised about 
124% per cent, but tubular and split 
rivets, also miscellaneous soft steel 
and tinners’ rivets, are for the pres- 
ent unchanged. 

* * * 


Industrial wire cloth—Mak- 
ers of heavy industrial steel wire 
cloth, both plain and galvanized, 
have put out new price schedules, 
with uniform increases averaging 10 
per cent or more, and with a sliding 
scale of quantity discounts for large 
consumers, similar to those formerly 
in effect. 

* * # 

Paper containers—The Con- 
tainer Corporation of America and 
other leading companies have ad- 
vanced prices on paperboard con- 
tainers, effective April 1, from 15 
to 35 per cent. This change will 
widely affect the costs of all makers 
of packaged goods. The container 
manufacturers are accepting definite 
business only, for early delivery. Or- 
ders for deferred shipments are be- 


ing booked with open prices, due to 
uncertainties concerning later pro- 
duction costs. 

* * #* 

A new price list on welded 
chain and fittings has been issued by 
The Bridgeport Chain & Mfg. Co., 
Bridgeport, Conn. Superseding and 
canceling all previous prices the new 
list was effective as of March 29, 
1937. 

* & & 

Paint lines—The strong mar- 
ket on linseed oil continues, with a 
rise of 3 cents per gallon on April 2, 
and another of 1% cents on April 9. 
Turpentine, however, dropped 2 
cents per gallon on April 2. The 
recently announced advances on 
paints have been accepted with good 
grace by the trade, who feel that 
still further increases may follow. 
Paint sales are showing sharp gains 
over a year ago. For example, March 
sales of the Glidden Company in- 
creased 35 per cent over the corre- 
sponding 1936 month, and set a new 
record for any one month in the 
company’s history. 

* * fo 

Sports equipment — Jobbers 
have received an increase of about 
6 per cent on oiled clothing from 
leading manufacturers. Cantilever 
tackle or tool boxes have been 
raised 10 per cent or more by some 
sellers. Swivels and metal fishing 
tackle accessories have been ad- 
vanced, and some makers of baits 
are withdrawing prices. 

SS 

Car-loadings — power output 
—Curtailment of coal shipments dur- 
ing the April 3 week caused a de- 





cline in railroad freight loadings to 
a total of 726,687 cars. Loadings in- 
creased on practically all other com- 
modities, and there was a total gain 
of 113,106 cars, or 18.4 per cent 
over the corresponding week in 1936. 
Labor disturbances and the advent 
of warmer weather were factors in 
lowering electricity production to the 
lowest point this year in the week 
ended April 3. The total, however, 
showed a 15 per cent gain over the 
corresponding 1936 week. 
= a 


Tin Plate—An advance on 
April 6, of 50 cents per base box, or 
about 10 per cent, on tin plate was 
announced by Carnegie-Illinois Steel 
Corporation, the first net change 
since 1933. The present out-of-sea- 
son increase seems justified by the 
rise on sheet bars, and on tin and 
labor, since the opening price for the 
1937 season was put out last Novem- 
ber. Leading can makers are under 
contract until next fall at November 
prices, and will not be affected by 
this rise during their current season. 

= 3 


Commodity prices — World 
prices in several of the more specu- 
lative commodities, which have ex- 
perienced five months of advances, 
with a spectacular rise since mid- 
February, lately have shown sharp 
reactions, but maintain still a de- 
cided net advance above their start- 
ing point. Aluminum, of all the 
staple metals, has had a slight, but 
controlled advance, and leading sell- 
ers feel able to control any runaway 
tendencies, despite a good demand. 
Lead from a peak price on March 
10 of 7.75 cents per pound, New 





The government estimates 
of wholesale distribution in 
1936 show a substantial gain 
over the preceding year— 
from $44,400,000,000 to $52,- 
100,000,000. Trade was esti- 
mated at 76 per cent of the 
1929 level as against only 64 
per cent in 1935 and a low of 
46 per cent in 1933. The 
chart, right, shows operations 
of various types of wholesal- 
ers in city population groups. 
The only type of wholesalers 
to exceed the 1929 volume 
were those dealing with waste 
materials, including scrap 
iron, waste paper and rags. 
Outstanding increases in 
other fields show the follow- 
ing percentage gains: Lum- 
ber and contractor materials, 
37; plumbing and heating 
equipment, 36; furniture and 
house furnishings, 34; elec- 
trical goods, 30; machinery 
equipment, 29; and metals 
and metal work, 26. 
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York, has reacted to 6.00 cents. Zinc 
has declined from 7.75 cents to 7.00 
cents, copper from 17 to 15% cents. 
and tin from a peak of 65.60 cents 
declined last week below 60 cents. 
There have been smaller relative set- 
backs in rubber, cotton and hides. 
These liquidations are generally re- 
garded as healthy, and creating a 
much safer market situation for the 
immediate future. The manufac- 
tured products allying closely to the 
above metals have followed the mar- 
ket downward, as they followed it 
upward. Corresponding declines 
have been named promptly on bare 
electrical and magnet wires, on 
weatherproof wire, on sheet copper, 
and sheet zinc, on lead pipe, sheet 
lead and shot, and on all grades of 
solder and babbitt metals. Impor- 
tant as these declines have been in 
modifying the average of all whole- 
sale commodity prices, the late rise 
on farm products, foods, fuel, and 
building materials has kept the com- 
modity index high. The latest index 
rate announced by the Bureau of La- 
bor Statistics stood at 88.3 per cent 
of the 1926 average, or 11.5 per cent 
above the index of a year ago. 


* + * 


Retail prices—Retail prices, 
gaged by the authoritative Fairchild 
index, rose through March to the 
highest level since 1931. Prices on 
April 1 were 7.3 per cent above the 
corresponding 1936 date, and 36.2 
per cent above the May, 1933, de- 
pression low. They were still 20 per 
cent below the 1929 November high 
levels. Fairchild economists believe 
that further advances in retail quo- 
tations may be expected during the 
remainder of the year. Current 
prices, they say, are still below the 
replacement levels, and additional 
labor costs have not yet had their 
full effect. 


* & 


Household utilities—in spite 
of heavily increased costs, advances 
have proceeded moderately on all 
major household utilities, though 
further increases seem sure to fol- 
low. Electric refrigerators were ad- 
vanced in January to become effective 
February 1, and the retail announce- 
ment of this price change is only 
now becoming known to the con- 
sumer.. The mark-up has ranged 
from $8.00 to $24.00 per unit. Some 
makers of washing machines have 
announced increases of 10 to 15 per 
cent to be in effect April 15—others 
will make a general increase on May 
1. Prices on gas ranges, as well as 
on coal stoves and air-tight wood 
heaters, have been advanced an aver- 
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age of about 10 per cent. The rate 
of demand for refrigerators has 
gained sharply over 1936, sales dur- 
ing January and February totaling 
above 418,000 units as compared to 
about 290,000 for the same two 
months of 1936. One reason for the 
sustained off-season rate of sales has 
been the holding, thus far, of moder- 
ate selling prices. 


* * * 


Steel activity—Steel produc- 
tion remains near its peak rate, and 
last week was estimated at 90.3 per 
cent of capacity, compared with 89.9 
per cent in the previous week, and 
67.9 per cent a year ago. Mills are 
making little progress in catching 
up on their exceptional backlog of 
orders. Deliveries are not only dis- 
appointing, but will continue slow 
throughout the entire quarter—prob- 
ably throughout the summer. The 
settlement of the major automobile 
strikes is bringing larger requisi- 
tions for materials, and insistence 
upon prompt deliveries, which adds 
to the mills’ problems. The Wag- 
ner Labor decision, while largely dis- 
counted by the wage and hour action 
already taken by the steel compa- 
nies, must further stiffen and main- 
tain the higher costs in all steel 
lines. Further increases in finished 
and semi-finished products for the 
third quarter are confidently ex- 
pected. Added cost will come also 
from the new wage agreements in 
the coal mining industry; foundry 
coke has already risen 50 to 75 cents 
per ton. In some markets, a slight 
price recession in steel scrap, about 
50 cents per ton, indicates a tem- 
porary lull in the strenuous rate of 


demand. 
* * * 


Hardware sales—With settled 
spring weather now prevailing in 
most localities, April sales are show- 
ing a better rate of increase than 
last month, when late cold snaps 
were a deterrent. Freer spending in 
the city stores follows as a natural 
result of the spreading wage in- 
creases, while the continued gains in 
farm income, with a favorable crop 
outlook, provide the rural stores with 
buyers and buying interest. A new 
note in the situation is provided by 
the reduced working hours now pre- 
vailing in the retail stores of many 
large cities, and in an increasing 
number of industrial plants. This 
added leisure not only develops new 
wants, but affords more shopping 
time for a considerable number of 
people. Already some gains in 
“recreation goods” and sports equip- 
ment are traceable to the newly-won 
play-time. and suburban stores are 


expecting increased home gardening 
activity as another direct result. 
* * * 


Buying more conservative— 
Reports from all hardware centers 
indicate a gradual return to normal 
ordering. The feverish rush of buy- 
ing throughout the first quarter (and 
much of last year’s fourth) is level- 
ing off, now that opportunities have 
passed for avoiding the heaviest ad- 
vances. The expected reaction from 
the runaway tendencies in the world 
markets on metals like lead, tin and 
copper has sobered any speculative 
urge which might have been appear- 
ing. The best-informed minds in 
hardware expect a continuing period 
of high prices, with further gradual 
advances quite possible on steel lines 
and others, but also with the proba- 
bility that- reactions may appear 
from time to time. The flow of bet- 
ter income into the average family’s 
purse soon may be balanced by the 
increasing costs of all family neces- 
sities, and spending cannot continue 
indefinitely on so enthusiastic a 
scale, whether by the consumer or 
by his suppliers. 

* * * 

Good business ahead—Manu- 
facturers in all lines have unusually 
full order books, and will probably 
welcome a period of moderate buy- 
ing and less urgent demands upon 
their capacity and personnel. The 
near-boom conditions have extended 
over a very wide area, and in com- 
petition with much unemployment 
and destitution still prevailing, the 
country’s absorption of all sorts of 
home and personal merchandise has 
been phenomenal. Furthermore, this 
appetite for more comforts and con- 
veniences seems likely to continue, 
and with the necessary spending 


‘power Back of it to validate a liberal 


measure of prosperity for retail 
stores throughout all of 1937. The 
rate of March gains, some 25 per 
cent ahead of March, 1936, can 
hardly be maintained, but an aver- 
age of 15 per cent increase is com- 
monly expected. 
* * * 

Farm outlook—With govern- 
ment records indicating a bumper 
crop of winter wheat in prospect, 
and_ with prevailing high prices, 
farm purchasing power will undoubt- 
edly run well ahead of even the im- 
provement made last year. While 
farmers are facing the higher cost 
of their supplies of hardware, cloth- 
ing, and “store-goods,” the prices of 
their own products on March 15 
were 23 per cent ahead of last year, 
and their situation remains striking- 

(Continued on page 100) 
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SHEET GALVANIZERS TO 





MEET APRIL 26-28 

Current practice in sheet gal- 
vanizing will be discussed at the 
three-day session of The Galvan- 
izers Committee beginning April 
26 at the Hotel Statler, St. Louis, 
Mo. The committee is composed 
of technicians and operators in 
the sheet departments at steel 
plants. F. G. White, Granite 
City Steel Co., Granite City, Il., 
is chairman of the governing 
board, which includes G. A. 
Brayton, Newport Rolling Co., 
Newport, Ky.; F. W. Brown, In- 
land Steel Co., Chicago; N. E. 
Cook, Wheeling Steel Corp., 
Wheeling, W. Va.; B. P. Fink- 
bone American Rolling Mill Co., 
Middletown, Ohio; H. E. McCoy, 
Gulf States Steel Co., Birming- 
ham, Ala.; J. L. Schueler, Con- 
tinental Steel Corp., Kokomo, 
Ind.; and E. V. Gent, American 
Zinc Institute, 60 E. 42d St., New 
York City, which is sponsoring 
the committee. 

Since the Institute is holding 
its annual meeting in St. Louis, 
April 26 and 27, the Galvanizers 
Committee will join with the 
Institute in its first session on 
Monday morning. An_ all-day 
joint session has been arranged 
for Tuesday, April 27, while on 
Wednesday, April 28, there will 
be a continuation of the discus- 
sion of technical galvanizing. An 
inspection trip through the new 
mills of the Granite City Steel 
Co. will take place Wednesday 
afternoon. 

PAINTMEN CELEBRATE 

GOLDEN ANNIVERSARY 

Five hundred and fifty men 
and women celebrated the fiftieth 
anniversary of the New York 
Paint, Varnish & Lacquer As- 
sociation, at a dinner dance held 
April 7 in the grand ballroom of 
The Waldorf-Astoria, New York 
City. Each of the ladies present 
was given an attractive souvenir 
in the form of a 24-karat gold 
plated vase inside of which was 
an atomizer. Dancing and en- 
tertainment were provided by 
Rudy Vallee and his Connecticut 
Yankees and company. 

Ernest T. Trigg, Washington, 
D. C., president of the National 
Paint, Varnish & Lacquer Asso- 
ciation, Donald Turner, president, 
Travelers Association of Local 


Paint & Allied Trades, Henry 
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| Afman, Denver, Colo., president, | lied 


Painting & Decorating Contrac- 
tors of America, Inc. and James 
A. Fredrickson, New York, presi- 
dent of the New York Paint & 


Varnish Production Club were | 


among the honored guests at the 
banquet. E. V. Peters, honorary 
member of the association, was 
toastmaster fog the evening and 
the first toast was delivered by 
Eugene E. Morton, whose grand- 
father gave the first toast at the 
first meeting of the association, 
fifty years ago. Harry Hillman, 
Eagle Paint & Varnish Works, 
welcomed the members and 
guests of the association and de- 
livered an addres: on cooperation 
among members of paint and al- 





The program 


was in charge of a committee 


headed by G. A. Wharry. 


LONERGAN MFG. EXPANDS 
ITS PLANT FACILITIES 


With the purchase of a large 
and modern manufacturing plant 
at Albion, Mich., The Lonergan 
Mfg. Co., has again increased its 
manufacturing facilities to take 
care of the growing demand for 
Lonergan appliances. The com- 
pany manufactures the “Fire- 
side” oil burning circulating 
heaters and water heaters and 
has gotten out a new 1937 mode! 
heater also’ under the “Fireside” 
name. 





ALABASTINE PROGRESSES 
WITH OIL PAINT LINE 


The Alabastine Co. Grand 
Rapids, Mich., reports a gratify- 
ing reception of its line of oil 
paints, which the company began 
to manufacture in January, 1936. 
J. C. Corcoran, treasurer and 
general manager of the concern, 
states the new line was instituted 
with a definite quality policy, 
and to that end Alabastine in- 
stalled special research and man- 
ufacturing facilities. This policy, 
he says, has proven satisfactory 
to the trade, since not one of 
the many dealers, which the com- 
pany franchised in 17 states since 
last spring, has discontinued his 





franchise. 


300 DEALERS AND CLERKS ATTEND COLEMAN DEALERS SALES CONGRESS 


Three hundred dealers and 
clerks attended the second an- 
nual Coleman national dealer 
sales congress, held at the main 
factory of The Coleman Lamp 
and Stove Co., Wichita, Kan., 
May 22 to 27. The 1937 congress 
consisted of two sessions, each 
of three days’ duration, during 
which the dealers were shown 
the various processes used in the 
manufacture of Coleman _prod- 
ucts and methods of selling and 
servicing these products. 

The program consisted of 
speeches, demonstrations of the 
different products, sales presenta- 
tions, analysis of critical prob- 
lems confronting modern dealers 
in displaying, advertising, mer- 
chandising and servicing Cole- 
man products. Cooking classes 





and open forums were held for 
the mutual exchange of helpful 
ideas. W. C. Coleman, president, 
and Ralph Carney, field promo- 
tions sales manager of the com- 
pany, discussed the Coleman line 
and urged -dealers to take ad- 
vantage of Coleman departments 
and mass displays of Celeman 
products. 

At the conclusion of each ses- 
sion of the congress, each at- 
tending member was issued a 
membership certificate in the 
National Coleman Dealers’ Club. 
This certificate was also an 
award of merit and as evidence 
that the member has received a 
factory training course in the 
installation, operation and _ser- 
vicing of Coleman products. 

The school was conducted by 


Mr. Carney, assisted by Mr. 
Coleman; Chas. E. Parr, vice- 
president and general manager; 
R. R. Sterling, sales manager; A. 
W. Boyer, advertising manager; 
L. F. Rosenberger, assistant sales 
manager; H. W. Taft and W. 
D. Morse, of the bottled gas di- 
vision; A. D. Olds, designer; J. 
LE. Barnhill, service and repair 
department; G. M. Tilford, Chi- 
cago branch manager; H. M. 
Morton, display manager, and 
the following Colemen salesmen: 
Ralph Barnes, Harry Zimmer- 
man, Ernie Sell, A. O. Boyer, 
L. G. Ingram, H. H. Pike, R. A. 
Bullard, Pierce Hauser, E. E. 
Wegley, E. Holton, Don Parr, 
Mark McAfee, Roy McKay, and 
L. W. Miller. 





The annual sales congress held in the plant of The Coleman Lamp and Stove Co., Wichita, Kan. 
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TENN. WHOLESALE FIRM 
CHANGES NAME 


W. S. Anderson, vice-president 
of the Hasson - Anderson - Tro- 
baugh Co., wholesale hardware 
firm of Morristown, Tenn., has 
sold his interest in the firm and 
retired from the business. He 
had been associated with the 
company since 1923. With this 
change in the firm’s structure, 
the company name has been 
changed to Hasson-Bryan Hard- 
ware Co. and several changes 
made in its personnel. 

Murphy Bryan, who has been 
with the company since its es- 
tablishment, as a director and 
traveling salesman, has _ been 
elected vice-president. He was 
also with the old firm of Hasson- 
Holt & Nance. According to J. 
D. Hasson, president and one of 
the co-founders of the concern, 
Mr. Bryan will continue on the 
road for about a year, and then 
eventually take over the manage- 
ment of the business. 

Cleatus Kilday will take over 
Mr. Anderson’s duties as buyer 
and sales manager of the retail 
department. Delley Holt, a com- 
pany director, will be salesman 
and general counsellor. Clyde 
Trobaugh will continue in charge 
of the seed and agricultural lines. 
Boyd Sprinkle, will also continue 
as salesman in the general hard- 
ware department. The wholesale 
shipping department will be in 
charge of Leonard Bell, assisted 
by W. M. Free and Dave Keenon. 
The company has three represen- 
tatives covering Southwest Vin- 
ginia, North Carolina and East 
Tennessee. 

TAYLOR CHAIN OBSERVES 

64TH ANNIVERSARY 


In June, 1937, the S. G. Tay- 
lor Chain Co., Hammond, Ind., 
manufacturer of a complete line 
of iron and steel welded chain 
and also tire chains and acces- 
sories, will celebrate its 64th an- 
niversary of continuous opera- 
tion. Since 1873, when the com- 
pany was founded, three genera- 
tions of the Taylor family have 
been active in the management 
of the business. E. Winthrop 
Taylor is the present president. 
His father, S. G. Taylor, Jr., is 
chairman of the board. The first 
S. G. Taylor passed away many 
years ago. 
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Patman Law Violation Charge Cannot be Sustained in 
Oliver Bros. Case Says Felix H. Levy, Esq. 


Eminent Attorney Advises Client that in His Opinion 
Oliver Bros. Practices Do Not Constitute a Violation 
of the Brokerage Fee Clause in the Robinson-Pdatman 


Felix H. Levy, Esq., prominent 
New York Attorney, and a recog- 
nized authority on fair trade 
legislation and related legal pro- 
cedure has advised his client 
Oliver Bros. Inc., New York City, 
that in his opinion the charges 
of the Federal Trade Commis- 
sion against Oliver Bros. Inc., 
cannot be sustained. The Com- 
mission has cited this hardware 
firm for alleged violation of the 
brokerage fee clause in the Rob- 
inson-Patman Law, as reported 
in these news pages in our last 
issue (See H. A. April 8, 1937, 
p. 96). It is Mr. Levy’s conten- 
tion that Oliver Bros.’ practices 
in connection with its brokerage 
services do not constitute a vio- 
lation, as charged. His opinion 
is covered in a statement to the 
client which reads as follows: 

“T herewith comply with your 
request that I furnish to you my 
opinion with respect to the prob- 
able outcome of the proceeding 
instituted against you by the 
Federal Trade Commission for 
an alleged violation of the brok- 
erage section of the Robinson- 
Patman Act. 

“T take pleasure in advising 
you that in my opinion this pro- 
ceeding cannot be sustained. I 
base this opinion principally upon 
the fact that the brokerage sec- 
tion in question was expressly 
enacted by Congress for the pur- 
pose of dealing with an entirely 
different situation than that which 
exists in your case. 

“Throughout the debates in 
Congress, it was made indisput- 
ably clear that the object aimed 
at by this brokerage section was 
to put an end to a_ practice 
whereby a large buyer would re- 
ceive secret rebates or discrim- 
inations, by resorting to the de- 
vice or subterfuge of requiring 
its sellers to make all sales 
through a broker designated by 
such large buyer, and to pay 
brokerage commissions to such 
broker,—whereas_ such broker 
was in fact owned by such buyer 
and acted merely as a dummy 





for the sole purpose of enabling 
such buyer to receive for itself, 
such brokerage commissions. 

“In the report of the Senate Com- 
mittee on the Judiciary recom- 
mending the passage of this Act, i! 
was stated that this section is di- 
rected at ‘the practice of certain 
large buyers to demand the al- 
lowance of brokerage direct to 
them upon their purchases, or its 
payment to an employee, agent 
or corporate subsidiary whom 
they set up in the guise of a 
broker and through whom they 
demand that sales to them be 
made.’ 

“This practice was designated 
in these debates as constituting 
‘pseudo (that is, false) broker- 
age.’ 

“An entirely different situation 
exists in your operations. Not 


| only is there no basis whatever 


for any claim that your custom- 
ers have any financial interest in 
the way of stock ownership or 
otherwise, in your corporation, 
but the fact is directly to the 
contrary and, indeed, the Com- 
mission’s complaint contains not 
the slightest intimation to that 
effect. 1 

“Moreover, where such a 
dummy-brokerage situation 
ists, it is evident that no service 
is rendered by such dummy- 
broker to a_ seller which can 
properly entitle such broker to 
receive a commission from such 
seller.—whereas in your own pro- 
cedure, not only is the element 
of dummy-brokerage entirely ab- 
sent, but a distinct and positive 
service is rendered by you to the 
sellers with whom you place 
orders for your customers, with 
the result that the brokerage paid 
to you by such sellers is fully 
earned. 

“As the result of a careful 
study which I have made of your 
procedure, I find many other 
elements which show that your 
methods of business are of an 
entirely normal and proper na- 
ture, and constitute a marked 
difference from the dummy-brok- 


ex- 





which 
was 


situation against 


Act 


erage 
the Robinson-Patman 
directed. 

“Accordingly, I beg to advise 
you that in my opinion the Com- 
mission’s complaint against you 
cannot be sustained. 

“I think it proper to add that 
I see no reason why any of your 
customers or any of the selling 
organizations with whom you 
have been dealing, for your cus- 
tomers, should feel any uneasi- 
ness with respect to this proceed- 
ing. I say this because this 
proceeding is largely in the 
nature of a test case brought by 
the Commission to procure a 
proper interpretation of an en- 
tirely new law which has never 
before been adjudicated. It is 
my opinion that when this pro- 
ceeding is ended, even if it 
should not be wholly dismissed 
as I believe it will be, the worst 
that can happen, will be a dec- 
laration of certain elements in 
your procedure which may require 
some unimportant modification, 
but in such a manner as not to 
disturb the fundamental basis 
upon which you have been trans- 
acting your business for such a 
long period of time. 

“As you know, similar proceed- 
ings have been brought by the 
Commission against other organi- 
zations conducting business on 
somewhat similar lines as your 
own, and these other proceedings 
have not yet been completed. 
When they and the proceeding 
against your corporation are con- 
cluded, I am confident that a 
solution will be worked out either 
of full dismissal or of a whole- 
some clarification of this new 
law in such a manner as to cause 
no serious disturbance in the 
time-honored course of business 
pursued by you, which experi- 
ence has shown to be of sub- 
stantial benefit to a large number 
of concerns in this country.” 

Mr. Levy is known to readers 
of Harpware AcE for his able 
contributions on various legal 
and legislative developments af- 
fecting business, particularly dis- 
tribution of hardware and mill 
supply products. He is a former 
special assistant Attorney Gen- 
eral to the United States. 


49 





Te a a 








CHARLES T. WOODWARD PASSES; 
WAS PAST-PRESIDENT, N.B.H.A. 


The passing of Charles T. 
Woodward on March 16 brought 
to a close the career of one whose 
activities in behalf of the retail 
hardware trade throughout the 
United States will long be re- 
membered. Not only did he con- 
duct a retail store of his own, 
but he gave unstintingly of his 
energy to what was formerly 
known as the Winchester store 
plan; his state association and 
his national association. 





Cc. T. WOODWARD 


Mr. Woodward was 69 and his 
death directly attributed to a 
stroke of. apoplexy while attend- 
ing to the furnace in his home. 
Several years ago he had suffered 
a serious nervous ailment, which 
kept him from his duties for 
several months. But with grad- 
ual recovery, he returned to his 
business activities. 

He made his home in Carlin- 
ville, TIll., where he also con- 
ducted his retail business. It was 
formerly the partnership of 
Woodward and Walton, but in 
recent years he was sole pro- 
prietor. 

Mr. Woodward was always 
striving to increase the strength 
of the independent retail hard- 
ware dealer, and with that end 
in view, traveled extensively, at- 
tending the wholesalers’ and 
manufacturers’ conventions, state 
conventions, and United States 
Chamber of Commerce meetings. 
His almost unlimited capacity 
for executive service and respon- 
sibility manifested itself in the 
various offices he undertook. He 
played an active part in the de- 
velopment and operation of the 
Winchester store plan and at one 
time was National president of 
that group. He also served as 
president and for many years was 
on the board of subscribers at 
Hardware Underwriters, the IIli- 
nois insurance organization which 
was discontinued recently. 

In the Illinois Retail Hardware 





Association, Mr. Woodward 
served through the entire offices. 
His work with the National Re- 
tail Hardware association began 
in 1911, and in the following 
nine years he assumed the various 
association offices. In 1916 he 
was elected president and was on 
the advisory board until 1920. 

Recently Mrs. Woodward and 
he had been planning the cele- 
bration of their 50th wedding 
anniversary. His widow and a 
daughter survive. 





WALDEN URGES DEALERS 
TO ATTEND CREDIT MEET 


Referring to the coming con- 
vention of the 42nd annual Con- 
vention and Credit Congress of 
Industry, National Association of 
Credit Men, Stevens Hotel, Chi- 
cago, June 21 to 24, F. S. Wal- 
den, vice-president, Strevell-Pat- 
erson Hardware Co., Salt Lake 
City, Utah, said: “I have reason 
to feel that attendance will be 
unusually large and the meeting 
will bring out information no 
credit man in the wholesale hard- 
ware field should miss.” 





F. 8S. WALDEN 


Mr. Walden, who is also chair- 
man of the hardware group of the 
association, prepared the pro- 
gram which will include: credit 
department systems; necessary 
credit data in the acceptance of 
credit; opening credit accounts 
and fixing credit limits; modern 
collection methods; trade group 
activities; controlling terms of 
sales; agency service and inter- 
change; credit losses, compro- 
mise settlements and liquidation 
of insolvent debtors, and inter- 
est charges on past due accounts. 
These topics were determined by 
a survey conducted through the 
offices of the National Wholesale 
Hardware Association. 

Edward K. Gleason, Hibbard, 
Spencer, Bartlett & Co., Chicago, 
and Horace Coffin, Baker Hamil- 





ton & Pacific Co., San Francisco, 
Cal., are national vice-chairmen 
of the hardware wholesalers. 





GEORGIA RETAIL FIRM 
CELEBRATES 100TH YEAR 


The William Beach Hardware 
store, the oldest mercantile es- 
tablishment in Columbus, Ga., 
recently celebrated its one hun- 
dredth anniversary. Founded in 
1837 by the firm of Hall, Moses 
& Co., the business has been op- 
erated by various firms. In 1916 
the late James A. Lewis bought 
the business, which is now 
headed by his sons James#., Jr., 
and Bass H. Lewis. A new and 
attractive modern store front of 
black structural glass was re- 
cently installed and the interior 
has been rearranged to provide 
better service, and more attrac- 
tive displays. 

James A. Lewis, Jr., is presi- 
dent of the company and his 
brother Bass H. Lewis is vice- 
president, secretary and trea- 
surer. 


BROOKLYN ASSOCIATION 
DISCUSSES CHAINS 


At the April 8 meeting of the 
Brooklyn Hardware Association 
in the Johnston Bldg., Room 64, 
8-10 Nevins St., Brooklyn, N. Y., 
M. Zellow Hardware Co., Brook- 
lyn, N. Y., discussed the methods 
of chain store merchandising and 
the effect of chain store compe- 
tition. August Flamman, of 
Brennan, Flamman & Simpson, 
attorneys for the Brooklyn asso- 
ciation, discussed the Feld Bill. 

Plans for a membership drive 
were made and all hardware 
dealers in Brooklyn and Queens 
are invited to join the associa- 
tion. Ralph S. Allen, Diamond 
Expansion Bolt Co.,48 W. Broad- 
way, New York City, will be glad 
to visit any prospective member. 
Dealers are invited to attend the 
next meeting of the association, 
to be held Thursday evening, 
May 13, at 830 p.m., in the 
Joknston Bldg. 





TRUE TEMPER GARDEN 
WINDOW TRIM 


The American Fork & Hoe 
Co., 1623 Euclid Ave., Cleveland, 
Ohio, is offering to dealers at- 
tractive window display back- 
ground material to aid them in 
creating window displays of 
spring merchandise. The back- 
ground is made up of six colors. 
The main panel, four feet by 
three feet, shows an attractive 
garden scene, while the smaller 
side panels, two feet by one and 
a half feet, show some of the 
True Temper garden tools. The 
three pieces will be sent free 
on receipt of 25c. to cover the 
cost of mailing. 





DAMASCUS STEEL ELECTS 
NEW OFFICERS 


At the recent annual meeting 
of the Damascus Steel Products 
Corp., H. M. Hanson was elected 
president. Mr. Hanson is one of 
the founders of the company, and 
has been in the tool and cutlery 
business for the past 22 years, 
in manufacturing, shipping, of- 
fice, and sales capacities. For 
the past two years he has been 
calling on the wholesale trade 
throughout the United States. 

Other officers elected are: 
Vice-presidents: J. H. Flavell, 
treasurer of W. O. Barnes Co., 
Detroit, Mich., and Frank Fran- 
zen, president, Forgings & Stamp- 
ings, Inc., Rockford, Ill.; secre- 
tary, Morris Hinchcliff, Rockford 
attorney; and treasurer, A. T. 
Hayes, a founder of the company 
and who has been handling sales 
in Chicago and the surrounding 
territory. These all are directors 
along with H. W. Williams, 
Rockford insurance agent, and O. 
G. Nelson, Rockford industrial 
leader. 

The company is expanding its 
sales force to call upon whole- 
salers and retailers, and the fol- 
lowing representatives have been 
appointed: Samuel F. Parker, 
Northboro, Mass., to cover the 
New England States; E. W. Gay. 
Troy, N. Y., to cover New York 
State; Henry L. Neuroth, Long 
Island, N. Y., to cover the At- 
lantic seaboard, and Albert H. 
Dury, Cincinnati, Ohio, to cover 
Ohio and West Virginia. 





WAYNE PROMOTES 
B. A. BROMWELL 


Wayne Agricultural Works, 
Inc., manufacturers of Wayne 
fireplace furnishings have pro- 
moted Berton A. Bromwell to the 
assistant sales managership of 
the company in charge of the 
southern sales. Mr. Bromwell, 
who represented the company in 
the Washington, D. C., territory, 
will make his headquarters at 
the company’s plant in Golds- 
boro, N. C. 


EASY WASHING MACHINE 
ENLARGES ITS PLANT 


By the addition of a four-story 
building to the plant of the Easy 
Washing Machine Corp., Syra- 
cuse, N. Y., manufacturers of 
household washers and ironers 
the company is adding 37,000 
square feet of floor space. The 
new manufacturing arrangements 
are being made in Easy’s Plant 
No. 1. Repair parts and all 
facilities for service are being 
centralized in the newly added 
structure, which is within a few 
feet of the headquarters build- 
ings. 
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EASTERN HARDWARE GOIF ASSN. TO HOLD ITS 
THIRD ANNUAL TOURNEY. MAY 20-22 


The third annual spring golf 
party of the Eastern Hardware 
Golf Association will be held 
May 20 to 22 at the Buckwood 
Inn, Shawnee-on - Delaware, Pa. 
Accommodations are available at 
the Buckwood Inn for only 175 
members, and members and ap- 
plicants for membership are be- 
ing received daily. The secre- 
tary’s office reports that more 
than half of this number have 
already made their reservations, 
and all indications are for a full 
turnout. Many well-known mill 
supply distributors in the East 
have signified their intention to 
attend. 

While all reservations of those 
whose membership is accepted 
will be taken care of, it will be 
necessary in most cases to assign 
two members to each room. Con- 
sequently it will be of great as- 
sistance to the secretary, H. L. 
Gilliam, if those desiring to share 
a room with any particular 
member would communicate with 
him at his office, 50 Church St., 
New York City. 

The tournament will be con- 
ducted along the same lines that 
proved popular at the previous 





meetings. On Thursday, May 20, 
there will be a qualifying round 
of 18 holes, and members will be 
allowed to make up their own 
foursomes or will be assigned to 
foursomes by the tournament 
committee in charge of Brewster 
Jackson, Wickwire Brothers, Riv- 
erton, N. J. Assisting Mr. Jack- 
son will be A. P. Chase, Chase- 
Parker Co., Boston, Mass., and 
W. L. Browne, Cyclone Fence 
Co., Newark, N. J. 

Contestants will be allowed to 
qualify up until dark on Thurs- 
day, and flights of 16 will be 
drawn in order of the qualifying 
scores; the first sixteen to qual- 
ify for play in the Hardware Bowl. 
On Friday, May 21, three 9-hole 
match play rounds will be played 
with flights arranged in the main 
flight, between eights and con- 
solation rounds, so everyone will 
have a match up to the finish. 
Saturday morning will be the 
final match play rounds at 18 
holes. This will be followed by 
a dinner at which prizes will be 
distributed. Leo C. May, May 
Hardware Co., 1818 New York 
Ave., N. E., Washington, D. C., 
is in charge of the prize com- 
mittee. 





BERGER MFG. ACQUIRES 
NEW PLANT 
The Berger Mfg. Co., Canton, 
Ohio, a subsidiary of the Repub- 
lic Steel Corp., Cleveland, has 
acquired the plant in Canton of 
the H. H. Miller Industries Co. 
The new plant, which will be 
used for the Berger company’s 
Building Products Division, cov- 
ers 30 acres and has 170,000 
square feet of manufacturing 
floor space. The entire plant has 
been equipped with the latest 
sheet metal fabricating ma- 
chinery for the exclusive produc- 
tion of the new Berloy Blue 
Label line trademark of sheet 
metal building products. 





FIRE DESTROYS MURRAY 

AND LOW HARDWARE 

An incendiary fire swept 
through the Murray and Low 
Hardware Store, 721 J St., Sac- 
ramento, Cal., on March 31, 
causing damage estimated at 
$50,000. Gaining headway rap- 
idly in the basement, the fire 
broke through to the roof of the 
two-story building, ruining a 
$25,000 stock of merchandise. 
The blaze came a little more than 
a week after the company dis- 
charged a special watchman, who 
was hired to protect the building 
from the incendiary responsible 
for the most serious fires in the 
city’s history. 

G. H. Murray, owner of the 
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store, stated that his merchandise 
is fully covered by insurance. 
Only a few lawnmowers, various 
implements, tools and a speed- 
boat, displayed in the front of 
the store, were saved from the 
fire, but were damaged by smoke 
and water. 





REORGANIZE SALES ORGANIZATION OF 
AMERICAN STEEL & WIRE CO. 


H. M. Francis has been ap- 
pointed assistant general sales 
manager of sales and V. H. Farr, 
assistant general manager of 
sales for the Commercial Depart- 
ment of the American Steel & 
Wire Co., Chicago, in the re- 
organization of its general sales 
organization, that started with 
the recent appointment of John 
May as general manager of 
sales. 

P. T. Coons has been ap- 
pointed manager and R. L. 
Rhodes assistant manager of the 
electrical, wire rope, and con- 
struction material sales. J. W. 
Patterson has been made mana- 
ger and E. E. Louis assistant 
manager of merchant products 
sales and John Graham manager 
and R. F. Curtis assistant mana- 
ger of manufacturers’ products 
sales. These officers will be lo- 
cated in the Rockefeller Building 
in Cleveland, Ohio, to which the 


general sales office is being 
moved from Chicago. 

Mr. Francis has been manager 
of sales in Boston, Mass.; Mr. 
Farr has been assistant to Mr. 
C. F. Blackmer, president of the 
company, in Cleveland. Mr. 
Coons has been manager of the 
construction materials depart- 
ment in New York; Mr. Rhodes 
assistant manager of the electri- 
cal and wire rope department in 
New York. Messrs. Patterson 
and Louis have been assistants 
to the general manager of sales 
in Chicago. Mr. Graham has 
been manager in the cold rolled 
strip sales department in New 
York and Mr. Curtis assistant 
manager of sales in Philadel- 
phia. H. A. Squibbs, Fred Con- 
nell, and W. H. Jennings will 
continue as assistant general 
manager of sales, respectively, at 
Chicago, New York, and Balti- 


more. 





REPUBLIC STEEL OPENS 
NEW RECEPTION LOBBY 


An effective combination of 
modern decorative design with 
product displays is the recently 
completed reception lobby of the 
Republic Steel Corp., on the 14th 
floor of the Republic Bldg., 
Cleveland, Ohio, to serve the gen- 
eral offices of the corporation. 
Enduro Stainless Steel in display 
cases, elevator decoration, light- 
ing fixtures, wall panels and fur- 
niture trim is contrasted with 
deep brown in rugs and furni- 
ture upholstery. 

Covering one of the semi-cir- 





TOWNLEY METAL & HDW. ELECTS 1937 OFFICERS 


Officers and directors for 1937 
were elected at the recent annual 
stockholders’ meeting of the 
Townley Metal & Hardware Co., 
Kansas City, Mo., wholesale 
hardware distributors. FE. R. 
Morrison is chairman of the 
board and treasurer, and R. F. 
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RICHARD F. TOWNLEY 








JAMES P. TOWNLEY 


Townley is president. W. W. 
Townley is vice-president and C. 
H. Busby is vice-president apd 
general sales manager. James P. 
Townley, secretary, was reelected 
to that office and Edward T. 
Hubbell and William M. Fergu- 


son were reelected directors. The 





WEBSTER W. TOWNLEY 


cular walls in the rear of the 
lobby is a series of large photo- 
murals portraying the basic steps 
in the manufacture of steel. Be- 
neath these murals, in a wall 
case, are displayed specimen 
products of the various manu- 
facturing operations. Typical ap- 
plications of the products of 
Republic and its subsidiaries are 
shown in the other wall cases. 
Two island display cases contain 
special steel products of current 
interest. The lobby is air-condi- 
tioned throughout and the light- 
ing, for the most part, is indirect 
to provide the most effective light 
on the products displayed. 


only change in the board was the 
election of Mr. Busby as vice- 
president and director of the 
company. Mr. Busby was ap- 
pointed sales manager of the 
Townley company in March, 
1936. He first began to travel 
for the company in January, 
1920, covering the Hutchinson, 
Kan., territory. 





C. H. BUSBY 
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BUYERS WERE ACTIVE 
AT AMERICAN TOY FAIR 


With a registration of more 
than 2000 toy buyers the first 
week of the annual American 
Toy Fair, held in New York City 
from April 5 to 17, at the Hotel 
McAlpin and at 200 Fifth Ave. 
and other permanent toy show- 
rooms, there was an increase in 
orders placed during the fair, as 
compared with 1936, of from 15 
to 20 per cent. Held under the 
direction of the Toy Manufac- 
turers of the U.S.A., Inc., 200 
Fifth Ave., the fair attracted buy- 
ers from all over the United 
States and from many foreign 
nations. James L. Fri, managing 
director, Toy Manufacturers of 
the U.S.A., Inc., estimates that 
during the Toy Fair the largest 
volume of advance orders since 
1929 was placed as a_ hedge 
against rising cost of new ma- 
terials. 

New bicycles were exhibited 
by most of the American manu- 
facturers and there was a 20 
per cent increase in educational 
toys, games and books sponsored 
by cartoon characters and movie 
stars. Reflecting the predomi- 
nance of American peace interest, 
less than 1 per cent of the toys 
shown suggested the military 
playthings featured in Europe. 
Other playthings featured _ in- 
cluded items designed to teach 
youngsters up-to-the-minute de- 
velopments in building construc- 





tion, transportation, scientific ex- | 


periment, metal working, fashion 
and art. An increased number 
of housekeeping toys were among 
the hundreds of new play ma- 
terials exhibited. 





TYRRELL HDWE. DROPS 
RETAIL DIVISION 


The Tyrrell Hardware Co., 
Beaumont, Tex., is discontinuing 
its retail store and will operate 
only as a completely wholesale 
firm. W. B. Donnell, formerly 
manager of the retail store, is 
now associated with a Houston 
firm. The company has moved 
into a newly constructed build- 
ing. 

WESTINGHOUSE KITCHEN 

CLINIC IN OPERATION 


The formal opening of the 
Kitchen Clinic of the new West- 
inghouse Institute, Westinghouse 
Electric & Mfg. Co., East Pitts- 
burgh, Pa., was held recently 
with editors and kitchen plan- 
ning authorities in attendance. 
Approximately 5,500 square feet 
of floor space in the Institute has 
been turned over to home service, 
kitchen planning and _photo- 
graphic work. The Institute con- 
sists of six private offices, a 
large training school kitchen, a 





test kitchen, a laundry, a work 
kitchen, a kitchen display labora- 
tory, appliance kitchen plan- 
ning studios, storage space, pho- 


tographic studios and various 
dark rooms, printing and enlarg- 
ing rooms for the photographic 
work. 





MAYNARD IS VICE PRES. 
OF CHAMPION HARDWARE 


Ralph D. Maynard has been 
elected vice-president in charge 
of sales of the Champion Hard- 
ware Co., Geneva, Ohio, manu- 





RALPH D. MAYNARD 


facturers of builders hardware 
and specialties. His long ex- 
perience in the trade has 
equipped him well for the added 
responsibilities he is assuming. 


S. NORVELL ADDRESSES 

N. Y¥. HARDWARE GROUP 

About forty members and 
guests of the Hardware Trade 
Association met on Tuesday, 





April 13, 1937, to hear an ad- | 
dress by Saunders Norvell, con- | 


tributing editor, HARDWARE AGE. 
The meeting was held at the 
Railroad-Machinery Club, New 
York City, with president H. L. 
Gilliam, Wood Shovel & Tool 
Co., presiding as chairman. 

Mr. Norvell told of his own 
early experiences, first as a sales- 
man and later as an executive, 
offering basic pointers for young 
men to consider as a means of 
more efficient operations in their 
own jobs. He stressed good 
health, ability to remember, abil- 
ity to talk easily to customers 
and personal cleanliness as fun- 
damental needs for good salesmen 
and urges regular habits as lead- 
ing to orderly thinking and work- 
ing. 

TAXES AND CO-OPERATIVES 

DISCUSSED AT CHICAGO 


Two hundred members of The 
Chicago Retail Hardware Asso- 
ciation, meeting in the associa- 
tion’s headquarters in the Mer- 
chandise Mart, Chicago, Ill. 
heard Clifford V. Gregory, editor, 





The Prairie Farmer (Radio Sta- 
tion WLS) discuss Consumer 
Co-operatives. Mr. Gregory de- 
clared that the American mer- 
chant has nothing to fear from 
consumer co-operatives as long 
as he operates his store on a 
good competitive basis and the 
co-operatives are not government 
subsidized. 

Taxes and state legislation af- 
fecting retailers were discussed, 
Secretary J. C. Amis advising 
merchants present that under 
terms of the new Occupational 
Retailers’ Tax act it will be 
necessary for them to post in their 
stores signs indicating that a tax 
of three per cent has been added 
to the prices of merchandise 
sold. Recently proposed bills re- 
lating to hours of work were dis- 
cussed as well as bills that have 
been passed regulating employ- 
ment hours. A committee was 
appointed to work out a uniform 
store hour week. President R. 
H. Popken conducted the meet- 
ing. 

Among the guests were: M. W. 
Dallas, advertising manager, E. 
C. Atkins & Co., Indianapolis, 
Ind.; O. H. Huebner, district 
manager, E. C. Atkins Co.; Mr. 
Beecher, General Paint & Varnish 
Co.; R. R. Rehm, Rehm Hard- 
ware Co.; C. D. Gillam, Heller 
Bros. Co. and W. R. Hastings 
and Jerome Stulik, Aluminum 
Products Co. 


ANCO CORP. APPOINTS 
N. Y. REPRESENTATIVE 


Jack Snyder has been ap- 
pointed New York representative 
for the Anco Corp., distributors 
and direct manufacturers’ repre- 
sentatives of 7 Wood St., Pitts- 
burgh, Pa. The firm was for- 
merly known as Ansehl and Co. 
M. Weisenthal, vice-president, is 
now in personal charge of the 
New York office at 1150 Broad- 
way, New York City. 





DON FOSS VISITING 
CHINA BRISTLE MARKETS 


For the second time within the 
year Don Foss, general Manager, 
The Wooster Brush Co., Wooster, 
Ohio, is again in the bristle 
producing sections of China. Ac- 
companied by Lee Chun Chao, 
the Wooster company’s exclusive 
representative in China. Mr. 
Foss will spend three or four 
months in China. He will in- 
vestigate conditions particularly 
in respect to supplies of raw 
bristle at its original source. 





GRAY & DUDLEY CO. BUYS 
ANOTHER STOVE FOUNDRY 


Gray & Dudley Co., Nashville, 
Tenn., stove, range and furnace 
manufacturers, has purchased the 
stove foundry of the Volunteer 
Mfg. Co., Nashville, according to 
an announcement by Houston 
Dudley, president, Grey & Dudley 
Co. The Gray & Dudley com- 
pany will, in the future, manu- 
facture two distinct complete 
lines of stoves and ranges, the 
Washington line as heretofore 
and a line under the “Volco” 
trade-mark. Both lines will be 
sold to the hardware jobbers 
throughout the United States. 

The Volunteer stove foundry 
will be operated under the name, 
Volunteer Stove Works, and the 
new plant will be managed by 
Arthur C. Jones, who has been 
connected with the U. S. Stove 
Corp., S. Pittsburg, Tenn., for 
28 years, for the last several 
years as president and sales man- 
ager of that company. Opera- 
tions will be resumed shortly in 
the Volunteer plant. 





ARANY TO MANAGE N. Y. 
SALES OF GRE-SOLVENT 


The Utility Co. 636-642 W. 
44th St., New York City, manu- 
facturer of Gre-Solvent products, 
has been appointed metropolitan 
New York sales manager. Archie 
Tarr has also been appointed as 
advertising and publicity man- 
ager. The company is manufac- 
turing a new product, Powdered 
Gre-Solvent, as distinguished 
from the Gre-Solvent hand 
cleaner in the smooth paste form. 


CHARLES F. MOSER HEADS 
MAHONING VALLEY GROUP 


Donald Evans was succeeded 
as president of the Mahoning 
Valley Hardware Group of the 
Ohio Hardware Association at 
the March meeting of the or- 
ganization held at the Youngs- 
town, Ohio, Y.M.C.A. Other 
officers are: Julian Johnson, vice- 
president, Charles Dolvin, secre- 
tary and Sol. Boyech, treasurer. 
The meeting was given over to 
discussions of taxes and legisla- 
tions affecting business. 


FIRE DAMAGES STORE; 
CATALOGS ARE NEEDED 


The hardware store of Harry 
Mark, 76 Main St., Ansonia, 
Conn., was recently badly dam- 
aged by fire. All catalogs were 
destroyed in the fire and new 
catalogs and price lists on hard- 
ware and allied lines are de- 
sired. 
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‘ BRIEF ITEMS OF INTEREST TO THE HARDWARE TRADE 





ARIZONA 
Grover S. Neil is opening a 
new hardware store, known as 
Neil’s Prescott Hardware, at 
Prescott, Ariz. 


CALIFORNIA 


Barker & Brandt, Modesto. 
Cal., have opened their newly 
decorated store at 916 Eleventh 
St., that city. 





E. J. Campbell has purchased 
the interests of G. E. LaForge 
in the former Venice Boulevard 
Hardware, 10211 Venice Blvd., 
Culver City, Cal., and is operat- 
ing the firm as the Haskins & 
Campbell Hardware and Sup- 
plies. 





The El Cerrito Lumber Co., 
El Cerrito, Cal., has purchased 
the Bottiger Bldg., and moved it 
to the company’s property at 
1206 San Pablo Ave., where it 
will be used as a display room 
for hardware and model kitchen 
displays. 





Thor B. Thorsen has moved 
his store into a new and large 
location at 113-115 Lander Ave., 
Turlock, Cal., and has divided it 
into a hardware and housewares 
department and a sporting goods 
department. 


INDIANA 


Sidney B. Faxon has _pur- 
chased the Burnettsville Hard- 
ware Co., Burnettsville, Ind. 





Garrie Dillman has purchased 
the George W. Deer Hardware 
store at 127 N. Washington St., 
Crawfordsville, Ind. Robert Dill- 
man, his son, will operate the 
Waveland store as a_ separate 
unit, 

John Scamihorn is opening a 
hardware store in Lewis, Ind., 
in the building occupied by the 
Harbaugh Electric Shoe Shop. 





H. M. Osborn is opening a 
new hardware store at Mellott, 
Ind. 





John Molitor and his three 
brothers have purchased the 
Broadway Hardware Co., Fort 
Wayne, Ind., a branch of the 
Auburn Hardware Co.. Auburn, 
Ind. 


IOWA 


B. S. Baker has opened a 
hardware store in the 


Kelly 
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Bldg., opposite the Post Office, 
Grand River, Iowa. 





George Milledge of the Mill- 
edge Hardware, Red Oak, Iowa, 
has moved his business to a new 
location and taken his son in 
with him. The firm is now known 
as Milledge & Son. 


ILLINOIS 


Matt Tweedell has opened a 
hardware store in the Coffman 
Bldg., Augusta, Ill. 





Jesse Ports, Ports Hardware, 
East Mason St., Polo, IIl., has 
purchased his brother’s interest 
in the store and has become sole 
owner of the business. 


KANSAS 


James W. Naff and Emmet 
W. Bolze, of Girard, Kan., have 
purchased the Smith Hardware, 
at Chanute. that state. 


KENTUCKY 


W. S. Anderson, of Morris- 
town, Tenn., will open a hard- 
ware store in Middlesboro, Ky. 


MASSACHUSETTS 


Gustave J. Jobert and sons. 
Emile and Arthur Jobert, have 
opened a new hardware and 
paint store at 83 Commercial St., 
North Adams, Mass., to be 
known as the Commercial Hard- 
ware and Paint Co. 


MICHIGAN 


The Pearce Hardware & Fur- 
niture Co., Lake Linden, Mich., 
has purchased the Harrington 
Bldg., Houghton, Mich.. and is 
opening for business in the new- 
ly remodeled and _ redecorated 
quarters. The Houghton branch 
is the fourth and latest store to 
be added to the Pearce group, 
the others being at Calumet, 
Ironwood, and Lake Linden. 

L. C. Lubke and M. W. Gee 
have purchased the Puff Hard- 
ware Store at Fremont, Mich., 
the new firm being known as 
Gee & Lubke. 

William Hanover & Son, New 
Troy, Mich., is opening a new 
hardware store in the Penwell 


Bldg. 








Ed House, formerly of the 
Chesaning Hardware, Chesaning, 
Mich., has bought the E. G. 


Storey Hardware at 
Mich. 


Oakley, 





Williams Hardware & Imple- 
ment Co. has bought the hard- 
ware store of M. C. and C. E. 
Dickey at Vermontville, Mich. 





V. R. Kingsley is opening a 
new hardware store on Plymouth 
Road, Plymouth, Mich., under 
the management of Anson 
Hearn. 


NEW JERSEY 
Johnson Brothers, Broadway, 
Paterson, N. J., operated by Ed- 
ward B. Johnson and Arthur J. 
Murray, is discontinuing  busi- 
ness. 


OHIO 


Harry R. Johnson has _pur- 
chased the H. W. Roberts Hard- 
ware store at Baltimore, Ohio. 





H. M. Wells has sold the stock 
of his hardware store on East 
Main St., Caldwell, Ohio, to Ar- 
nold & Lorenz, who have moved 
it to their store in the Columbia 
Hotel building. 





Edward Schutz, Harry Cahill, 
and Clyde Suter have purchased 
the Pandora Hardware Store at 
Pandora. Ohio, from John 
Schneck and Abe Suter. Mill 
Cahill is the manager. 


The M. & M. Hardware Co., 
Steubenville, Ohio, has been 
moved to new quarters at. 53} 
Market St., that city. 


OREGON 
P. D. Hillis, formerly on the 
road for Baker, Hamilton & 


Pacific Co., has recently become 
a partner in Lester Ireland & 
Co.. Hillsboro, Ore. 


TEXAS 


Bert Dunn, an employee of 
the Grayson Hardware Co., 321 
W. Main St., Dennison, Tex., has 
purchased an interest in the firm 
to form a partnership with J. F. 
McGhee. 


TENNESSEE 


Fields, Inc., formerly known 
as the Army Supply Store, is 





opening a new hardware depart- 
ment at its store on Main St., 
at Fountain Square, Johnson 
City, Tenn. P. L. Fields is the 
manager. 


WASHINGTON 


Fred Densen, Davenport, has 
purchased the interest of the R. 
P. Cassels’ estate in the hard- 
ware firm of Densen & Cassels, 
operating stores in Davenport 
and Reardan, Wash. The firm 
name will be changed to the 
Densen Hardware Co. and Fred 
Densen will continue as man- 
ager of the Davenport store 
while Verne Densen will be 
manager of the Reardan store. 





Treat Hardware, Inc., succes- 
sor to the Treat Hardware Co., 
Yakima, Wash., was formed re- 
cently with three participants, 
G. E. Treat, F. S. Bayley, and 
F. B. Fite, Jr. 

Barney Seubert recently 
bought the interest of his broth- 
er-in-law and partner, Paul 
Schurman, in the Ellensburgh 
Hardware Co.,  Ellensburgh, 
Wash. 





C. C. Whitmore, Buckley. 
Wash., has taken over the inter- 
ests of W. F. Jones in the Jones- 
Whitmore, Inc., hardware store, 
and will operate the store unde: 
the name, Whitmore Hardware 


Co. 





Murley Hardware, Bremerton. 
Wash., has moved into a new 
building at 310 Callow Ave.. 
North. 


WISCONSIN 


Gerald Annear has opened a 
hardware store at Sparta, Wis. 

Clarence Cole, proprietor of 
the Cole Brothers Hardware 
store, Waterloo, Wis., is discon- 
tinuing his business. 

Walter B. Cornwall and _ his 
brother Wesley have bought the 
interest of Charles Spooner in 
the firm of Cornwall & Bunker 
at Turtle Lake, Wis. 





Fitzgerald’s Hardware store, 
South Milwaukee, Wis. has 
opened an appliance department 
in an adjacent store at 1019 
Milwaukee Ave. 





Lincoln Hardware Co., 1817 
State St., Racine, Wis., is open- 
ing a new branch at 3114 Wash- 
ington Ave. 
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FRANK J. FREY 


Frank J. Frey, chairman of the 
board of directors of Geuder, 
Paeschke & Frey Co., Milwaukee, 
Wis., manufacturers of sheet iron 
and enamel ware and member of 
a pioneer Wisconsin family, died 
April 4, after a brief illness. Mr. 





FRANK J. FREY 


Frey, who was 77 years of age, 
remained active in the business 
until a few days before his 
death. As a lad of 14 he be- 
came an apprentice in a ma- 
chine shop in his native city, 
Fond du Lac. Four years later 
he moved to Milwaukee where 
he was employed by several dif- 
ferent organizations. In 1882 he 


became associated with the | 


Geuder & Paeschke Mfg. Co. as 
a stockholder and had charge of 


its factory, which was then lo- | 


When the firm 
Milwaukee in 


cated in Chicago. 
was moved to 
1883 he became secretary and 
treasurer of the concern. The 
company name was changed to 
Geuder, Paeschke & Frey in 
1908. Mr. Frey was elected 
president of the company in 
1935. Last year he was elected 
chairman of the board of the 
company. 
Mr. Frey’s 


passing was a 


shock to his community and to | 
the industry in which he played 


so active a part for so 
years. 
he was a member and trustee of 
the Milwaukee Musical Society 
as well as other local organiza- 
Among his survivors are 
a son, Frank A. Frey, a daughter, 


many 


tions. 


one sister and five grandchildren. | 


BENJAMIN F. BAUER 


Benjamin F. Bauer, 72, presi- 


dent and general manager of 
The Salt Lake Hardware Co., 
wholesale hardware distributors 


died suddenly following an oper- 
ation. Starting his business 
career in Buffalo, N. Y., he later 
moved to Chicago. where he was 
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For more than 25 years | 





B. F. BAUER 


a salesman and in 1888 moved to 
Salt Lake City where he became 
a partner in a general hardware 
store which later became The 
Salt Lake City Hardware Co. 
Since 1898, when The Salt Lake 
City Hardware Co. was in- 
corporated, Mr. Bauer had been 
president and general manager. 
From 1922, when the company 
discontinued the retail depart- 
ments of its business, the organi- 
zation has been strictly a whole- 
sale house. 

Mr. Bauer had other business 
interests including mines and 
real estate and was active in the 
local chamber of commerce and 
other organizations. Mrs. Bauer, 
|a brother and three sisters are 
among his survivors. 





R. H. CHERRY 
R. H. Cherry, since 1930 man- 
ager of the wire rope sales di- 
vision of the Wickwire Spencer 
Steel Co., New York City, died 





R. H. CHERRY 


lat his home in Westfield, N. J., 
recently at the age of 44. He 
entered the steel industry in 
1909 with the American Steel & 
Wire Co., where he remained un- 

| til he enlisted for military ser- 


OBITUARY 








vice during the World War. Fol- 
lowing the war he returned to 
the American Steel & Wire Co., 
where he held various positions 
until he was placed in charge of 
wire rope sales in New York. 
He joined the Wickwire Spencer 
Steel Co. in 1930. 


JOHN B. COMSTOCK 


John Belden Comstock, 72, ad- 
vertising manager, P. & F. Cor- 
bin division of The American 
Hardware Corp., New Britain, 
Conn., died recently following an 
illness of three weeks. Starting 
his business career as a stenog- 
rapher, he later joined the 
Powell Tool Co., Cleveland, Ohio. 
Mr. Comstock went with the Cor- 





JOHN B. COMSTOCK 


| bin Cabinet Lock Co. in 1899, 


following his connection with the 
W. Bingham Co., Cleveland, 
Ohio, wholesale hardware dis- 
tributors, and was connected with 
the advertising department of the 
P. & F. Corbin plant. He left 
that organization in 1903 to be- 
come associated with the Westing- 
house Electric & Mfg. Co., but 
seven years later he rejoined the 
P. & F. Corbin staff to organize 
the advertising department of 
which he became manager. Dur- 
ing the World War he also 
served as office manager. He 
was active in city affairs and 
was former chairman of the city 
plan commission of New Britain. 

Mrs. Comstock, a son, Gregory 
J. Comstock, and two grandchil- 
dren survive. 


BEN T. PALMOUR. SR. 


Ben T. Palmour, Sr., 86, for- 
mer hardware’ merchant of 
Gainesville, Fla., and legislator, 
passed away recently at his home 
there. 


HENRY J. SHEA 
Henry J. Shea, 79, retired 
Maysville, Ky., hardware dealer, 

















passed away recently at his 
home in that city. Mr. Shea, to- 
gether with Frank McClanahan, 
founded the McClanahan and 
Shea hardware business and tin 
shop in 1883 at Maysville. 


FRANCIS F. PRENTISS 

Francis F. Prentiss, chairman 
of the board of directors of The 
Cleveland Twist Drill Co., Cleve- 
land, Ohio, passed away at his 
winter home in Pasadena, Calif. 
on April 1. He who was 78 years 
old, had been in poor health for 





FRANCIS F. PRENTISS 


several months prior to his pass- 
ing. Mr. Prentiss became asso- 
ciated with what is now The 
Cleveland Twist Drill Co. in the 
summer of 1880, the business 
having been founded in 1874, and 
it was not long before he became 
the company’s star salesman. He 
personally laid the foundation 
for the sale of his company’s 
products in Europe, South Amer- 
ica, Australia, Asia and other 
parts of the world. 

Several years prior to his 
death, Mr. Prentiss retired from 
active management of the com- 
pany, in order to give his en- 
tire time and attention to a wide 
range of civic affairs and philan- 
thropies in which both he and 
Mrs. Prentiss were keenly in- 
terested. He was a_ former 
president of the Cleveland Cham- 
ber of Commerce and president 
or director of several philan- 
thropic and educational institu- 
tions. no NB 


ROBERT J. McKAY 

Robert J. McKay, chairman of 
the board of directors of The Mc- 
Kay Co., McKay Bldg., Pitts- 
burgh, Pa., passed away on 
March 24 at the age of 74. Mr. 
McKay was the dean of the 
chain industry both in age and 
period of activity. 
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How About the Traveling 
Salesman ? 


S a result of my articles in 
AN tistomase Ace I receive 
interesting letters from 
manufacturers, retail dealers and 
recently a number from manufac- 
turers’ agents and traveling sales- 
men. Salesmen also drop into see 
me; some of them, old-timers, I’ve 
known for many years, others of 
the new generation. All of them 
have problems they like to talk 
over. 

In the five years of depression, 
fully understanding the situation, 
the traveling salesman very cheer- 
fully accepted his share of the re 
trenchments all down the line, 
that were made necessary in many 
cases by heavy losses taking the 
place of profits. Many concerns 
completely changed their methods 
of compensating salesmen. Some 
who formerly paid reasonable flat 
salaries, placed their salesmen on 
a straight commission basis. The 
majority, however, adopted the 
plan of a flat cash drawing ac- 
count, very much reduced, to- 
gether with a profit-sharing deal 
or a fixed commission on sales, the 
amount of salary and expenses 
paid during the year to be de- 
ducted in the annual settlement. 
In many cases the number of sales- 
men for a given concern were re- 
duced, the remaining salesmen 
taking over large territories, mak- 
ing it necessary for them to cover 
more ground, call on more cus- 
tomers and, in fact, work much 
harder to make a showing than 
they ever worked before. 

Naturally the salesmen who lost 
their positions became competitors 
for jobs of the salesmen who re- 
mained. These men out of jobs 
were not particular about the size 
of their salaries. What they wanted 
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By SAUNDERS NORVELL 


was work, and many of them ac- 
cepted salaries very much lower 
than they had received for many 
years. Of course this was the gen- 
eral rule. Officials in many cor- 
poration, sales managers, and in 
fact entire organizations accepted 
reductions. Labor paid on a time 
basis contributed their part by ac- 
cepting shorter hours, which 
amounted to the same thing as a 
reduction in pay. During the de- 
pression any man who held a job 
was thankful and if he could earn 
enough it was not necessary for 
him to dig into his accumulated 
surplus, he was doubly thankful. 


Profit Sharing 


In order to encourage the sales- 
men, profit sharing and commis- 
sion arrangements that were very 
liberal were made, if the salesmen 
could sell the goods. The shoe 
pinched by reason of the fact that 
in most cases salesmen were not 
able to keep up their volume. 
Therefore these liberal arrange- 
ments in the annual settlement did 
not count for very much. However, 
the salesmen, as I have stated 
above, accepted the situation as 
cheerfully and thankfully as pos- 
sible. 

Naturally under such circum- 
stances the salesman was met with 
the practical problem of reducing 
his standard of living. Some found 
it necessary to sell their homes. 
Others living in apartments 
changed from a high priced apart- 
ment to a low priced one in a 
poorer neighborhood. In cases 
where there was a maid in the fam- 
ily, she was dismissed and the 
salesman’s wife and daughters did 
the work. The wives, knowing 
conditions, also uncomplainingly 


accepted the common burden of 
bad times. One outstanding char- 
acteristic of the practical necessity 
for reducing expenses was the 
doubling up of families. This be- 
came very general and resulted in 
many vacancies in cities and 
towns. 

Now we have returning pros- 
perity. The families who doubled 
up have separated, probably in 
many cases with feelings of in- 
tense satisfaction. This has led to 
the re-renting of small houses and 
apartments, and small dwelling 
houses at moderate rentals have 
become very scarce. As a matter 
of fact, we are informed by re- 
liable sources that today there is 
a great shortage in the United 
States of these small, low priced, 
desirable houses. 

Along with returning prosperity 
have come not only increases in 
taxes, but advancing prices, first in 
raw materials and then in con- 
sumer goods. Practically every- 
thing has advanced—food, cloth- 
ing, rents, etc. In the majority of 
cases, however, these advances 
have been accepted cheerfully be- 
cause salesmen have been able to 
increase their sales, and because 
of these increases looked forward 
to more satisfactory settlements 
with their companies at the end 
of 1936. 

Now after inventory, when 
many salesmen were ready for 
their settlements, they were aston- 
ished to find that all sorts of 
things were charged against them 
by their employers. Evidently in 
the offices of many of these cor- 
porations shrewd accountants lost 
their beauty sleep figuring how 
they could chisel down the profits 
accruing to salesmen on their con- 
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tracts. The easiest way to do this 
of course was to set up expenses 
that were never talked of when the 
original contract was entered into. 
One salesman complained to me 
that to his surprise he was charged 
with a large percentage of the ad- 
vertising bill of his company in 
his territory. However, while this 
was Very irritating to the salesman 
after all the hard work he had 
done and the sacrifices he had 
made throughout the years of de- 
pression, such petty chiseling was 
not as bad as what followed. 

Salesmen were called home and 
informed that their previous ar- 
rangements were based on the de- 
pression. Their companies com- 
plained that they could not afford 
to pay the salesmen the large share 
of profits and large commissions 
they could earn in the present 
good times. The salesmen were 
also informed that the larger sales 
enjoyed last year were in no way 
due to their efforts. They could 
not claim they produced the good 
times. Therefore, as they could 
now sell more goods with less ef- 
fort than formerly, it was only 
logical that their profit-sharing ar- 
rangements be reduced according- 
ly. The salesmen in surprise stated 
that as they had accepted the re- 
duced incomes of hard times and 
had lived very economically 
throughout the entire period of the 
depression, now that good times 
were coming back they felt they 
should share in them. 


Shrewdness 


These shrewd accountants in 
their efforts to chisel the salesmen 
did not bring into the argument 
the fact that their companies the 
past year in many cases had done 
very well, not only enjoying a 
considerable increase in volume 
of business, but what is of more 
importance, having had a con- 
siderable increase in their average 
profits. 

The salesmen have also been 
confronted with another situation 
to their disadvantage. During the 


depressed times they were given 


much larger territories and had to 
work extra time to cover those ter- 
ritories and hold what business 
there was. Now the employers 
have cheerfully suggested to these 
salesmen that on account of better 


times they propose to put out more 
salesmen. Therefore it is necessary 
to cut down the other salesmen’s 
territories, thus of course reducing 
their earning possibilities. 

Probably the men selling on 
commission, who have suffered 
most by this kind of chiseling on 
the part of employers, are manu- 
facturers’ agents. One of these 
agents writes that for several 
years, with nothing for himself but 
a bare living, he has worked up 
trade for a certain manufacturer in 
a Midwestern territory. Notwith- 
standing the depression, by reason 
of his popularity and hard work 
over quite a large territory, he 
opened new accounts even in times 
of depression. When good times 
arrived, many of these accounts 
became quite worthwhile. 


Lost Territories 


Naturally this agent feels that 
he has a proprietory interest in 
these accounts. He works on a 
commission basis, drives his own 
automobile and therefore feels 
that he built up these accounts on 
his own time and at his own ex- 
pense. Now this manufacturer 
blandly informs him that his ter- 
ritory must be cut down. Many of 
the accounts he has secured are to 
be taken away from him, and to 
cap the climax, one day he found 
another agent traveling in part of 
his territory and taking orders 
from the very accounts he had 
opened. When he protested to his 
company, he was informed that 
now times were better, they had 
decided he could ‘not efficiently 
cover the entire territory that had 
been assigned to him. Therefore 
they reserved the right to make ar- 
rangements with other men for 
parts of his territory. 

It would seem in studying the 
situation, that the regular sales- 
men on regular salaries have, as a 
rule, fared better than the sales- 
men or manufacturers’ agents sell- 
ing on commission. The man draw- 
ing a straight salary from a con- 
cern feels that he is part of the 
organization, and also it seems that 
corporations feel more responsi- 
bility for the man on their regular 
payroll. In the case of a salesman 
traveling entirely on commission, 
or a manufacturers’ agent, there 
does not seem to‘he this close rela- 


tion. Many manufacturers do not 
feel any particular responsibility 
for looking after the interest of 
such manufacturers’ agents and 
commission men. 

Now I wish to call the attention 
of manufacturers and others em- 
ploying salesmen to the fact that 
it is a serious mistake at the first 
signs of returning prosperity to 
try to hold their selling force 
down to the very low basis of 
compensation it reached in the last 
few years. With the exception of 
unusual cases, it is my judgment 
that the average salesman, consid- 
ering the fact that he must sacri- 
fice the pleasure of home life, that 
he must be a man of more than 
average intelligence, that he must 
present an agreeable appearance 
and therefore wear good clothes, 
also that in many cases he must 
supply his own automobile and 
pay his own expenses, is upon the 
whole very much underpaid as 
compared with other workers in 
his class. 

Of course we all hear stories 
of this or that salesman or manu- 
facturers’ agent who earn large 
incomes. It is true some of these 
men, under unusual conditions, 
have been doing, and are doing, 
very well indeed. However, this 
favored class are the exception. 
This article is being written about 
the great mass of traveling sales- 
men who are daily and nightly 
selling goods in this country. | 
believe they are underpaid, and | 
also believe that when they read 
of some of the large salaries being 
paid to home executives, they 
keenly feel they are being dis- 
criminated against. This great 
army of traveling salesmen are 
not morons. They are intelligent. 
They must be intelligent to do the 
work they are doing. They are 
men who think, and in my judg- 
ment it is a serious mistake to 
have the great power that lies in 
the traveling salesmen of the coun- 
try in the hands of men who are 
dissatisfied with the deal they are 
getting. 

After all, it must be remem- 
bered that they are the responsible 
representatives of many large and 
powerful corporations. A great 
deal of the business of these cor- 
porations, and the good will, de- 

(Continued on page 60) 
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Now, and all 
through the sell- 
ing season, you 
can double your 
caster profits! 
ASK YOUR 
JOBBER. 


Free Goods in- 
cluded with 5-Star 
Deal. Quicker 
-ounter cash sales 
Faster turnover 
Larger net profit 


Only the FAULTLESS 5-STAR DEAL gives you all these advantages % 67% Profit if 
you Order Now *% Only Fast-Selling Items in this Assortment y% Individual Packages 
Increase Counter Sales % Complete Caster Stock in One Display Case 7” x 11” *% Free 
Package of Double Ball-Bearing Household Casters. 


$125 IN PRIZES FOR BEST FAULTLESS WINDOWS 


; Just order the 5-Star Deal, trim a window with 
Ist Prize — $75.00 display box and free signs, take a snapshot 
_ Prize — 25.00 and enter it in the Window Trim Contest be- 
ive Prizes of $5.00 each fore April 30, 1937. You may win a Cash Prize. 


SEE WHAT YOU GET FOR ONLY $6.80 


Deal includes 
No. 8458 Gen 
wine Fault 
less Double 
Ball Bearing 
Household 
Caster with 
Ruberex 
Wheel to sell 
for only 














WIRE US COLLECT 











No. Sets Style No. List Price Per Set Resale Value 
3 4733 $0.38 $1.14 
3 4735 42 1.26 
: e i? 3 TELEGRAM 
a 32 is 
| 8458 Free 1.20 

SMe A SHIP 5-STAR CASTER DEAL 

67% DEALER’S PROFIT..... $ 4.60 

AND WINDOW SIGNS. BILL 












Mail Window Contest Entries to THRU (NAME OF YOUR J OBBER) 


FAULTLESS CASTER CORPORATION (YOUR FIRM NAME) 
Dept. HA-4, Evansville, Indiana 


Branches in Principal Cities Canadian Factory: Stratford, Ontario 
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pend upon the friendship of their 
customers for their salesmen. How- 
ever, experience indicates the 
curious fact that many shrewd 
salesmen who are keen in bargain- 
ing for theiy corporations, when it 
comes to themselves are not keen 
at all. In other words, it is a 
common failing of salesmen to al- 
low their employers to put it over 
them. Let me illustrate this point 
by the experience of one salesman 
who recently called on me. He had 
evolved a really brilliant selling 
idea. Like all good ideas it was a 
simple one. When he told me of 
his plan I was surprised that it 
was not in general use. However, it 
was his plan and therefore I can- 
not tell the details of it here. He 
came to us asking that we write 
up his plan in proper form so it 
could be presented to the board of 
directors of his company in the 
most favorable way. We did this 
job for him. Then before the plan 
was presented I asked this young 
salesman what sort of a contract 
he had drawn up for himself. He 
seemed very much surprised. He 
remarked that he had never 
thought of that part of it at all. 
In other words, our young friend 
was so much interested in the big 
idea he had developed to help in- 
crease the sales of his company 
that he had entirely forgotten him- 
self. “But,” I said, “suppose your 
plan is a great success. As | 
understand it, you are now only 
offered a flat salary. Suppose after 
a year or two some son, nephew 
or cousin wants your job? What 
protection have you? Suppose you 
increase the profits of this cor- 
poration beyond their expecta- 
tions, which seem likely, how 
much will you share in_ these 
profits?” 

It is a fact that this young fel- 
low had not given these things a 
thought. I suggested that we also 
draw up for him a contract for 
himself and that this contract be 
presented with his selling plan. In 
order for the deal to go through 
both the selling plan and his con- 
tract would have to be accepted. 
When I had drawn up the contract 
and he had read it over carefully, 
he shook his head and said, “I 
don’t think the board of directors 
would give me a deal like that.” 
He was afraid they would turn 
down his great selling idea. 
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“Well” I said, “there is nothing 
like trying.” A short time after- 
wards he called and reported that 
the concern has accepted not only 
his new selling idea and had put 
him in charge of carrying it out, 
but that they had also signed on 
the dotted line a five-year contract 
giving him a fair flat salary and a 
share in the increased profits re- 
sulting from his idea. 

Here in New York I note that a 
leading salesmen’s club is having 
a meeting this week, and that the 
speaker on this occasion, and he 
happens to be the sales manager 
for a large hardware corporation, 
will talk on the point that New 
York salesmen are underpaid, that 
they are not being given a square 
deal by many houses, and that it is 
time for them in these days when 
everybody seems to be looking 
out for themselves, to see that their 
interests are protected. 

My conclusion, and this last 
idea is really the one that sug- 
gested this article, is that it is the 
poorest sales policy in the world 
for a concern just as soon as good 
times return, to start trimming up 
their salesmen. A salesman in the 
nature of the case must be a 
bright, cheerful, optimistic indi- 
vidual. I have often remarked that 
pessimists make good accountants, 
but only optimists make good 
salesmen. A salesman when he 
starts out must look forward to a 
lonesome job. He spends many 
lonesome hours. When he presents 
his goods he must expect opposi- 
tion. Selling is a constant battle. 
Such being the case, a salesman 
needs all the encduragement and 
cheerfulness that his house can 


Paul Criss, special re 


give him. A salesman who is well 
satisfied, who is proud of his 
house, will convey that satisfaction 
and that pride to every customer 
he meets. On the other hand, it is 
only natural when a salesman is 
disgrunted and feels he is getting 
a raw deal, for him to spread that 
poison all over his territory. If 
you don’t think so just sit in the 
smoking room of a Pullman car 
and listen to the salesmen talk. | 
have heard men everlastingly casti- 
gate and criticize their houses. 
These salesmen were sore through 
and through. They did not care 
who heard them, and did not hesi- 
tate to mention names not only of 
the companies they worked for but 
of the individual officials. 

On the other hand, I have heard 
salesmen who were just the re- 
verse. The other day an oldtime 
salesman, a man | have known for 
30 years, dropped in to see me. 
He has just been pensioned off by 
his house, but he still has a gen- 
eral roving commission. He will 
devote a certain part of his time 
visiting his old customers. He will 
call on them, not to sell goods, but 
just to chat with his old friends. 
This man was exceedingly en- 
thusiastic about the concern that 
he has represented for almost 50 
years. I did not know much about 
this company but after he talked 
about them not only collectively 
but individually, I certainly had a 
very high opinion of their organi- 
zation, their ethics and their hu- 
manness. I am sure if ever | 
should go into business and need 
goods in their line, I would send 
for one of their salesmen first 


Kelly Axe & Tool Division of the American 
‘ork & Hoe Co. shaves a man after chopping a log at a recent convention. 
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TO INCREASE YOUR SALES AND 
PROFITS STANDARDIZE UPON 


BUILDERS’ HARDWARE 


_— building rapidly increasing, you can logically ex- 
pect a corresponding increase in your sales of builders’ 
hardware. 

Because of the upward trend in incomes and a corresponding 
responsiveness to higher priced merchandise, you may also 
expect to increase your sales of finer quality builders’ 
hardware. 

The name YALE for nearly a hundred years has been a 
symbol of quality and dependability. Yale locks and hard- 
ware are distinguished everywhere for their security, service- 
ability, and long life. 

In the Yale line there are designs to conform to every archi- 
tectural style and to meet every individual building budget. 
Both in prestige and profits, it will pay you well to standardize 
on YALE. 


THE YALE & TOWNE MFG. COMPANY 
Stamford, Conn. uy. S.A. 
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Beginning a New Series on 
Profitable Builders Hardware 
by ADON H. BROWNELL 


EDITOR’S FOREWORD 
OMMENCING the series of 


articles “Taking the Mystery 

Out of Builders’ Hardware,” 
the author, Adon H. Brownell. 
points out that, in truth, there 
isn’t any mystery in it-—folks only 
think there is. Therein is the first 
encouragement for the young man 
with stick-to-it-iveness and intel- 
ligence. He can become a build- 
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ers’ hardware man and acquire 
knowledge that will set him above 
the average. because the others 
will continue to think of builders’ 
hardware as a mystery. 

Builders’ hardware. says Mr. 
Brownell, is the foundation of a 
good hardware business. A good 
builders’ hardware department 
will not only make a profit for it- 
self. but will tie up to the hard- 





ware store every new home owner 
as a permanent customer if you 
but serve him well. There is no 
potential permanent customer in 
any way comparable to the home 
owner. If the hardware dealer 
has supplied the builders’ hard- 
ware for the home, he will have 
first chance to sell the owner al- 
most every other hardware item he 
requires, whether it be paint, lawn 
mowers, grass seed, kitchen equip- 
ment or the thousand and one 
items the hardware store carries. 
As the series progresses, methods 
of following the homeowning cus- 
tomer will be discussed. 

If your past experience with 
builders’ hardware has been un- 
satisfactory, due to obsolete stocks, 
returned special goods, poor profit 
or complaints from the customer. 
your remedy lies in having a 
trained builders’ hardware man to 
turn losses into profits. 

If you believe builders’ hard- 
ware too intricate or expensive to 
maintain, you are asked to recall 
that a plan will be presented re- 
quiring the small dealer to stock 
only $500 worth of this merchan- 
dise. Most dealers have $300 
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worth now in stock, but it is not 


All that is re- 


departmentized. 
quired for this average small store 
is the stock, a simple display and 
some young chap, with the in- 


centive to sell goods and be com- 
pensated for his increase in sales. 
Nothing 
about that set-up. 

Your stock should turn four to 


intricate or expensive 


six times. Your margin of profit, 
if you figure the jobs yourself, 
should show at least 33 1/3 per 
cent on the selling price or 50 per 


cent on the cost. Considering the 
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other business builders’ hardware 
leads to, such profit is not hard to 
take. 

The time is right! Stock enough 
builders’ hardware to at least fur- 
nish one small residence complete- 
ly in finishes to match. Take the 
first step toward a_ profitable 
builders’ hardware business now. 
Begin this study today. 
spondence course teaches this busi- 


No corre: 


ness, no school or college includes 
The older 
hardware men learned it in the 
school of experience and hard 
knocks. Dealer, clerk, office boy 
or sweeper-upper—begin now. 
This course of study in builders’ 
hardware will be divided into 


it in its curriculum. 


three major divisions which we 
will call: The Elementary Divi- 
Intermediate Division 
and the Advanced Course. The 


sion, the 


first will deal with the very simple 
and understandable steps required 
to get started, but will assume very 
teaching the 
student how to furnish the hard- 
ware for a modest residence and 


interesting phases, 


to serve the architect and builder 
in an intelligent and satisfactory 
manner. 
higher studies the student will 
have gained knowledge that will 
enable him to master the more 
technical details, finally establish- 


As we progress to the 


ing him as a real builders’ hard- 
ware engineer. 


Turn this Page 
for the First 
Article of the Series 


ADON H. BROWNELL 
Author of the series of arti- 
cles “Taking the Mystery Out 
of Builders’ Hardware.” 











TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE 





CHAPTER ONE-—ELEMENTARY COURSE 


S we start the study of a stock 
of builder’s hardware 


amounting to not more 
than $500, a large part of which 
may already be in your store, it 
will be well to consider a stock of 
merchandise which we are going 
to distribute before we think in 
terms of selling it. As a merchant 
you want to know how much your 
investment will be, the approxi- 
mate amount of space, it will take, 
how to keep proper stock records, 
get turn-overs and make profits. 

The chart in this chapter out- 
lines a stock totaling $500. I 
know many things that could be 
useful have not been included but 
I have kept in mind the fact that 
at this stage in the study we are 
making a beginning. No rough or 
construction hardware has been 
included. Garage hardware, thumb 
latches and common hinges are 
not listed. Practically every hard- 
ware store has these items already 
in their stock. 

This chart has to do with finish 
hardware only. In it you will find 
practically everything that will be 
suggested in the following chap- 











SELL THE PROSPECT 
THIS IDEA— 


UALITY is the goal of build- 
ers’ hardware sales. The 
trained builders’ hardware man 
can do his best work with high 
grade goods—so begin now to 
educate your public to demand 
the best. These electros and 
three intermediate sizes are 
available for use on advertis- 
ing, stationery and all printed 
matter you send out. 


Address: 
Mr. P. F. King. Sales Manager, 
Hardware Division, 
Stanley Works, 
New Britain, Conn. 











ters that you have to sell including 
the build-up items. 

I realize that there are not 
enough quantities specified to last 
long if many jobs are secured. It 
means constant checking of stock, 
ordering and reordering but that 
means turn over and turn over 
means profit. 

Also I realize full boxes and 
cases have not been taken into con- 
sideration but any jobber or 
manufacturer who does not al- 
ready have a dealer in your local- 
ity will welcome this opportunity 
to enter your order for these items, 
though split. The order as a whole, 
the distribution of their product 
by such an assortment, will be 
most welcome to any one of them. 

The prices mentioned are fair 
allowances for each class of goods 
whether you buy them through the 
manufacturer, jobber or builders’ 
hardware distributor. Anyone of 
these can fit you out for this 
amount or less. 

Before ordering anything, sort 
out of your present stock such 
items as you already carry and 

(Continued on page 69) 
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ITEMS 


BUTTS AND HINGES 


Standard Butts 4x4... 
Standard Butts 34x34 
Standard Butts 3x3. 
Light Butts 2'4x2 
Surface Hinges 


FLOOR HINGES 


Standard 
Junior Checking 


RESIDENTIAL HANDLE SETS 


Colonial 
English. . 
Forged Iron 


BROAD BEVEL DESIGN 


Cylinder Front Door—Bronze 

Bit Key Front Door—Bronze 

Bit Key Front Door—Steel 

Inside Bit Key-—Bronze 

Inside Bit Key—Steel. 

Bathroom Bronze (all sets US14 inside) 
Bathroom Steel (all sets US14 inside). 
French Door—Bronze cauesues 
French Door—Steel 


o4 


—-MODEL STOCK 


US28xUS4 | US28xUSI1 US28xUSI4| US4 


pr. 


Www 


eee of 
se 83 80 
a 


w 
NRK QRKOAnNN- 


US5 | USII | USI4 | USI9 


Soe. | Boe. 


33“ oe 6 pr. 
s.° a 
=~ - a | es 
ae oad $73.00 
3 set 3 set 
1 set 16.00 
1 set 
, 33.00 
1 set 1 set 
1“ 
1“ 
ee 1 set 
30 “ 3 « 
1“ 
3 « 
1“ 
2° 
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ITEMS US28xUS4 | US28xUSI1 | US2xUSI4| US4 | USS | USII | usi4 | USI9 | 
COLONIAL DESIGN | | | 90.00 
Cylinder Fr. Dr.—Bronze (Metal Knobs). . | | a 
Inside Bit Key—Bronze (Metal Knobs)... | | | | P sees teases 
Inside Bit Key—Bronze (Glass Knobs).... [a a Jooseeee 
Inside Bit Key—Steel en Knobs)... .. | ih. Se | 
Inside Bit Key—Steel (Metal pasta). . ; 
Bath Room—Bronze (Metal Knobs). . (All US14 inside) i ae 
Bath Room—Bronze (Glass er. aS (All US14 inside) : ie 
Bath Room—Steel S ass Knobs)... . (All US14 inside) | 2 
Bath Room—Steel (Metal Knobs). . (All US14 inside) 1) Ae 
French Door—Bronze (Metal Knobs). } ; 2 
French Door—Steel (Metal Knobs). . i, 


MODERNISTIC DESIGN 101.00 
Cylinder Front Dr.—Bronze (Metal nove} : | 1 set 1 set | | geen 
Inside Set Bit Key—Bronze (Metal Knobs : | . 3 
Inside Set Bit Key—Steel (Metal Knobs). . ey = aw | 
Bath Room—Bronze (Metal Knobs)..... (All US14 inside) | | _ ew 1 
Bath Room—Steel (Metal Knobs)... . (All US14 inside) _ ies 2 


PUSH BUTTONS 
to match | 
Colonial Handle Set.. . | 1 only 1 only 
English Handle Set. . | bs 
Forged Iron Handle Set 


| 48.75 

| 

Broad Bevel Design. . | 1 only 1 only | 
“ 1 * 

| 

| 

| 


1 onl y 
Colonial Design 


Modernistic Design... . . . : 2 1 er 
10.00 





MORTISE BOLTS 
Round Type. ; Y% only | 4% only 
Cast Case Type.. ae | } t/t2* aa 


SURFACE BOLTS | 


3.50 


only 4 only 2 only 
“ 2 o 


ELBOW CATCHES 


Cast Iron.. ee ahaias akan eeees | ‘ 24 only 


CUPBOARD TURNS 


II So: 50.0 diayk:5 <i a Aceece.a on 2 doz. 1 doz. 1 
keer pate aan ; Bhs yy“ “4 
Er ree | %& 9 4 


DRAWER PULLS 

Cup Type—Steel. 
Bar Type—Cast Iron.......... | ; ee 
Bar Type—Cast Bronze......... = | ; is'és 
CHAIN DOOR FASTENERS 


Wrought Steel. pe Pacem me only 1 only 1 only 
EP Is bccccccccséiccias , | : > = > er 


CASEMENT FASTENERS 
Cast Iron—Plated....... ; ae ar 16 due. | i dee. 
Cast Bronze...... lu“ | Vj yu“ pea 


SASH FASTS 
Cast Iron 244” noes ‘ 4 doz. 2 doz. 1 doz. | % doz. 
Cast Bronze 2%" Ssh ; | | es : . > aala 


C& H HOOKS | | 
Ce ee | | 12 doz. 
Cast Iron. ats e | | 6 doz. | 6 doz. 3 doz. he 


LETTER BOX PLATES | 
Bronze Metal........ | 1 only 1 only ; 3.00 


SASH LIFTS 

Hook Type—Steel..... | 4 doz. | 2 
Bar Type—Cast Iron 4” | Ss = | 2 
Bar Type—Cast Bronze 4” = we | 4 
PUSH PLATES 

Glass 12x3 (no finish).... . 6 only | 


DOOR STOPS 
Base Type—Cast Iron.... 
Base Type—Cast Bronze 
Floor Type—Cast Bronze 
Floor Type—Cast Bronze... 
WINDOW BEAD SCREWS 
Wrought Steel—Plain type flat washer 6 doz. 
Bronze Cup—Steel Screws Cut Type | _ 
SHELF RESTS 
Wee GIN «no cic cccactase ‘ : 6 doz. 


TRANSOM HARDWARE | 


Catches—Cast Iron. , } 1 doz. | 
Chains—12” Steel. | | 
Chains—12" Steel with snap—no ‘finish— Galv. 4 “ 


DOOR KNOCKERS 
ee ee 1 only eae 1 only Sees ca oad 
Forged Iron ree are Kee ‘ vee J ROT sctce 





19.25 





8.75 


18.00 


doz. 1 doz. 











doz. | 2 doz. 1 doz. | 








E0F\ Ww 





| Total ($500.00 








APRIL 22, 1937 65 

















66 





WHY DOES HE LOOK AHEAD? 





(Sh-h! His eye is on future profits) 


Not in years has the hardware business 
faced the opportunity it faces today. In 
1937 and the years that lie just ahead, 
builders’ hardware will again be one of the 
most profitable lines your store can carry. 
Is it in your mind to seize the opportunity 


now open? 


Your community needs a man who knows 
builders’ hardware. YOU can be that man. 
And you can direct the profits to yourself. 
For architects, contractors, builders and 
owners need competent advice and help. 


The opportunity is rich for the man who can 
do more than just fill orders back of a 
counter. 

Two things are necessary: First, an expert 
knowledge of all the many builders’ hard- 
ware items, and of their correct application. 


cfince 1839 


eo ae 


We congratulate HARDWARE AGE for 
the constructive text book series starting in 
this issue—and urge ambitious, young hard- 
ware men to master each article in turn. 


Second essential for success is quality hard- 
ware—quality design, quality material, qual- 
ity workmanship. Such hardware will back 
you up and support you with year by year 
satisfaction. ““Russwin” you know well. It 
tells of a proud tradition in the making of 
fine hardware—the most economical kind 
for satisfaction to users, a safe kind on 
which to build your reputation. You can be 
as proud to sell it as we are to put our name 


on it. 


Let Russwin team with you in looking ahead. 
Write for help our representative will be 
glad to render. 


RUSSWIN 


DISTINCTIVE 
HARDWARE 


RUSSELL & ERWIN MANUFACTURING CO. 


The American Hardware Corporation, Successor 
New Britain, Connecticut 
New York Chicago London 
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Selling “Builders’ Hardware” is one of the important activities 
of the successful hardware store. To accomplish it in a thoroughly 
satisfactory manner, satisfactory to the customer, satisfactory to 
the dealer, and satisfactory from a profit making standpoint, this 
activity must be placed in the hands of a competent person, one 
who is interested in it. Many a store has not emerged from the 
late depression with a man properly equipped to give this service. 
This fact is generally recognized and efforts are being made to 


render the dealers the planned assistance they require. 


In a spirit of helpfulness the Hardware Age has planned a series 
of articles on this subject. These will appear in every issue of 


Hardware Age. 


We heartily urge all who are interested in this branch of the 
hardware trade to read. and reread, and study this series of 
articles. They will contain many helpful suggestions acquired 
from the author’s many years of close intimacy to the “Builders 


Hardware’. 


The dealer who chooses the 


“SARGENT LINE OF QUALITY LOCKS AND HARDWARE” 
has laid a solid foundation on which to build his suecess in 


“Selling Builders’ Hardware”. 


SARGENT & COMPANY 


NEW HAVEN, CONN., U. S. A. 
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Young Men... an 
Men with Young Ideas 


—the Hardware Business needs you 





i an old saying that opportunity knocks, but can you hear it? 
Listen to the rapping of the hammers and the humming of the 
saws as the two-by-fours go up. This is the knock of opportunity for 
young men and men with young ideas in the hardware business today. 
Homes are being built— homes that need good hardware. Sales are to be 


made, sales that mean increased income to men who know hardware. 


Do you know hardware—where and what its applications are in the 
modern home, how to tell the good from the mediocre, how to help the 
home owner and contractor buy both economically and wisely? When 


you do know, opportunity knocks—is is knocking at your door today. 


P. & F. Corbin, long an exponent of the opportunity for progressive, 
alert men in the hardware business, welcomes the news that Hardware 
Age will bring the fundamentals of building hardware to such men in 
the hardware business today. 

P.& F. CORBIN SS Ginnrchay 


The American Hardware Corporation, Successor 
New York Chicago 


GOOD BUILDINGS DESERVE GOOD HARDWARE 
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BUILDERS HARDWARE 


(Continued from page 65) 


segregate them for your Builders’ 
Hardware Department. C.ance |! 
those items off the list you have 
to buy. 

The finishes specified are United 
States Standard finishes. Decide 
what make you are going to carry. 
Get your source of supply to send 
a salesman in to give you the cor- 
rect numbers for the goods and 
finishes in place of the general de- 
scription I have had to give you. 
If your particular territory de- 
mands other finishes than those 
listed, the salesman can advise you 
and other finishes can be substi- 
tuted. 

In describing the designs it has 
been necessary to be quite general. 
Certain patterns or designs please 
you more than others. Guided by 
the salesman selling you the stock 
order I recommend your buying 
the design you prefer. You can 
always do a better selling job on 
designs you yourself are sold on. 

Your judgment and the sales- 
man’s together with that of the 
owner of the business may war- 
rant your increasing the order in 
quantities, designs or other items 
you wish to add or deduct. 


The Chart As a Guide 


The chart is merely intended as 
a guide. The pricing readily lends 
itself to allowing you to increase 
er decrease the order in these pro- 
portions and know about how 
much more or less you will spend. 


The chart suggests only one _ | 


glass knob design. Use your own 
judgment on this. Glass knob sets 
have been in the past very popular 
but it was greatly over done and 
the tendency has been to return to 
metal. 

Glass Knobs in kitchens, baths 
and bedrooms are, however, still 
very practical and in excellent 
taste. Don’t overlook them in your 
stock. 

Some folks save a few cents by 
buying split sets for exterior doors. 
that is having one side in bronze 
and the other side in steel but | 
have not considered this in the 

(Continued on page 70) 
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THIS IS THE 


Free 


DISPLAY AND THE 


Matched 
CABINET 
HARDWARE 


that you've been hearing about ! 


And it’s only ONE of THREE “deals” ready to make real profits 
for you! Alert dealers throughout the nation have applauded the 
wide variety of smart, new, modern “matched” hardware ensembles 
(formerly sold only to cabinet manufacturers)—the new feature of 
individually packing each item—the small investment necessary for 
a COMPLETE cabinet hardware department — and the way the 
building and remodeling public has responded with orders. 


Ask your jobber about the 
DeLuxe Assortment No. 30 
@ “MATCHED” MODERN DESIGNS (above). All-Brass, with 


The widest variety on the market today. Ex- : 
clusive ‘sling,  Kaobs. Pulls, Catches, and ‘molded bases and contrast 


Hinges “match” perfectly for harmonious P : : 
ensembles. Each assortment offers wide range ing Embossed lines in Red 


edema: and Ebony Black. It’s a 
@ EXCLUSIVE CONSTRUCTION FEATURES t 
beauty! 


Five-Knuckle Hinges (either semi-concealed or 
visible) throughout entire line for long life, 
smooth operation. Concealed Type Catches op- 
erate on same pri ciple as high grade door 
locks. Pulls an an an designed for comfort- 
able grips—long, hard usage. 

EACH ITEM 


@ HEAVY CHROMIUM-PLATING INDIVIDUALLY PACKED 


Each item is made of selected steel or brass, eS 
then heavily Chromium- plated and carefully . complete 
d for uty and resistance to with screws 
rust and tarnish. American Cabinet products and simplified 
will retain their original luster for years. instructions 





New—conven! 


@FREE METAL DISPLAYS ent — saving of 


time, temper, 
A strikingly beautiful, mo modera | metal display is coogi 
furnish eal”—to act as 





your “Counter idoament Compacy colorful, 
complete with operating mod 
prospects, s s sales. 


it attracts 


Rockford Gi Illinois 





American Cabinet Hardware Corp. 
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ALWAYS ON THE TRAC K 


ALLIT 





gv SH-OVE 


Garage 
Door Sets 
that 


SELL 
FAST 


Puts dependable “over-head” 
door hardware in the low price 
class . . . sweeps away all com- 
petition. ALLITH quality in 
every detail, too . . . smooth 
acting, rugged, nothing to get 
out of order. For old doors and 
new. WRITE .. . we'll show 
you why the “50-50” gets the 


business. 











—OVERHEAD 
—ROUND-THE- 





ALL TYPES of Door Hardware 
—FOLDING-SLIDING 


—WATERSHED 
CORNER 


A COMPLETE LINE 








Are You Ke eping 
Step with Demand 


ALLITH-PROUTY. INC. 
Danville Illinois 


»oTERDAY 
it was the 
protruding, 
unsightly 
door butt 
hinge 


TODAY 


dalcMmetelanlelale 
is formodern 
compact, 
super-safe 
Tele) - proof, 


durable — 


They cover a wider field with 
less stock —are you prepared 
to supply the demand? 

Write for Catalog 


MANUFACTURING COMPANY 
Roselle, New Jersey 





/ 
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HE MYSTERY OUT OF — 
BUILDERS HARDWARE 


(Continued from page 69) 


chart. Personally, I never con- 
sidered it worth while. 

In the case of doors having 
glass knobs one side of the door 
and metal on the other side, learn 
how to split these sets yourself 
from your stock. It will be cheap- 
er and quicker than ordering the 
sets special from the factory or 
jobber. 

When you study the chart in 
this issue of HARDWARE AGE mas- 


ter it thoroughly as it is the 
basis of a good builders’ hardware 


stock. Your stock in trade. Know 
your stock, examine each item. Do 
not be afraid to ask questions. The 
salesman who sells you your stock 
can be of tremendous help in your 
education as your order is placed 
and merchandise is received. 

Following is an outline of the 
$500 stock order. The finishes 
noted are U. S. Standard and gen- 
erally described as follows: 

U. S. 4—Dull Brass. 

U. S. 5—Dull Brass oxidized 
and relieved. 

U. S. 11—Dull Bronze oxidized 
and relieved. 

U. S. 14—Polished Nickel. 

U. S. 19—Imitation Barff. 


Copyright 1937 by Hardware Age 


They Sell 8 Carloads 
of Appliances 
(Continued from page 35) 


There are always several lines 
of gas ranges on display at all 
times, two of the lines being 
handled exclusively, in that dis- 
trict, by Palace Hardware. Of the 
fifteen or more models usually dis- 
played in the appliance showroom 
at least two are always connected 
for a demonstration of their work- 
ing qualities. The company car- 
ries stoves and ranges having a 
price range of from $35 to $225, 
enabling it to offer models to suit 
all tastes and come within the pur- 
chasing means of a wide group of 
salary and wage earners. Most 
sales are in the higher brackets. 
Customers are allowed from 12 to 











We treated 


ike 
Cape Cod, our novel version of the 
Colonial latch, is easy-operating and 


equally distinctive on both sides of 
the door. 


The same features have also guided 
Lockwood policy—to render smooth, 
prompt service and to offer a distinc- 
tive line of builders’ hardware—to re- 
tain the confidence of our old friends 
and to develop new ones—to improve 
our standard products and to devise 
profitable innovations—to study mod- 
ern architectural preferences in hard- 
ware and translate them into quick- 
selling products. 


We appreciate your con- 
tinuing good will and a 


hope to serve you fur- 
ther with finer Builders’ wy 


Hardware. 


Lockwood 
Hardware Mfé. Co. 
Fitchburg, Mass. 
Division of 
INDEPENDENT LOCK CO. 
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18 menths to complete payments 
on thé units they purchase. 

Ranges and stoves are attractive- 
ly grouped along one wall of the 
mezzanine floor, linoleum floor co- 
vering and good lighting adding 
to the effectiveness of the display. 
Cooking utensils, in a variety of 
finishes and prices are grouped on 
some of the stoves, suggesting ad- 
ditional sales. As a final means 
of making extra sales on small 
items there are tables at the top of 
the staircase on which are dis- 
played hand gas lighters for non- 
automatic ranges and special flue 
attachments. A complete single 
line of electric ironers is also sold 
in the department. 

Palace Hardware Co. installs 
all major appliances it sells and 
services them, a member of the 
store’s staff handling that end of 
the business. Care is taken to 
promptly send the service man to 
the home of an appliance owner 
who is not entirely satisfied with 
the operation of a unit bought at 
the store. Customers visiting the 
store will sometimes remark that 
a neighbor, who bought an appli- 
ance from the store, is having dif- 
ficulty with the equipment, at 
which time the service man is 
promptly sent to the customer’s 
home. ' 

In the colder months the store 
displays fireplace fixtures, in 
wrought iron, black iron and brass 
as well as all types of fire screens, 
near the appliances. Gas heaters, 
in a variety of models are also dis- 
played on the mezzanine floor, sev- 
eral units being connected and in 
operation. 

Mr. Foster is assisted by a wom- 
an and a man so that customers 
who have personal preferences as 
to being shown appliances by a 
man or a woman may have their 
wishes gratified. 





Kitchenware Catalog 


No. 37x, covering the Dward Katz- 
inger Co. lines of tinware, Ovenex, 
roaster, drip pans, and specialties; the 
A. & J. Kitchen Tools line of Ajax 
strainer, kitchen tools, egg beaters, steel 
fishing rods and reels, and chrome bath 
fixtures, and the Geneva Forge Cutlery 
lines of paring, vegetable, butcher and 
slicing knives in stainless and crucible 
steel. Catalog is illustrated and de- 
scriptions give complete specifications. 
Edward Katzinger Co., 1949 N. Cicero 
Ave., Chicago. 
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MADE BY CORBIN 


PADLOCKS 
CABINET LOCKS 
TRUNK & SUITCASE LOCKS 
MISCELLANEOUS HARDWARE 
HOUSE & APARTMENT LETTER BOXES 
KEYS & KEY BLANKS 
POST OFFICE EQUIPMENT 













FIRST . . . In Quality 
FIRST . . . In Styling 
FIRST ...I/n Value 


Here's a presentation that really 
suggests the outstanding quality 


of the product. A smart means 





for increasing dollar volume. 





NO SEAMS 
NO RIVETS 
MADE FROM 
A SOLID BAR 
OF BRONZE 


The Guardsman is a 
top-flight Corbin-Preci- 
sion pin tumbler mech- 
anism with hardened steel 
shackle—Beautiful two-tone fin- 
ish— Brightly polished and 
buffed sides and satin panels — 
individually wrapped in cello- 
phane with two nickel-silver keys. 
Six padlocks in each attractive 


display merchandiser. 


Order from your jobber — or direct from 


vewvork CORBIN CABINET LOCK CO. consi tock co 


CHICAGO THE AMERICAN HARDWARE CORP., Successor 


NEW BRITAIN 





OF CANADA, LTO 


BELLEVILLE, ONT. 
CONNECTICUT 





FOR RETAIL 
HARDWARE STORES 





watt net 


New and Improved Merchandise—Dis play Helps—Sales Literature— 
Window Trims New Packages— Neu: Colors —Catalogs 

















ishes available. The above bars can also 
be furnished in bronze or chromium. 
Peerless Bronze & Aluminum Co., 533 


Invisible Hinge 





Maker states with this hinge, a single 
door or folding partitions can be opened 
and closed as though working on ball 
bearings, with no sagging, nor any vis- 
ible hinge or piece of metal. Since no 
part of hinge is exposed when door is 
closed, it cannot be tampered with. 
Hinges come in all sizes for doors on 
furniture up to the heaviest of interior 
doors and multi-colored doors such as 
folding partitions. Hinge is easily in- 
stalled. Soss Mfg. Co., Roselle, N. J. 





Push Bars 





Made of modern wrought aluminum. 


Standard length, 38 in. overall. Stand- 
ard finish—bright polish. Special fin- 
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Rivard St., Detroit, Mich. 


Moto-Tool 





For use in shop, home, laboratory, 
school and by the professional man. 
Does drilling, polishing, marking, 
sharpening, grinding, and _ routing. 
Weighs 6 ounces operates on any 110 
volt current. Has black, polished Bake- 
lite housing, shockproof; large oil-less, 
self-aligning bearings mounted in felt 
oil retainers; hardened shaft with hard- 
ened ball-thrust point; built-in perma- 
nent off and on type switch. Fan in 
motor provides cooling system. Retail 
price, $9.85 complete with Universal 
Chuck, one % collet and one wheel 
point, for all-around use only. Dremel 
Mfg. Co., Racine, Wis. 





““No-Rubbing” Cream Polish 


This O-Cedar Polish, the maker 
states has only to be applied and 
wiped dry to provide a beautiful, satin- 
like lustre. May be used on all furni- 
ture and woodwork, and all painted, 
varnished, enameled, and lacquered 
finishes. Comes in 25c. trial size and 
75e. economy size. Being offered in 








combination deal with original O- 
Cedar polish. Six 4-oz. bottles, retail 
price, 25c. and 12 consumer samples of 
the “No Rubbing” Cream Polish are 
included free with the purchase of an 
assortment of the original O-Cedar 
polish. Deal nets margin of $5.90 on 
stock investment of $7.60. O-Cedar 
Corp., 4501 Southwestern Ave., Chicago. 


Champion Steel Traps 











Available in long spring or under 
spring patterns. Maker states they have 
scientifically tempered springs and em- 
body solid and durable constructiou 
throughout. Jump pattern is made with 
curve on end of spring to provide “slip- 
less” grip for trappers’ fingers, when 
setting. This new “Champion” line is 
being introduced at lower prices by 
Chas. D. Briddell, Inc., Crisfield, Md. 
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Myers Sump Pump 


Pump is vertical centrifugal type with 
-open impeller; bronze case and im- 
peller; brass column, and stainless steel 








shaft to resist corrosion. Will remove 
water down to one half inch deep. Ver- 
tical discharge, eliminates a pipe fitting; 
reduces friction. Tapped for standard 
linch pipe. Motor is %4 hp. heavy duty 
continuous service, induction type, 110 
volt, 60 cycle, 1750 r.p.m. Has auto- 
matic control switch with over-load 
protective device. Float is of brass with 
flat ends, heavily soldered seams. Has 
adjustable stops. The F. E. Myers & 
Bro. Co., Ashland, Ohio. 


Ingersoll Weather-larm 


Tells time; is an alarm; indicates 
temperature, and foretells the weather. 
Available in three finishes—lustre green, 


Pe Aaa 


ee 
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ivory, and black. Suggested retail sell- 
ing price, $2.95. The Ingersoll-Water- 
bury Co., 30 Irving Place, New York 
City. 


Thorite Mallets 


Made of Thorite, a new composition, 
which the manufacturer states is of 


rugged strength and not affected by 
age, grease, or oils. Head size is 2 by 


74 


3%% in. for models W12, W18, W24, 
and W32. Weight each without handle, 
12 oz., 18 oz., 24 oz., and 32 oz., re- 
spectively. The Forsberg Mfg. Co., 
Bridgeport, Conn. 


A Leak-Proof Covering 


The Kor-Lok principle makes it pos- 
sible to fasten corrugated sheets with- 
out punching nail holes. Sides of sheets 





are crimped to allow a clip to nest over 
the side of the bottom sheet and be 
nailed to the wood deck, holding the 
sheet firmly in position. Roofing nails 
are driven into the clip and not into 
the sheet. The Kor-Lok joint is also 
designed to restrict capillary attraction. 
Open seam D is elevated above the 
water line. Therefore the amount of 
water having access to the seam D is 
limited to that which drains off the top 
of the lock joint, going toward the 
valley to the left. What little water 
may get into the lock joint must work 
its way, by capillary attraction, to the 
right through the small channel be- 
tween two concentrically curved sur- 
faces, always in close contact. When 
water reaches the internal gutter A, 
it drains rapidly to the lower end of 
the sheet where it spills out into an 
intermediate valley of the next sheet. 
There is no build-up of water in the 
joint from sheet to sheet. Not enough 
water can get through seam D to flood 
gutter A, but if that could happen, the 
water is forced through another narrow 
channel by capillary attraction, this 
time to the left, where it would en- 
counter the sescond internal gutter B. 
This would have to be filled with water 
before a single drop could start to the 
right again. Ordinary sheets may be 
converted into Kor-Lok by a special 
roofing machine and at a small cost. 
The Kor-Lok Co., Union Trust Bldg., 


Cleveland. 


Sewall Paint Catalog 

Illustrates and describes the Sewall 
lines of paints, varnishes, stains, en- 
amels, lacquers, and other paint prod- 
ucts. Also includes lines of dry colors, 
brushes, painters’ sundries, window 
glass, and etc., for which the company 
is a wholesaler. Rear pages present 
window and other display material 
available. Sewall Paint & Varnish Co., 
1009 W. Eighth St., Kansas City, Mo. 


Heating Bulletin 


GED-650—entitled, “Electrical Heat- 
ing Units and Devices.” It lists numer- 
ous small heating units of all kinds 
for a variety of tasks. General Electric 
Co., Schenectady, N. Y. 


Fishing Kit 
This waterproof fishing kit accom- 


modates either the $44 Evinrude Scout 
or the $34.50 Elto Pal motor, either of 





which drives an average fishing boat up 
to 5% miles an hour. Included with 
the kit is a one-gallon, easy-pouring 
tight-sealing fishing can, one gallon 
being sufficient to run the motors for a 
whole day’s boating. Cover of the kit 
has space for three full size casting 
rods. In the kit, a tube of grease, 3 


_ reels, and a tackle box up to 17 inches 


long, may be carried, leaving plenty of 
space for other duffel. Entire weight of 
the loaded kit will seldom exceed 30 
Ibs. Retail price of kit, including fuel 
can but not including tackle box is 
$12.50. Price of tackle box is $3.50. 
A more attractive tackle box may be 
obtained for $7.50. Outboard Motors 
Corp., Milwaukee, Wis. 


Mowerake 


This device, attached to a lawn 
mower, will, the maker states, lift crab- 
grasses and weeds so that the entire 





lawn can be trimmed evenly. It will 
also effectively protect blades from 
sticks and stones. Mowerakes come in 
two sizes, are of all steel construction 
and can easily be installed on practic- 
ally any mower. Eclipse Machine Co., 
Elmira, N. Y. 


Builders Hardware Catalog 


Illustrates and describes modern 
wrought push and pull bars, single and 
in sets, pulls, push and pull plates, 
kick plates, screen and door guards, 
extruded threshholds, and letter box 
plates. The push and pull bars shown 
in the catalog are applicable to all 
store fronts, public buildings, and other 
types of buildings. They can also be 
made to special order. Peerless Bronze 
& Aluminum Co., 533 Rivard St., De- 
troit, Mich. 
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To secure the 
Best Results— 


Sell 


MINNESOTA BRANDS of SANDPAPER and EMERY CLOTH 


Minn. Mining & Mfe. Co. 








SINCE 1828 


B-A Brand Flint Paper 9’x11” 
STAR Brand Flint Paper 834"x101,” 
B-A Emery Cloth 9’x11’ 





SINCE 1906 


Three-M'Brand Flint Paper 9’x11” 
IMPERIAL Brand Flint Paper 834"x101,." 
CRYSTAL BAY Emery Cloth 9’x11’ 











SINCE 1907 


PIONEER Brand Flint Paper 834"x101,’ 
WAUSAU Emery Cloth 9’x11” 











and SANDY SMOOTH 


HOUSEHOLD SANDPAPER PACKAGES 


APRIL 22, 1937 













> 


@s.ac. 


These “‘Quality Brands”’ are made to cut faster and wear longer. 
Their extreme flexibility permits easier handling and smoother 
sanding of flat or curved surfaces. 

This kind of performance will satisfy your customers, produce 
repeat sales and help establish your business as a reliable source 
of supply for other quality merchandise. 

And remember—the Three-M Free Selling Aid Service, which 
includes imprinted circulars and window and counter display 
material, is yours for the asking. Send for this material now. 


Made by 


MINNESOTA MINING & MFG. COMPANY 
SAINT PAUL MINNESOTA 






Baeder Adamson Co. Wausau Abrasives Co. 
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Yale Mortise Locks 


Models 170 and 175—tubular types. 
Have pin-tumbler mechanism and 
“mushroom driver,” which is said to 





make them virtually pick-proof. Key 
changes are practically unlimited. Easy 
installation with ordinary tools to doors 
from 15/16 in. to 2% in. thick. Both 
models can be master-keyed and are 
said to be entirely weather-proof. Bolts 
and turn plates are of polished brass; 
cases cadmium plated and lacquered. 
Template packed with each lock. No. 
170, a deadlock retails for $3.00; No. 
175, a deadlatch, locking automatically 


Shooting Movies 


Modeled after an automatic, this gun 
is fitted with a lens at the end of the 
barrel and shoots pictures instead of 
bullets. Pulling the trigger lights a 
bulb operated by two tiny flashlight 
cells in the butt, and causes an arm to 
engage in a hole of the 16 mm film 
mounted in the barrel housing. This 
action moves the film to proper position 
and projects the image from the gun. 
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when door is closed, retails at $3.30. 
The Yale & Towne Mfg. Co., Stam- 


ford, Conn. 


Shake-Away Dust Mop 


Has built-in shaking device which en- 
ables one to hold mop while shaking 
it over an outspread newspaper, gar- 





bage can, large paper bag, etc. Shak- 
ing device is easy to operate and noise- 
less. Mop heads are removable and 
replaceable. Made in four models to 
retail from $1.25 to $2.25. Shake-Away 
Ufg. Corp. 79 Bridge St., Brooklyn, 
M.. 3. 





There are 28 such images on each film 
and each pull on the trigger projects a 
new image. Gun will operate on any 
light surface in a dark place. This item 
offers a replacement business on bat- 
teries and bulbs, and on new films on 
various subjects which are issued each 
month by the maker to sell for 10c. 
Stephens Products Co., 141 Broadway, 
New York. 


All-Wood Folding Rocker 


No. 50-—made of hardwood. Seat is 
16 in. from floor, 18 in. wide and 15 in. 
deep. Back is 22 in. above seat and 





chair is 22 in. wide over-all. Chairs 
are varnished (natural finish) or lac- 
quered in red, green, blue, orange, or 


SN 


black on special order. Packed six to 
a bundle; weight approximately 180 
Ibs. to the dozen. Tucker Duck & Rub- 
ber Co.. Fort Smith, Ark. 





1937 Frigidaire 


Interior may be adjusted to give nine 
different space and storage combina- 
tions. Has new and efficient instant 








cube release, which eliminates neces- 
sity for holding ice trays under water 
faucet and losing some of the ice con- 
tent in meltage. Instrument type food 
safety indicator is on the door. New 
Frigidaire is of welded-steel construc- 
tion; all-white porcelain finish; with 
flat, usable top. Frigidaire Division, 
General Motors Sales Corp., Dayton, 
Ohio. 
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Competitive in price... years 
ahead in beauty... styled to 
capture and hold consumer 
preference. A ‘‘must’’ for 
every dealer stock. 

















There’s a big demand coming for canning and 

















preserving utensils. Your customers will need 
BIG capacity utensils then and if you have the 





popular. sizes your sales are bound to go up. 


16 quart 
Preserving Kettle 
made of 20 gauge 

pure sheet aluminum 


$12.60 per doz. net The two utensils shown here are favorites and at 
these special prices they'll be fast movers. Like 
all Buckeye utensils, these are made so.well we 
guarantee them against defects in material and 
workmanship. These attractive, sturdy Buckeye 
utensils are built to give years and years of 


service. 


Send your order now at these special prices. 


Shipment will be made in July. 








The Buckeye Aluminum Co. 


20 quart 
‘nade of 20 cause | WOOSTER, O. 
pure sheet aluminum 
witheus tosert, 91.98 net “Good Aluminum Utensils Since 1895” 
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COL. W. L. KIGER, man- 
ager and partner in the Wil- 
liamson Hardware Co., Bluff- 
ton, Ind., has been in the re- 
tail hardware business since 
1884, and is enjoying good 
health and leading an active 
life at the age of 75. In 1884 
he entered the hardware busi- 
ness as a partner in the firm 
of Beck & Kiger, Williams- 
burg, Iowa. Since 1886 he has 
been a resident of Bluffton and 
a hardwareman in that com- 
munity, working for ten years 
for Williamson Bros., after 
which he became a partner in 
the Williamson Hardware Co., 
organized Jan. 1, 1896. At the time of the Spanish- 
American War he was absent from the store for about a 
year, serving as Lieutenant-Colonel of the 160th Volunteer 
Infantry. His active army service was interrupted for 
seven weeks when he contracted typhoid fever while in 
Chickamauga Park with his regiment. With the exception 
of his absence during the war he has never been away 
from the store for more than a week at a time. Col. Kiger 
does not take vacations from his work. In his forty-nine 
years with the Williamson store he has had charge of the 
office work and bill payments. With pride he tells us that 
the firm has in all those years always been in a position 
to discount its bills. For thirty years he was a member 





COL. W. L. KIGER 
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of the board of directors of the Union Savings & Trust 
Co., Bluffton, and since 1908 he has been a member of the 
Library Board of the Bluffton Public Library, serving as 
president of the board since 1911. 


WILLIS F. HOBBS, 
founder and president of The 
Bridgeport Hardware ‘Mfg. 
Corp., Bridgeport, Conn., has 
been a hardwareman since 
1880 and at the age of 83 
continues to actively direct the 
affairs of the company he 
founded. From 1880 to 1895 
he was affliated with the 
Wilmot & Hobbs Mfg. Co., 
Bridgeport, Conn., serving suc- 
cessively as bookkeeper, sales- 
man, purchasing agent, factory 
manager and treasurer. When 
The Bridgeport Hardware 
Mfg. Corp. was founded by 
Mr. Hobbs in 1895 he became 
president of the company and 
has continued in that capacity ever since. His chief outdoor 
hobby has been horseback riding, while his favorite indoor 
diversion is playing pool and billiards. He has been a 
member, director and officer of numerous business men’s 
organizations. One of the founders and successively trea- 
surer and president of the Bridgeport Manufacturers’ 
Association, he has also served as chairman of the special 
advisory committee of that group. He has been a director 
or trustee of the First National Bank & Trust Co. of 
Bridgeport, Bridgeport People’s Savings Bank and of the 
Chamber of Commerce of Connecticut. Active in civic 
affairs, he has served as a member of the executive com- 
mittee of the Committee of 100 on Municipal Affairs 
of Bridgeport; as a member of the Committee on 
Grade Crossings, N. Y., N. H. & H. Railroad, and on the 
Bridgeport Board of Apportionment and Taxation. Mr. 
Hobbs is a member of the National Association of Manu- 
facturers, Manufacturers’ Association of Connecticut, 
Bridgeport Board of Trade, and of the American Arbitra- 
tion Association. He has been a vice president and 
director of the Bridgeport Chamber of Commerce. When 
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Bridgeport celebrated its Centennial Year Mr. Hobbs re- 
ceived a medal at the Recognition meeting for his service 
to the community and to industry. 


EDGAR E. SMITH, an 
inside salesman for Decatur & 
Hopkins Co., Boston, Mass., 
wholesale hardware | distribu- 
tors, started his hardware ca- 
reer in 1881] as a salesman for 
B. Callender & Co., Boston, 
hardware store, one of the pre- 
decessors of the Decatur & 
Hopkins organization. Mr. 
Smith covered Boston and its 
suburbs, using a horse and 
buggy for transportation in his 
early days as a salesman. Later 
he covered the territory be- 
tween Boston and Portland, 
Me., and Boston and N. Adams, 
Mass., which area he travelled 
until 1930, when he became an 
inside salesman. For many years he has been an active 
member of the Brighton Congregational Church, Brighton, 
Mass., having served the congregation as a deacon for six 
years. He is also a member of Bethesda Lodge, F. & A. M., 
and of the Brighton Men’s Club. Mr. Smith celebrated 
his 74th birthday on March 15. His three chief hobbies 


are hardware, traveling and farming. 





EDGAR E. SMITH 


ROBERT LEE WYLLY, 
Georgia representative for Hib- 
bard, Spencer, Bartlett & Co., 
Chicago, IIl., wholesale hard- 
ware distributors, has been a 
hardwareman for fifty-two 
years, with the exception of 
the months he served in thie 
United States Army during the 
Spanish-American and World 
Wars. His hardware career be- 
gan in June, 1884, when at 
the age of 16 he entered the 
employ of the former firm of 
Lovell & Larrimore, Savannah, 
Ga., remaining with that com- 
pany until 1889. For thirty 
years he represented J. D. 
Weed & Co., Savannah, a com- 
pany which is no longer in business, after which he served 
the former Albany Hardware & Mill Supply Co., Albany. 
Ga., for five years. He represented Beck & Gregg 
Hardware Co., Atlanta, Ga., from 1923 to 1925, and then 
became a representative of Supplee-Biddle Hardware Co., 
Philadelphia, Pa., remaining with that organization until 
1933, when he became affiliated with Hibbard, Spencer, 
Bartlett & Co., covering Georgia, Florida and part of 
South Carolina. His hobby is selling hardware and he has 
long been active in church, fraternal and military veterans’ 
organizations as well as travelers’ associations. Now a 
lieutenant-colonel in the Infantry Reserve Corps, United 
States Army, he is a former colonel of infantry of the 
National Guard of Georgia and during the World War 
was an infantry captain. He is a past commander of the 
local camp of the United Sons of Confederate Veterans and 
of a local American Legion Post. He is a thirty-second 
degree Mason, a Shriner and a past grand commander of 
the Knights Templar of Georgia, an Elk and a member of 
both the Knights of Pythias and the Odd Fellows. Much of 
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his leisure time has been devoted to church work, Mr. 
Wylly being an elder of the Presbyterian Church and 
superintendent of his church’s Sunday School. He is a 
past state president of the Georgia Division, Travelers 
Protective Association of America, and a past national vice 
president of the organization as well as a past officer of 
the United Commercial Travelers Association. “I recall 
most vividly the ‘horse and buggy era’ with all of the hard- 
ships in traveling,” says Mr. Wylly. “Those were days 
which tried the soul and physical endurance of the travel- 
ing salesman.” 


FRANK B. CONNELLY, 
president of the F. B. Con- 
nelly Co., wholesale distribu- 
tors of electric refrigerators, 
radios, washing machines. 
stoves of all kinds, etc., has 
been affiliated with the hard- 
ware and allied industries 
since 1882. In addition, he is 
president of the Connelly Ac- 
ceptance Co., Seattle, Wash.. 
a financing subsidiary, and of 
ihe Connelly Machinery Co. 
of Billings, Mont. F. B. Con- 
nelly Co. operates houses in 
Seattle and Spokane, Wash., 
and Portland, Ore., and does 
business in five northwestern 
states. His first hardware affiliation was with Wells & 
Nellegar Co., Chicago, with which firm he remained from 
1882 to 1885. Since 1885 he has been active in business 
in Billings, being with Babcock & Miles from 1885 to 
1894 and with A. L. Babcock Hardware Co. from 1894 to 
1904. From 1904 to 1907, he operated as a manufac- 
turers’ agent handling wagons and implements. The 
F. B. Connelly Co. was founded in 1907 for the purpose 
of distributing contractors’ equipment for the construc- 
tion of railroads, irrigation ditches and highways, con- 
tinuing as a manufacturers’ agent for wagons and 
implements until 1921, when the Connelly Machinery. Co. 
was organized to handle the contractors’ equipment and 
implement lines, the F. B. Connelly Co. going into the 
automobile distribution field until 1927. When the F. B. 
Connelly Co. discontinued the distribution of automobiles 
it went into the distribution of electrical appliances, 
refrigerators, radios and stoves of all kinds which it 
continues to handle at Seattle, Spokane and Portland 
territories only. The Connelly Machinery Co., Billings, 
Mont., operates in Montana and Wyoming, with a branch 
at Great Falls, Mont., handling tractors, implements and 
road equipment. In 1904, Mr. Connelly was cashier of 
the Yellowstone National Bank and has been a director 
of that institution’s successors for many years. He has 
held several elective offices, having been a councilman 
and a member of both houses of the Montana Legisla- 
ture. Civic or Commercial Club work has long been his 
hobby. He is one of the principal organizers of the Bill- 
ings Commercial Club, which is a local chamber of com- 
merce, being the first president and president for three 
years thereafter, purchasing the present club building at 
a cost of $150,000. Mr. Connelly has since served two 
different terms as president. He resigned from the Com- 
mercial Club to be one of the chief organizers of Mon- 
tanans, Inc., a State Chamber of Commerce, of which he 
was president for five years. In February, 1936, he re- 
signed from the presidency of the Montanans, Inc., 
although he continues as a member of the board of 
directors. 
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NICHOLSON FILES 


RON 


Meeting the File User 


On His Own Home Ground 


Nicholson File Company advertising 
goes all the way to meet your prospective 
customer — the file user — meets him in 
his own home in his favorite magazine. 

And when this prospect comes into 
your store you can easily make him a cus- 
tomer by carrying the shapes and sizes of 
Nicholson Files he needs. 

Nicholson Files are winning thousands 
of new friends and customers for hard- 
ware retailers all over the country. Put our 
advertising and our files to work making 
sales for you. 

Your wholesaler can supply you. 
Nicholson File Company, Providence, 


R. 1, U.S.A, 
A FILE FOR EVERY PURPOSE 


SA. 


A PRODUCT OF THE WORLD’S LARGEST FILE MANUFACTURER 





Streamlining the 
Store 


(Continued from page 33) 


our salespeople can devote their 
entire time to selling. We don’t 
want them to be second-floor or 
basement retrievers. 

Twenty open island display 
units encourage customers to look 
about. Each display is cleanly 
kept and filled with goods at all 
times. It is surprising to see the 
number of items a person will 
discover he needs when they are 
properly displayed. No island 
display, however, is permitted to 
block the store’s 40-foot frontage. 
This permits wide easy access to 
the store and allows a consider- 
able number of people to shop 
without crowding. 

Display units for the small 
items have the new adjustable 
compartment devices, which per- 
mit changing compartment sizes 
to suit the particular item. 

Our window flooring was pur- 
posely kept low. No backing of 
any kind is used so that nearby 
displays, which are built up high, 
appear to be part of the window 
trim. Individualized window dis- 
plays are the rule. Only one 
item or a group of items is given 
a distinct display at a time. 

At night, the windows are 
brightly illuminated by a flood 
light, which is kept on until 11 
p- m. The light also floods the 
entire store and has proved an 
excellent advertising medium. 

Some hardware dealers may 
wonder at the thought of a real 
hardware store, handling flowers. 
Here in Southern California where 
every garden is riotous with flow- 
ers the year ‘round, we found 
a ready sale for decorative ar- 
tificial flowers. They are closely 
allied with the gift department— 
another hardware store innova- 
tion. The flowers brighten up the 
store and women buy them freely. 
Since they are excellent profit 
producers, why shouldn’t we carry 
them? 

With the same idea, we have 
created our Gadget Shop. In our 
old store, as in many other hard- 
ware stores, gadgets were merely 
displayed for what they were. But 
acting on the suggestion of a 
salesman, we dramatized our gad- 
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gets and sales increased tre- 
mendously. 

A few displays of carpet sweep- 
ers, right up at the front door, 
caused sweeper sales to shoot up 
so that we point with pride to 
our records. 

More plated silverware was 
sold this last Christmas than ever 
before because we had this mer- 
chandise out where people could 
see it. This is noteworthy since 
no special promotional work had 
been done on silver, while the 
local jewelry stores stressed it 
heavy with special emphasis on 
credit or deferred payments. 

A large gas heater business, 
and also increasing sales in re- 
frigerators and gas ranges, is 
traceable to prominent displays. 
Our lamp department has in- 
creased 50 per cent by giving at- 
tention to the best methods of 
demonstrating them. 

We have not neglected our 
heavier hardware items. To the 
left of a stairway, in the rear of 
the store, is a fine steel goods 
section, while to the right is the 
most compact part of the entire 
store arrangement. Here are nu- 
merous small bins, small bins for 
each item stocked in this depart- 
ment. All are concentrated in a 
10-foot square space. Cap screws, 
machine screws, toggle bolts, 
bright and brass wire goods, and 
the like, are all in their proper 
places. Behind this is the stock 
room. Two nearby warehouses 
are used for surplus stock. 

Only standard makes of goods 
are carried throughout the store, 
a fact which is soon impressed 
upon the trade. Nothing builds 
customer confidence quicker and 
surer than for them to discover 
this. 


Porcelain Enamel 


A brochure on selling points of por- 
celain enamel for household appliances 
has been issued. It contains many pre- 
advertisements that will be used in re- 
tail trade papers throughout the year 
in addition to a number of selling 
points on specific porcelain enameled 
products. Copies of this booklet will 
be distributed to appliance dealers, 
hardware stores, department stores, and 
other retail outlets. Quantities will be 
made available to manufacturers at 
actual production cost, for distribution 
to their sales organizations. Porcelain 
Enamel Institute, 612 N. Michigan Ave., 
Chicago. 
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BLACK DIAMOND FI 


Pa” 


They could buy 
BLACK DIAMOND FILES Blindfolde 


The thousands of file buyers whose first 
choice is the Black Diamond Brand never 
have to shop for quality. 

They know from experience that the 
quality of each Black Diamond File repre- 
sents the quality of every dozen. 

Ability to turn in a uniform performance 
is one of the outstanding features and sales 
advantages of Black Diamond Files. 

This uniformity makes and holds friends 
for hardware retailers who sell the Black 
Diamond Brand. 

Your wholesaler can supply you. 
Nicholson File Company, Providence, 
R.1., U.S.A. 


SINCE 1863 THE STANDARD OF QUALITY 
> 


J 


A PRODUCT OF THE WORLD'S LARGEST FILE MANUFACTURER 
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An inexpensive model that has large mirror, 
one-piece chromium frame, adjustable 
shelves, razor blade drop, ‘tooth brush 
holder. One of the many 
tive, original Miami designs. 





SELL 


BATHROOM CABINETS that 
meet the demands of today 


With home modernization and 
new building on the up-swing, the 
demand for bathroom cabinets is 
constantly increasing. MIAMI 
Cabinets, Mirrors and Accessories 
enable you to meet this demand 

. with profit to yourself and ut- 
most satisfaction to your custom- 
ers. Wide selection of models for 
every requirement .. . for every 
purse. Stocked in principal cities. 


Over sixteen years of leadership 
in the Bathroom Cabinet field, 
places MIAMI in a position to 
offer the Biggest Values in the 
Cabinet Industry. Write—NOW 
—for illustrated catalog, prices 
and interesting dealer proposition. 








MODEL 
1622CF 






modern, distinc- 


MIAMI CABINET DIVISION 


THE — CAREY COMPANY 
MIDDLETOWN, OHIO 





MIAMI 


Bathroom 


CABINETS 


Mirrors and Accessories 











Tribute Due N.Y. | 


Court of Appeals 


(Continued from page 39) 





price-cutting, but it also presents | 
a notable example of high defer- | 


ence to the dignity and authority 
of the United States Supreme 
Court. Perhaps this striking 
event may have some value in 
connection with the controversy 
now raging throughout the coun- 
try, which many people think is 
tending to impair the dignity and 
prestige of the United States Su- 
preme Court, for this recent deci- 


sion of the N. Y. Court of Ap- | 


peals constitutes a notable tribute | 


to the nation’s highest court. 


—FELIX H. LEVY 
Museum of Products 
of Village Forge 
and Bench 
(Continued from page 43) 


progress upward from primitive | 


conditions. Passing around these 
walls one can trace the gradual 
evolution of the modern hay and 
grain forks from the split stick, 
which succeeded the original 
forked branch found in the for- 
est, up to the comparatively ad- 
vanced product of the little two 
to twelve-man factories in which 
the woodworker vied with the 
blacksmith in producing forks of 
desirable shape and bend. 

Mr. Durell will also show you, 
with the pride of the dyed-in-the- 


wool collector, such interesting [ 


rarities as a finely made thatching 
needle 18 inches long, once used 
for roofing homes, a little tool 
like a canthook which once ex- 
tracted your great grandfather’s 
molars (and maybe some of his 
jawbone at the same time), and 
a little wooden water cask with 
remarkable interlocked hoops, far 
lighter and more durable than 
the earthen jugs which workers 
before and since have carried to 
the harvest field. For this. collec- 
tion is by no means limited to 
farm and garden hand tools, but 
includes all types of smaller im- 
plements and devices used in 
early American home crafts and 
activities. Among Mr. Durell’s 











Clark 


Expansive Bits 


These high quality forged 
steel bits have given tool 
users complete satisfac- 
tion for over 34 years. 


The cutters are inter- 
changeable with all Clark 
pattern bits. 


Also patterns for Plumb- 
ers use, General and 
Household use, and for 


Heavy Duty Machine 
work. All profitable 
sellers. 


Send for Complete Catalog 
and Trade-prices 





CONNECTICUT VALLEY MFG. CO. 
Centerbrook, Conn. Incorporated 1874 














4509 PALMER ST. 





in 
FRAMES 
in SETS 


If it's turnover and profit you're looking for 
—introduce your customer to Trojan Frames 
—the frames that guarantee positive blade 
tension — that with Trojan Saw 
Blades have hundreds of applications in the 
home—or sell that handy Trojan Saw Set, a 
complete unit consisting of a No. 20 Stand- 
ard frame and six blades selected to cut 
wood, metal, fiber, or plastic—many uses 
in the home, shop or school. it has plenty 
of spread for resale and you'll have a satis- 
fied customer as well. 


Write for Catalog. 





ACKERMANN-STEFFAN AND CO. 








CHICAGO, ILLINOIS 
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most prized “finds” are several 
eel spears which are triumphs of 
skilled blacksmithing, and a wheel 
grease bucket which rode west on 
a covered wagon. 

These relics of early American 
hand - craftmanship have _ been 
gathered from Maine to New Or- 
leans and west to the Mississippi 
—the happy hunting ground for 


Why Was This Rake Canted Like 
This? Undoubtedly it was for a use- 
ful purpose. If you know the pur- 
pose, write its owner, who is still 
wondering why the handle is at a 
45° angle from the head. 


collectors of Americana. They 
represent the fruits of years of 
climbing around old barns, of 
burrowing in the rubbish heaps 
where generations of families had 
discarded their outworn and obso- 
lete possessions, of interviews with 
“old-timers” along the back roads, 
and of intensive correspondence 
with antique dealers and fellow 
collectors. 

After spending several hours 
with this enthusiastic hunter it is 
easy to understand why a manu- 
facturer of farm and garden tools 
gladly trades new tools for old 
and dilapidated ones which grand- 
father laid away on top of the 
barn rafters 40 to 100 years ago. 
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@ “One year after equipping our store with Lyon Steel 
Fixtures,” writes M. F. Ashley, Attleboro, Mass., “Our hardware 
sales had increased 100%. Your Open Top Display Table picks up 

‘a tremendous amount of highly profitable small item business.” 


Here’s a practical example of the profit boosting possibilities in 
Lyon modern open display fixtures. They draw customers to 
“impulse” merchandise and long-profit “specials.” Note how unit 
shown above combines top display of small items with equally 
effective under-counter display of bulky items. Lyon Store Fixtures 
are money-savers as well as trade builders. They will not warp, 
splinter, or shrink... are easy to keep clean and attractive—And 
their easy portability permits frequent Sales-stimulating changes 


in store arrangement... in- 
sures high salvage value if —_—oo™ 
store is enlarged or moved. - ne orporated \ 
Mail coupon for catalog and om Metal products, Pine MS aware 

E 2 Lyon . Streets yo nning | 
details of practical store | 2304 Rivet catalog Oy Stor Pla’ 
planning cooperation. | gee Fixtore® _ 

ice- ae 

LYON METAL Propucts \°**" pie 

INCORPORATED Name pepe 


\ 
Aurora, Illinois | 


2304 River Street 
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STORE PLANNING 


LYON METAL PRODUCTS, INCORPORATED, 
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SOLID CENTER 
AUGER 


BITS 





ALWAYS 


6000 TOOLS 
To @ 


ALWAYS 
G00D SELLERS 
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Due to its all-around usefulness there is a 
constant demand for the solid-center type 
of auger bit. This means that it is a most 
desirable bit to stock. And when you stock 
the Greenlee you have the added advan- 
tages of a tool combining the best in ma- 
terials, form and finish. 


Note the design which embodies a strong 
center stem, a smooth twist, and accurately 
pitched screw and cutting edges, which 
form a perfect cutting unit. The spurs are 
just the proper height and thickness, the 
cutters are keenly edged, and the screw 
point is well cut. Ample polishing adds 
the attractive touch and makes for easy 
Loring in all sizes. 


When you stock Greenlee Solid-Center 
Auger Bits you may feel sure that you are 
in a position to offer the trade tools of 
unexcelled quality. Beyond this, when 
there is a call for other types of auger bits 
you can still offer Greenlee Bits of like 
quality, because Greenlee makes a com- 
plete line for every purpose. 


GREENLEE TOOL CO. 
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(1) Early 2-Prong Hoe. (2) Sides and Edges of this Hoe have been built up 
and added to 5 times (present weight 44% lbs.) (3) Smaller than today’s smallest, 
but not as light. (4) Unusual Fan-Shaped Blade. (5) A Genuine 3-Pronger. 


Practically all early hoes were eye hoes, fastened by a rivet or weld. Very few 
were forged in one piece like present-day eye hoes. Early shank hoes were 


extremely rare. 


“Collecting and studying old 
hardware and implements gives 
you an admiration for the brains 
and skill of the old pioneers and 
a picture of early life and condi- 
tions in America that you don’t 
get from antique furniture and 
decorations,” says Mr. Durell. “I 
know a lot of hardware men who 
would get a great kick from this 
particular hobby, and with their 
hardware knowledge and experi- 
ence, they'd soon know more 
about the subject than the antique 
dealer. I have picked up quite a 
few interesting looking old tools 
for which I'd give an eye-tooth 
to know the names and uses. Some 
old-timers in the hardware busi- 
ness could probably tell me if I 
just knew where to get in touch 
with them.” 

If you are a/collector, or in- 
terested in the subject of early 
American hardware, Mr. Durell 
would like to hear from you. Or 
maybe you have something you’d 
like to swap. If you happen to 
be collecting a country store, for 
example, he will be glad to trade 
an old-time tobacco cutter for an 
early two-pronged wooden fork. 
Swapping articles and informa- 
tion with other collectors is a 
source of treasure as rich as all 
the antique dealers put together. 

Mr. Durell will be grateful to 
any reader who will help him 
add to his collection of early 
farm and garden hand tools be- 
cause he feels that, unless such 
tools are placed in a collection, 
they will soon be unobtainable. 


When such tools turn up most 
people think them of so little in- 
terest that they are thrown away 
or destroyed. He is particularly 
interested in obtaining forks with 
wooden heads where the wooden 
tines are fastened to the wooden 
crossbar head by means of clamps, 
and also forks in which steel tines 
are inserted in a wooden head. 
These two types were still listed 
in jobbers’ catalogs as late as 
1900. 

According to Mr. Durell, the 
most amusing experience he has 
had in years of hunting was with 
an old man near Zanesville, Ohio, 
who stubbornly refused to trade 
three very ancient and clumsy 
tools for brand new tools which 
would do his work in half the 
time and with half the effort until 
he had tried out the modern tools 
for a full season to assure him- 
self that they would work as well 
as his old ones. After a full sea- 
son’s trial he agreed to trade on 
a “new lamps for old” basis, like 
the Bagdad housewives in the 
Arabian Nights. 





Columbian Vises 


Catalog No. 37. Illustrating and de- 
scribing the Columbian malleable iron 
machinists’ vises; garage and household 
vises; homeshop vises; woodworkers’ 
vises, and leg vises. Features of the 
three major Columbian vises are illus- 
trated in detail. A quick reference 
vise chart shows competitive makes by 
sizes and types. The back cover of the 
catalog contains the company’s actual 
sales policy. The Columbian Vise & 
Mfg. Co., 9021 Bessemer Ave., Cleve- 
land, Ohio. 
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One Hundred 
Years Ago 


URING the past few months 

the problems of labor dis- 
putes in this country have devel- 
oped so many new features that 
a great many of us are disturbed 
in our minds and have come to 
believe that the old New England 
spirit of fair play is dying out, 
and working men massed in large 
factories are not well treated. In 
consequence, the air is full of 
strikes, whether within the law 
or not, production is stopped, 
hatred is stirred up, and we won- 
der if we are losing our boasted 
civilization. 

It may be well to look back 
a hundred years and see under 
what conditions men and women 
earned their daily bread. I pub- 
lished in these little talks a set of 
rules posted on the walls of a 
factory owned by a man named 
Amasa Whitney, where textile ma- 
chinery was made. These rules, 
dated July 5, 1830, were: 

Rule 1. The mill will be put 
in operation ten minutes before 
sunrise at all seasons of the year. 
The gate will be shut ten minutes 
past sunset from the 20th of 
March to the 20th of September; 
at thirty minutes past eight from 
the 20th of September to the 20th 
of March. 

Rule 2. It will be required of 
every person that they be in the 
room in which they are employed 
at the time mentioned above for 
the mill to be in operation. 

Rule 3. Anything tending to 
impede the progress of manufac- 
turing during working hours, such 
as unnecessary conversation, read- 
ing, eating fruit, etc., must be 
avoided. 

Rule 4. While I shall endeavor 
to employ a judicious overseer, 
the help will follow his directions 
in all cases. 

Rule 5.: The hands will take 
breakfast from the lst of Novem- 
ber to the 1st of March before go- 
ing to work. They will take sup- 
per from the Ist of May until the 
last day of August thirty minutes 
past five o’clock P. M., from the 
20th of September until the 20th 
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“ROTABIN” 
ALL STEEL ROTATING 
SCREW & BOLT CASES 


of Every Kind ... for 
Every Purpose... in 


Stock ... Ready to Use 


@ All shapes, kinds and sizes 
of steel are carried in Ryerson 
stocks for Immediate Ship- 
ment... Unusual facilities for 
cutting, handling and ship- 
ping assure accuracy, de- 
pendability and speed. 
PRODUCTS INCLUDE: 























BARS ALLOY STEEL 
No. 1610 STRUCTURALS TOOL STEEL j 
SHEETS STAINLESS 
No. 1610 shown above can be used on PLATES TUBING 
shelf, counter, or where desired for SHAFTING WELDING ROD 
handling screws, stove bolts and nu- SCREW STOCK Nuts, Washers, Etc. 


merous small parts. ‘‘ROTABIN'’ pro- 


vides open display and places every Write for the Ryerson Stock List 


article at your finger tips in visible, JOSEPH T. RYERSON & SON, INC., 
orderly, attractive manner. Saves Chicago, Milwaukee, St.Louis, Cincinnati, 
you most valuable time. Detroit, Cleveland, Philadelphia, Buffalo, 


Write for folder—no obligation. Boston, Jersey City 


THE FRICK-GALLAGHER MFG. CO. 
WELLSTON OHIO 





































EXTRA PROFIT OFFER 


IF YOU ACT NOW!—No Free Goods to Sell! 


Important pre-season deal will make your Ever Green 


Spray business pay you MORE MONEY THAN EVER BEFORE 


HERE’S BIG NEWS—good news—for every retail 
merchant. An opportunity to make more money this 
season than ever before on one of the most widely 
known and preferred plant sprays for home garden- 
ers. All you have to do is place your order now for 
NEW EVER GREEN SPRAY and earn an extra 10% 
“pre-season” discount. That’s Extra Profit for you. 
But you must hurry. Special offer expires May 15th.* 
So climb on the EXTRA profit band wagon Now! 
Place your order today! 
POWERFUL ADVERTISING CAMPAIGN 
14,428,320 sales messages in leading home and 
garden magazines. Newsy posters. Eye-catching dis- 
plays. Geared for quick sales and profits for you. 
McLaughlin Gormley King Co., Minneapolis, Minn. 
* Pre-Season Discount Expires in California, April 15th. 


EVER GREEN 


SPRAY 
FLORISTS OK IT! HOME GARDENERS PREFER IT! 
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Millions know that there is nothing 
like genuine Plastic Wood (It’s Pat- 
ented) for 1001 repair jobs—that 
only Plastic Wood is water-proof, 
weather-proof, grease-proof—will 
hold nails and screws without split- 
ting or chipping and will not dry 
up, crumble and fall out. 


Why not push the Genuinc—you 
get more dollar volume, more 
profits and satisfied customers who will 
repeat. Tie up with increased mag- 
azine advertising on Plastic Wood 
by sending for new sales-making 
display card—today. 


The A. S. BOYLE CO., Distributors 
JERSEY CITY, N. J. 








of March between sundown and 
dark. Twenty-five minutes will be 
allowed for breakfast, thirty min- 
utes for dinner, and twenty-five 
minutes for supper, and no more 
time from the time the gate is 
shut until the time opened again. 

When we read these rules for 
the first time we imagine the 
“hands” (as the owner calls them) 
were a set of slaves working by 
daylight and dark for a stern, 
strict, unfeeling ruler. Yet this 
was no doubt the custom of the 
times; the Justice of a hundred 
years ago; all the Square Deal 
that people knew about in those 
days. In Massachusetts: not in 
some slave-holding country, not 
in old Rome, or even in our own 
Southern States, where black slav- 
ery was then the custom, but right 
here in good old New England, 
so short a time ago. 


I remember well that forty 
years ago it was usual to talk of 
the awful concentration of wealth 
in the hands of a few in this coun- 
try while the great masses of 
poverty were crowded into the 
slums of our cities. The ears of 
the public were made to tingle 
with horror at the cruelty of our 
industrial system. Autocracy and 
poverty were called its twin chil- 
dren. The public were told that 
they must choose between capi- 
talism with its awful power and 
some other system—perhaps So- 
cialism, or Communism—with its 
unseen dangers. 

Today the slum is a disgrace 
that has been done away with. 
Long hours of work are gone. The 
working people (no longer called 
“hands”) own their own homes, 
their own cars, their own self 
respect.—The Chronicle, Brook- 
line, Mass. 


Coming Conventions and Events 


Associated Pot and Kettle Clubs An- 
nual Convention, Hotel Gearhart, Gear- 
hart, Ore. June 25 to 27 inclusive, 
1937. J. M. Robertson, secretary-trea- 
surer, 4725 District Blvd., Los An- 
geles, Cal. 


The Retail Hardware Association of 
Alabama annual convention and ex- 
hibit, Tutwiler Hotel, Birmingham, 
Ala., May 4 to 6 inclusive, 1937. J. H. 
Crowe, secretary, 410 N. 2Ist St., Bir- 
mingham, Ala. 


The Hardware Association of the 
Carolinas, 33rd annual convention, 
Winston-Salem, N. C., at place to be 
later designated, June 8 to 10 inclusive, 
1937. Arthur R. Craig, secretary, 803 
Commercial Trust Bldg., Charlotte, 
N. C 


Eastern Hardware Golf Association’s 
Third Annual Tournament, Buckwood 
Inn, Shawnee-on-the-Delaware,  Pa., 
May 20 to 22 inclusive, 1937. H. L. 
Gillian, secretary, care Wood Shovel 
& Tool Co., 50 Church St., New York. 


The Institute of Cooking and Heat- 
ing Appliance Manufacturers, Inc., 
Mid-Year Convention, French Lick 
Springs Hotel, French Lick Springs, 
Ind., June 3 to 5 inclusive, 1937. In- 
stitute Headquarters: Shoreham Hotel, 
Washington, D. C. 


The Louisiana Retail Hardware & 
Implement Association convention, 
Alexandria, La., May 17 and 18, 1937. 


Headquarters hotel to be announced 
at a later date. A. H. Aucoin, execu- 
tive secretary, 336 S. Rampart St., New 
Orleans, La. 


Mississippi Retail Hardware and Im- 
plement Association 3lst Annual Con- 
vention, White House Hotel, Biloxi, 
Miss., June 14 to 16 inclusive, 1937. 
John F. Jennings, secretary, 307 Stand- 
ard Life Bldg., Jackson, Miss. 


The National Association of Sheet 
Metal Distributors 26th annual meet- 
ing, Hotel Cleveland, Cleveland, Ohio, 
May 5 and 6, 1937. George A. Fern- 
ley, secretary-treasurer, 505 Arch St., 
Philadelphia, Pa. 


National Retail Hardware Associa- 
tion’s 38th annual congress, Biltmore 
Hotel, Los Angeles, Cal., July 12 to 15 
inclusive, 1937. H. P. Sheets, manag- 
ing-director, 130 East Washington Bidg., 
Indianapolis, Ind. 


Triple convention of the Southern 
Supply and Machinery Distributors’ 
Assn., the American Supply and Ma- 
chinery Manufacturers’ Assn., and the 
National Supply and Machinery Dis- 
tributors’ Assn., New Peabody Hote!, 
Memphis, Tenn., May 10 to 12 inclu- 
sive, 1937. Secretary, National Asso- 
ciation: H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa. Secretary, American 
Association: R. Kennedy Hanson, 916 
Clark St., Pittsburgh, Pa. Secretary, 
Southern Association: Alvin M. Smith, 
c/o Smith-Courtney Co., Richmond, Va. 


HARDWARE AGE 



















EOS Sli IMAM 
THE STEEL TAPE 
OF TOMORROW... 


MADE IN U.S.A 
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@A recently completed 
three year survey of 
hardware chain sales 
shows that during spring months well 
and swing chain sales reach their peak. 
Now is the time to stock and display 
Tenso Coil Chain, familiarly referred 
to as Well and Swing Chain. 


When you feature 2-O Tenso Well 
and Swing Chain you offer the best 
value obtainable. Any customer to 
whom you sell this chain will be well 
satisfied with its appearance and serv- 
ice,and, as a result, will have added con- 
fidence in you and your merchandise. 

Made with either hot galvanized 
or special ACCO Electro-Galvanized 
finish, Tenso Coil Chain is weather- 
proof and corrosion-resisting. Packed 
in 250-ft. lengths in attractive cartons, 
it is easy to stock, handle and display. 


K &E 
p ee 


STEEL MEASURING TAPES 





... IS HERE 
TODAY! 


| Here at last is a “steel tape you can see” 
) —the clear, black-on-white graduations 
| Plan now to feature this chain. 
Check your stock now. 


make accurate measurements easy. A new 
resilience that avoids kinks, and a crack- 
) proof surface that protects the steel from 
rust, are other exclusive WYTEFACE 
features that mean more customers for you. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 









Get your share of this new business. Effec- 






tive displays are free with your first order. 


: », KEUFFEL & ESSER CO. : “ 
RUFFEL SESSER COM =ACCO CHAINS 
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IN THE RETAILER'S 


vrefect Gc 


Packed in a new and practical cellophane win- 
dow package for the retailer's convenience. 


MILFORD 
FLEXIBLE 





Convenient for the salesman, and 
tells the customer exactly what he 
buys. It’s practical because the — 
@ Blade is easily identified. 


@ Principal feature quickly 
recognized. 


3) Length and pitch of blade 
seen at a glance. 


O Quick identification of 
contents. 


@ No short counts. 


See at a glance the size and num- 
ber of teeth per inch; the Easy- 
Starting feature; the type of blade. 


MILFORD FLEXIBLE 


The only hack saw blades sold 
to Jobbers under a definite 
published Sales Policy, the 
faithful performance of which 
is guaranteed by a Legal Con- 
tract. We do not sell chain 
stores or mail order houses. 
° 


Obtainable also in 
HYGRADE BRAND 








N.R.H.A. Congress Program Under Way 


(Continued from page 40) 


ranged. A specially conducted boat 
trip to Catalina Island on Fri- 
day, following the convention, 
will include rides in glass bottom 
boats, a visit to the bird farm, 
an auto trip to the skyline, and 
lunch at St. Catherine Hotel. 
Other side trips can be taken to 
the Pasadena Art Galleries, the 
United States Army, Navy and 
Marine bases at San Diego, and 
even to Agua Caliente, Mexico. 
For those attending from the 
East and Middle-West, there will 


be a special train leaving Chicago 
about July 4 and arriving in Los 
Angeles July 11. The line is the 
Canadian-Pacific Railroad and 
the route is through the scenic 
Canadian Rockies. The train will 
make many stops at a number of 
North America’s most interesting 
and scenic spots, such as Lake 
Louise and Banff. A complete 
and detailed itinerary of the route 
will be announced later. The 
trip will be conducted at a mod- 
erate cost. 





Buying a Business and 
What to Watch 


By ELTON J. BUCKLEY 


Buying or selling a business isn’t 
something that anybody does every 
day, and that is why I write very 
seldom on this subject. But once 
in a while the subject crops up, and 
then I am glad of the opportunity 
to renew the cautions which seem 
very much needed. 

In my professional experience and 
observation I have seen some of the 
most incredible exhibitions of care- 
lessness and ignorance in this mat- 
ter of buying and selling a business 
—chiefly buying. 

Not everybody has the wisdom to 
do as the writer of the following 
letter has done—take counsel be- 
fore he commits himself: 

I am thinking of buying my com- 
petitor out, that is, her hardware stock. 

Should I demand a list of what she 
owes, including back taxes on stock? 
Is there such as a warranted bill of 
sale? 

I worked for the firm three years and 
now have a business of my own, there- 
fore I know she (the widow) owes 
some wholesale houses money. 

Please advise me as to how to close 
the bill of sale, so that I can be 100 
per cent safe in the transaction. 

The attorney for this widow wants 
me to buy all fixtures, including tables 
and shelving that are attached to the 
building. But all I want to do is buy 
the hardware stock and lease the build- 
ing and use the attached fixtures and 
let them dispose of their other display 
equipment. Advise me, if possible, on 
this subject. 

Now in this little transaction, 
simple enough on its face, there is 
the chance of a lot of grief. This 


correspondent does not say whether 
his willingness to buy the stock and 
take over the store is dependent at 
all on the owner’s representation as 
to the business she does, and her 
net profit. Very probably it is, 
therefore, even though he is paying 
nothing ‘for good will, this becomes 
a factor to be examined. 

Generally speaking, the main 
points to be gone into in buying 
a business, are the following: 


1. Examine the Bulk Sales Act of 
your State and conform with it in 
every detail. 

2. Have a complete examination of 
the books, preferably by an accountant, 
in order to find out what the accounts 
receivable and the accounts payable 
are, including any unpaid taxes on 
stock or fixtures or any conditional pur- 
chases of fixtures or appliances. 

3. Have a complete inventory taken. 

4. If the seller of the business does 
not own the building, learn what fix- 
tures are attached to the building and 
might be claimed by the owner of the 
real estate. Such fixtures, of course, 
you would not want to buy. 

5. Examine the books, particularly in 
order to ascertain what business is 
being done, what the cost of conducting 
the business is, and what the net profit 
is. 

6. If you decide to buy have a bill of 
sale prepared, preferably by an at- 
torney, which will include a clause 
binding the seller not to engage in the 
same business in the same neighbor- 
hood within a fixed period of years. 


The correspondent asks if there 
is such a thing as a “warranted” bill 
of sale. I scarcely know what he 
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STRIKE OUT 
FOR MORE BUSINESS 


NOW! 


USE- 
Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 


an” 
And To The Personal Sales BR A rE R E D 
Contacts Of Your Salesmen 


FROM BUYING 

































We can supply you with 


the following lists :— He’s the customer who walks into your 

store ...looks around... and walks 

1339 Outstanding Major Hardware Retailers right out again. You are too busy to wait 
whose sales exceed $50,000.00 Annually. upon him. He’s too busy to wait upon you. 

For $15.00 A month’s total of such walk-outs runs into 


11003 Major Hardware Retailers whose sales a substantial loss. 


exceed $30,000.00 Annually. You can save these sales by installing a 

For $6.00 per M. National Package Sealer. It will free your 

‘ time spent tying bundles. It will give you 

6480 Hardware Retailers whose sales are those extra hours to wait upon more cus- 
$20,000.00 to $30,000.00 Annually. tomers. Press the lever . . . apply the tape. 

For $6.00 per M. It’s quick as that. No fumbling and fussing 


16019 Hardware Retailers whose sales are less with large or awkward purchases. They go 
than $20,000.00 Annually. into neat and compact packages in a jiffy 
For $6.00 per M. with a National Sealer on the job. Try one 
and see for yourself. Just clip the coupon 
33502 Hardware Retailers (Complete List). below. 


For $5.00 per M. 


8144 Builders’ Supplies Dealers. 
For $6.00 per M. 


1049 Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


TAPAK — For the same reason food prod- 
ucts are put in sealed containers, Itstix Tape 
is packed in the patented Tapak container 
(orange color). Each coilis individually pro- 
tected by moisture-proof paper. You receive 
and can keep it as fresh as the day it was 
made. .. . Yardage, weight and strength are 
guaranteed. Fresh Itstix Tape attractively 
printed is advertising at very small cost. 





We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, 
the price is $7.00 per M names. 


ALL LISTS ARE COMPILED IN LOOSE LEAF 
LIST FORM. WHEN DESIRED ON 3”x5” 
CARDS THERE IS AN EXTRA CHARGE OF 
60c PER M. FOR THE CARDS. 


WE ALSO DO ADDRESSING AND MAILING 
pd CIRCULAR MATTER AT REASONABLE 


dok for Dea Nafiona: PACKAGE SEALER 


NASHUA PACKAGE SEALING (2. NASHUA, N. H. 
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'n Send National Sealer on Trial. []Circular [J Representative 


Direct Mail Addressing Dept. ‘FIRM 


239 West 39th Street, New York, N.Y. | | ADORESS 
YOUR NAME HA4 
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“YOU MADE A SALE, 
BUT LOST A PROFIT!” 





HAT customer who just bought a can 

of household oil was a cinch for a can 

of Gulf Electric-Motor Oil, too. You 

shouldn’t have missed that eztra sale! 

Like two out of three customers, he 

owns an electric washer or some other 

major electric appliance. Now, regular 

household oil is too weak-bodied to lu- 

| bricate these appliances properly. This 

t heavy-duty equipment needs the one oil 

made specially for it—Gulf Electric- 
Motor Oil. 

Just explain this to your customers 
and they’ll be eager to buy this special 
oil. Many of them already know about 
it. For ads in Collier’s and the American 
Home tell millions of people all about 
Gulf Electric-Motor Oil regularly. 

i Two-oz. can, 10c; the 8-oz. can, 25c. 

q Write Gulf Petroleum 

, Specialties, Pittsburgh, 
Pa., for details. 









The ONE oil made 
specially for electric 
appliance motors. 





GULF ELECTRIC-MOTOR OIL 








means by that. A bill of sale is in 
itself a warranty that the seller is 
the owner of the stuff he is selling, 
and is free to sell it. 

I have met in my time men who 
bought a business without following 
a single one of the above six re- 
quirements. They would go into a 
place, look it over, take the seller’s 
word for everything, make an offer 
and if*it was accepted, move in with- 
out any adequate understanding of 
what they had. The grief that often 
followed from this! It is almost 
a universal rule that the seller of a 
business puts his best foot foremost. 
Sometimes he will lie and actually 
defraud, hoping to get an easy mark 
who won’t investigate. Sometimes 
he will merely exaggerate like any 
man will do when describing or ap- 
praising his own belongings. In 
either case the buyer gets the short 
end of it unless he has been wise 
enough to go into the whole thing 
before he even signs an agreement. 
Be assured that nobody can put any- 
thing over on you if you go after the 
facts. What I mean is that you can 
check everything up before you buy. 

In a case that came to my notice 
recently a client was purchasing a 
large hardware business. The main 
factor was the amount of business 
done. The seller said it was so much. 
“Well,” I said, “what have you got 


to prove that?” He grew very angry 
—I was refusing to take his word. 
When that was disposed of, I asked 
to see his books for the last five 
years. He had destroyed them— 
“Didn’t believe in keeping old 
records around.” “Very well, let 
me see the books for the last year.” 
They hadn’t been closed yet; it 
couldn’t definitely be told from them 
what the last year’s business “was. 
“Then the only thing te do,” I said, 
“is for my man to put a representa- 
tive in there for a month to see for 
himself what the business is.” He 
wouldn’t hear of it; he didn’t want 
to do business with people who 
thought he was a thief and a liar. 

Finally I said, “All right, will you 
make an affidavit that your business 
has grossed and netted an average 
of so much during the last three 
years, and at the same time furnish 
a surety bond to pay damages in 
case we find it has not done it?” 

He wouldn’t think of it, and the 
deal did not go through. The seller 
was probably trying to put some- 
thing over, though of course it is 
possible that he told the exact truth. 
If so I can see no reason why he 
should not have been willing to go 
the limit to prove it. 

By Elton J. Buckley, Counsellor- 
at-Law, 1650 Real Estate Trust 
Building, Philadelphia, Pa. 


Air Express Map 





This map charts the direct air express provided by the Railway Express 
Agency, 230 Park Ave., New York City, to 216 cities over 28,000 miles of air 
lines, giving over-night delivery from coast to coast and border to border and 
same-day delivery up to 750 or 1,000 miles. Part air and part rail service is 
also available over 230,000 miles of railroads. The air express service is 
handled through the Railway Express offices and motor vehicles provide fast 


pick-up and special delivery. 
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MORE HAMMER SALES 


AND 
LOWER SELLING COSTS 


T HE Cheney Sales Maker is a self starting busi- 
ness getter. It was designed to sell Cheney 
Nailers and it does its job thoroughly and ever- 
lastingly, day in and day out. When your cus- 
tomers swing a Cheney Nailer—they’ll buy. Send 
your order for a Sales Maker Carton containing: 


10—16 ounce Cheney Nailers No. 938 
2—20 ounce Cheney Nailers No. 937 


1—16 ounce Cheney Nailer No. 938— 
chained to display for demonstration. 

1—Cheney Nailer Sales Maker display- 
demonstrator 


Don’t fail to order this business producing car- 
ton—today. 


























A FULL LINE OF HAMIMERS 


HENRY CHENEY HAMMER CORP. 
Factor 
LITTLE FALLS, N. Y. 


302 Broadway Sales Office New York, N. Y. 


Pacific Coast Representatives: 
Kelly-Duncan Co., Los Angeles-San Francisco 






























Model No. 80 Washer Is 
a modern streamlined 
beauty! 


COPPER & BRASS 
Belt & Trunk 
Rivets & Burs 
Round, Flat, Counter- 
sunk Head Rivets 
Washers 


Model No. 53 Ironer, 
cabinet with porcelain 
table top. 








@ Horton presents the greatest sales-winning team of 
home laundry appliances in the industry. Strikingly 
modern lines, important exclusive features, a complete 
price range, backed by an advertising campaign in 17 
important magazines! Write for details; no obligation. 


HORTON MANUFACTURING CO. 403 Osage St,, Fort Wayne, Ind. 


HORTON WASHERS—IRONERS Since 1871 
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Everyone Wants to See It 


4] AM pb) s 3 pido hesss 


National advertising directs buyers to 
you for demonstration. Craftsmen and 
mechanics everywhere are enthusiastic 
about the marvelous performance of 
this all-purpose power tool. A great 
time and labor saver for work 
on all metals, alloys, glass, 
resins, celluloid, wood, stone, etc. 
Self-Demonstrator Set sells it. 
Requires only 2 square feet 
of counter space. 
The Handee is a whole shop full 
of tools in one. Uses 200 dif- 
ferent accessories to grind, 
polish, rout, drill, cut, 
carve, saw, engrave, etc. 
Plugs in any socket AC 
or DC, 110 volts. 









TWO MODELS 


STANDARD weighs 1 pound. 13,000 r.p.m. Re- 
tails for $10.75 and up. DE LUXE, fastest and 
most powerful tool for its type and weight, 12 
ounces. 25,000 r.p.m. Retails for $18.50. 





NEW — Big Profit-Maker 


Every Handee owner is a steady cus- 
tomer for accessories. Here’s a counter 
display that sells them — theft-proof, 
dust-proof, glass-top case takes up only 
1% square feet. Contains 80 livest 
varieties of sales-tested accessories most 
in demand, 3 of an item, plainly illus- 
trated and priced for easy re-ordering. 


WRITE TODAY FOR 


SPECIAL DEALS 


on Accessory Case and 
Free Handee Self-Demonstrator Set 


Chicago Wheel & Mfg. Co. 


1101 W. Menree St. Dept. EE Chicago, Il. 
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April—“Perfect Shipping Month’ 
Aims Blow At Important Problem 


losses occurring when express 

and freight shipments are lost, 
stolen, damaged or delayed while in 
transit, the shippers of the nation, 
through thirteen Regional Shippers’ 
Advisory Boards designated April 
as “Perfect Shiping Month.” During 
this period shippers are asked to 
carefully check their packing, mark- 
ing and loading methods, to insure 
shipments reaching their destination 
promptly and in good condition. 
The Board’s members, representing 
25,000 large commercial users of 
transportation, are backing the cam- 
paign which has also received the 
enthusiastic support of the Associa- 
tion of American Railroads and the 
Railway Express Agency. 

When it is realized that in 1936 
the loss and damage to freight alone 
amounted to twenty-one million dol- 
lars, the magnitude and importance 
of the problem can be appreciated. 
Sixteen years ago the sum repre- 
senting annual freight loss and dam- 
age was nearly six times greater 
than at present, as is shown by the 
accompanying charts. When the 
railroads came back into the hands 
of their owners, following Federal 
control during the War, railway and 
traffic men concurred in the opin- 
ion that something had to be done 
about the problem of lost and dam- 
aged freight. A special department 


S lene: « to reduce the huge 


was established under the freight 
claim section with the sole objective 
of studying all phases of the prob- 
lem and then making preventative 
recommendations. 

The bureau of explosives did fine 
work in formulating rules for the 
transportation of such freight, and 
for the enforcement of the provis- 
ions adopted. The task of enforc- 
ing packing rules was intrusted to 
the weighing and inspection bu- 
reaus. Methods of boxing and pack- 
ing most likely to get the freight 
through in good shape were studied 
by the freight container bureau and 
a number of testing laboratories. 
In addition, in all railroad operat- 
ing departments an effort was made 
to educate those handling trains to 
take precautions which would re- 
duce the damage from “rough han- 
dling.” 

This work was fruitful, as is 
evinced by the five-sixths reduction 
in total claim payments, but the 
problem still remains one of major 
importance to the shipper, the re- 
ceiver and the transporation agency. 
Moreover, these figures represent 
only a portion of the economic loss 
business sustains as the result of 
imperfect transportation. For exam- 
ple, when a manufacturer learns 
that one of his customers has re- 
ceived a shipment in bad condition, 
the check he receives for the actual 
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TCTAL ROBBERY PAYMENTS 
PER $1,000 OF FABICHT REVENUE 
Year amount Yoar Amount Year Amount 
1920 $2.94 1926 90.27 1932 $0.36 
1921 2.53 1927 0.25 1933 0.40 
1922 1.20 1928 0.20 1934 0.39 
1923 0.67 1929 0.16 1935 0.30 
1924 0.54 1930 0.24 193¢ 0.21 
1925 0.33 1931 0.30 
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sander problems. 


Works Directly Up to Quarter-Round 
On EITHER SIDE 


Reid-Way “8” is the only floor sander that 
works directly up to the quarter-round on 
EITHER SIDE of the machine. This leaves 
only an absolute minimum of aggravating hand 
finishing to be done. A feature like this makes 
a real hit with your customers. Reid-Way is 
built to withstand hard usage, yet it is light 
enough to be easily carried. Perfectly balanced 
— drum eliminates possibility of chatter 
marks. 


REID-WAY‘’8"" 
Builds Customer Good-Will 


Increases Dealer Profits 


When you rent a floor sander that does fast, extra-fine work; is easy to 
handle; and is thoroughly dependable, you create valuable good-will among 
your customers. The sensational new Reid-Way “8” will do this for you. 
From the dealer’s standpoint, a rental sander, that is free from maintenance 
expense and is always ready for use, increases profits. Hundreds of com- 
pletely satisfied dealers have increased their rental volume and profits with 
the Reid-Way “8”. No other sander has so many practical and scientifically 
correct features. The Reid-Way “8” is specially designed to meet rental 


''The World's Finest Rental Floor Sander'' 











Reid-Way "8" Has ONLY ONE 
MOVING PART 


There are NO GEARS, BELTS, CHAINS or 
PULLEYS in this powerful sander. The ex- 
clusive Reid-Way feature of ONLY ONE MOV- 
ING PART makes it absolutely dependable and 
does away with maintenance costs. You never 
lose rental profits due to the fact that your 
sender is in the repair shop. All bulky and un- 
necessary parts have been eliminated. Never 
before has a sander been so free from trouble 
and expense. Write for full details. 
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Guaranteed For One Year 


THE REID-WAY CORPORATION 
“Coder Repids, lowe 





























SPRAY 
PRINTING 


ADD 


TO YOUR 
REAL PERFORMANCE—LOW COST 


INC 0 M E Here’s just the outfit hard- 


BY OFFERING A ware dealers need to win vol- 
ume business in 

rantééd spray painting 
AWN MOWER equipment! For 


the first time— 


SERVICE real paint- 
ing perform- 
ance to the 
low - priced 


OUTFIT 










- 





THE IDEAL LAWNMOWER SHARPENER is positively the last word in field. Even a novice can secure quality workman- 
lawnmower sharpening equipment. Fast and accurate, it replaces ship! Jiffy is equipped with Crown’s new No. 18 
the old hand sharpening method and does a far better job. Hundreds Pressure-Type Gun. Diaphragm Compressor (no 
of dependable Hardware Dealers offer this service to their cus- pistons, cylinders or rings). Pressure-Feed Oil 
tomers and make a handsome profit on the side. COMPLETE System. Air Cleaner, Air Pressure adjustment, 
PLANS FREE! Our free plans show you how to establish 2 weight 42 lbs. with motor. Guaranteed by Crown, 


successful lawnmower sharpening business as 
a part of your present service to customers. 
Many stores average from $30 to $40 PER 
WEEK on the Ideal Sharpener which requires 
only the spare time of one of the clerks to 
operate. Send for free catalog today. 


THE FATE ROOT HEATH CO. 


manufacturers of famous Airflo outfits and full line 
of spray painting equipment since 1913. 

Write today for complete details, and a copy of 
Crown’s Merchandising Plan .. . It will mean extra 
profits for you! 









CROWN SPRAY GUN MFG. CO. 





702 BELL ST. © PLYMOUTH OHIO 


1218 Venice Bivd., Los Angeles Calif. e Warehouses in Principal Cities 
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Get this volume 
business on stove 
lining 


ten times. Since it is suitable for warm-air fur- 
naces and heating stoves as well as cook stoves 


and ranges. Packed in moist, plastic form, it is 


used for: 

FURNACES (Average sale 
100 _—iIbs.) Forms complete, 
one-piece, gas-tight refractory 


lining entirely around firepot. 
Repairs even badly cracked or 
broken firepots. Protects new 
firepots from burning out. 





STOVES (average sale 30-50 Ibs.) 


Saves cracked firepots — preserves 
new firepots. Installed as in warm- 
air furnaces. Another new market 
for you! 










RANGES (Average sale 
5-10 Ibs.) Fireline is better 
than fire clay or dry stove 
lining mixtures. Replaces 
cracked castings or burned-out 
stove brick. Easily installed 
by any housewife. 


ee I) Write for de- 


—————— soriptive liter- 


ature, free 
samples, prices, 
STOVE & FURNACE LIN" 


and discounts. 
FIRELINE 
STOVE & 
FURNACE 

LINING Co. 


1859 Mingsbery St. 
CHICAGO, ILL. 





a as ween -cmaen 0 On net OB 


STOVE & FURNACE 
(ane Gar mt. cucace. m, € 8 


—— 














O'BRIEN VARNISH CO. 











TOTAL FREIGHT CLAIN PAYMENTS 
PER $100 CF FRSICHT R&VENUE 














































































































Year Amount Year Amount Year Amount 
1920 $2.77 1926 $2.79 1932 $0.77 
192) 2.35 1927 0.83 1933 0.62 
1922 1.20 1928 0.78 1934 0.65 
1923 1.03 1929 0.78 1935 0.64 
1924 1.06 1930 0.89 1936 0.63 
1925 0.85 1932 0.79 
l 
SESFERLERERARRREE 
- a cool a a - a a - - coal a a - on) ot 4 
$3.00 $3.00 
2.50 \ 2.50 
2.00 r 2.00 
1.50 \ 1.50 
1.00 Net 1.00 
Palas 
50 -50 
0 0 


damage only partially covers his 
real loss. Not infrequently the cus- 
tomer has his customer awaiting the 
shipment’s arrival. Some custom- 
ers, under such circumstances, are 
angered at the delay, cancel their 
order, buy elsewhere or go without. 
Then again the payment on the 
claim may only defray the cost of 
proper repairs to the damaged 
article, which even skillful repairing 
cannot make as good as new. All 
effort that went into designing, 
manufacturing, material, and the la- 
bor of packing and transportation 
are also wasted. 

Transportation agencies have 
helped shippers wherever possible 
in recommending methods of pack- 
ing shipments in boxes, cartons. 
barrels and bales and in stowing 
shipments in cars in such a manner 


‘as to reduce the likelihood of dam- 


age. Progressive shippers were quick 
to avail themselves of this assist- 
ance. Rigid tests were applied to 
packages before they were adopted 
for shipments and impact meters 
placed in the cars helped to check 
the rough handling, were only two 
of the methods used in curtailing 
the losses. Many similar activities 
will be carried on during “Perfect 
Shipping Month.” As an example, 
a large number of shippers are in- 
cluding with their invoices to re- 
ceivers a questionnaire asking about 
the state in which the shipment was 
received. In this manner, possible 
defects in packing and stowing 
methods may be discovered. 


As a result of special training the 
Express Agency handled 131,549,530 
shipments last year with damage 
only in about one of every thousand 
shipments, despite the fact that a 
substantial part of this huge volume 
consisted of easily breakable or per- 
ishable goods. 

In the April issue of The Express 
Messenger, the company’s paper for 
employees, several pages are devoted 
to the campaign, with emphasis be- 
ing placed on better packing and 
handling of shipments. [llustra- 
tions showed how damage can be 
materially reduced by properly 
loading trucks and cars; avoiding 
corner cutting with loaded hand 
trucks, and making certain that 
such crated articles as stoves are not 
dropped on the corners of their 
crates. The principal objective is 
not a definite reduction for one 
month only, but an education of 
shippers as well as freight and ex- 
press handlers that will result in 
uniform and lasting improvement. 


Bauer Ladders 


Catalog shows the complete lines of 
Bauer ladders—the safety platform out- 
fit, extension ladders, push-up ladder, 
combination ladder, single ladder, step 
ladder, trestles, window cleaners lad- 
ders, platform step ladder, household 
ladders, the safety trussed plank, exten- 
sion plank, portable scaffold, jacks, ad- 
justable bridges, fruit picking ladders, 
and ladder accessories. The Bauer Mfg. 
Co., Wooster, Ohio. 
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eat \ PUTS MONEY 


—NOT “ON YOUR SHELVES” 


Many Year ’Round Uses Make “BLACK 
LEAF 40” a Constant Profit Maker! 
“Black Leaf 40” is paying regular dividends to thou- 


sands of retailers. The steady demand from January 
to December keeps it moving. “Black Leaf 40” 
with its many and varied year ’round uses assures a 
quick turnover and more profits. This means lower 
inventories and less capital invested in stock. 


“BLACK LEAF 40” CUSTOMER-INTEREST BRINGS 
STEADY DEPOSITORS TO YOUR CASH REGISTER 


Every gardener, farmer, livestock owner 
and poultryman is a potential “Black 
Leaf 40° customer. Advertised in nearly 
4000 leading newspapers, magazines and 
farm papers, its sales story is constantly 
kept before the consumer. Ask your job- 
ber or write direct for attractive display 
material to help you sell. 


TOBACCO BY-PRODUCTS & CHEMICAL CORP. 
INCORPORATED @ LOUISVILLE, KENTUCKY 


IN THE BANK 


























MICHIGAN 
AVENUE AT 
CONGRESS 





AUDITORIU 


WITH PRIVATE WITHOUT BATH 
$250 


]5° ceo. 
MINK 
A Monager 


BATH from from $ 


Here's a hotel value for you. 
large room right at the edge of 
the Loop, with every comfort and 
luxury at a rate surprisingly low 
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STOVE BOLTS 


Full standard heads. Assembled 
with nuts. Uniform threads to in- 
sure free running fit. 


MEET ACCEPTED STANDARDS. 





In addition Corbin manufactures a full 

line of Wood, Lag, Machine Screws. 
Machine Screw Nuts. Cap & Set 

Screws. Semi-finished Nuts. Chain 
and Escutcheon Pins. 


SPECIFY CORBIN 


REW CORPORATION 


ICAN HARDWARE JRATION, St 
NEW BRITAIN, CONN. 
New York 


(O10) 18) || 


Warehouses 





Chicago ' Philadelphia 


5 








the Garden Lover 


Pick up extra profits from 
a display of TRUMP 
GARDEN TOOLS. Gar- 
den lovers will jump at the 
chance to buy a smartly 
boxed set of Trump trowel, 
fork and cultivator. Or 
these three toots and a 
transplanter can be bought 
to sell separately. All are firished in smart baked green enamel. 
Sturdily made from 18 gaug~ steel with turned hard wood handles. 
Order from your wholesaler, quick, for spring business. 


the MICE ana sne COUNTERPACK 


Their spring activity calls at- 
tention to these ever-present 
destructive pests. A Victor 
Counterpack, prominently 
placed in your store, sells the 
traps. Contains 6 dozen Victor 
mouse traps. 

You'll want a stock of Victor 
Rat Traps, too— the kind with 
the two-way bait pedal. Your 
wholesaler will supply you. 


ANIMAL TRAP COMPANY 
OF AMERICA . uitizz, PA 
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the brand 
is very 
important! 





when ordering steel trap 
futures — insist upon 


BLAKE & LAMB 


the one nationally known 
brand sold to advantage 
thru the hardware trade. 


THE HAWKINS COMPANY 
South Britain. Conn. 














90 PER CENT £4. & 
PRESSURE COOKERS 


“NATIONAL 


Look for the trademark “National,” 
Eau Claire, Wisconsin. . it’s your guide to 
greater Pressure Cooker and Canner profits! 
“National” is the largest, oldest manufact- 
urer... “National” the best 
known name... the easiest to sell! 





PRESSURE COOKER 
EAU CLAIRE, WJSCONSIN 


isenedecnones encelcciee haiabeaieienaeae nai ietaicacinecin oan ati 
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A Day’s Wages Would Buy as Much of Many Commodities in 
1936 as a Week's Earnings did in 1914. 


Wages Go Further Today 


The American consumer reaps six 
benefits from the use of machinery 
in industry which would not be pos- 
sible under a less highly developed 
technological civilization, according 
to the Machinery Institute. 

In a recently published pamphlet, 
“Technology and the American Con- 
sumer,” the Institute listed the six 
advantages: 

“1. A greater variety of com- 
modities on the market from which 
to choose purchases. 

“2. Adequate supplies of goods 
to meet demands. 

“3. Higher wages in the United 
States than are paid in any other 
country in the world. 

“4. Lower prices for manufac- 


tured commodities than would be 


possible without technological effi- 
ciencies. 

“5. A constant improvement in 
quality of products enabling the con- 
sumer to receive greater value per 
dollar expended. 

“6. A constant increase in pur- 
chasing power of the consumer’s in- 
come resulting from an improved 
relationship of earnings to prices 
of machine-made commodities.” 

The study made by the Institute 
showed that weekly wages of fac- 
tory workers have doubled since 
1914 and are four times as high as 
in 1900, and that the increases are 
directly related to increased output 
per worker made possible by effi- 


cient production methods. In a com- 
parison of prices of commodities 
manufactured by highly developed 
production methods it found that 20 
widely used items in the average 
American family’s budget can be 
purchased today with the earnings 
of only 37 per cent as many hours 
of labor as were necessary in 1914. 

“In order to buy the average 3- 
piece bedroom suite in 1914, the 
average factory worker spent the 
earnings of more than twelve 8-hour 
days and today he can purchase a 
greatly superior suite with the earn- 
ings of nine 8-hour days,” according 
to the Institute. “Although general 
home furnishing prices increased 
about 75 per cent during the 23 
years, factory wages have risen from 
an average of 24.7 cents an hour 
in 1914 to more than 63 cents today. 

An electric washing machine in 
1914 cost the earnings of more than 
23 days whereas such a machine to- 
day can be purchased with the earn- 
ings of 9 days’ work. 

“An automobile tire for a small 
car, 23 years ago cost all that the 
average factory worker could earn 
in six 8-hour days, but a tire for a 
1936 or 1937 model automobile can 
be purchased with the earnings of 
about a day. An electric fan which 
cost more than a factory worker 
could earn in a week can be pur- 
chased in 1937 with the earnings of 
less than a day.” 
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SPRUCE LADDE 
Air ull 


F 
Dried Strength By PN 


For SPRING | 
PAINTING il 


and House 
Cleaning 


When you con- 
sider that Men 
and Women risk 
their lives on 
ladders, how im- 
portant it is that 
you sell ladders that are 
made strong and safe for 
the purpose intended. 
The famous Babcock 
Spruce Ladders are AIR 
DRIED which insures 
Full Strength and SAFE- 
TY in every ladder. 
_ Order early for Spring 
’ trade. 





Write for Latest Booklet 
Extension and Price List 


W. W. BABCOCK CoO., 
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Selling paint is one thing, but mak- 
ing a good profit from it is another 
matter. We'll show you how to make 
your paint department really pay. 


ABOUT OUR 
NEW 
PAINT DEALER 
FRANCHISE 
















THE WATSON- 
STANDARD Co. 


rs of Paints, Industrial 
d Protective Coatings. 





Manufacture 
Finishes an 
ffices: 
Factory and General O 
PITTSBURGH, PA. 
n, Buffalo, Detroit 






Warehouses: Bosto 
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Gor Your Winter Vacation: 
in MIAMI BEACH its 
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You NEVER SAW AN 
OIL LIKE THIS! 


For clean lubrication around home and 

shop, here’s a new super penetrating 
oil which runs in and 
will not run out. Pene- 
trates the tightest places 

, and then congeals into a 
heavy bodied lubricant 
that lasts longer and lu- 
bricates better than the 
lighter oils. 4 oz. refill- 
able, céntrolled flow 
oiler; 25¢ list. 


}}. —000R-EASE—.|5 





© and for Doors, Windows @ drawers 
and other exposed surfaces sell your cus- 
tomers DOOR EASE Stainless Stick Lubri- 
cant. Used like a crayon, stops squeaks and 
sticking, prevents rust and wear. Is water- 
proof and weatherproof. On individual ex- 
planatory card; list 10¢. 


For sale by jobbers everywhere, or send 25¢ 
for both full sized oiler and stick lubricant 
above described. 


AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 























for 60 YEARS 


the trade has looked to Westfield for 
finer models that ride easier, last 
longer and—-sell easier. This year 
Westfield lines, including matchless 
Columbia Anniversary models, af- 
ford the greatest opportunity in over 
half a century to help you sell more 
bicycles and make more money. Ask 
the Westfield man—or write. 


WESTFIELD 
BICYCLES 
THE WESTFIELD MFG. COMPANY 


WESTFIELD, MASSACHUSETTS 
PERMANENT SHOWROOMS, 230 FIFTH AVE., N.Y.C. 





When HAMMOND 
Products sell like hot 
cakes and carry a 
liberal mark-up? 


Backed by 62 Years’ 
Popularity plus a 
Powerful National 
Bee Campaign. 


Give the Hammond 
Line a place on your 
shelves, and note the 
steady turnover. 


Write for Prices 
and Discounts 


Hammond Paint & 
Chemical Co., Inc. 
46 Ferry Street 
Beacon, N. Y. 






































Precision Tools Attract Attention 


wood rules, from the rough log to 


DISPLAY of precision tools in 
the window of H. Channon Co.., 
mill supply firm, 133 North Wacker 
Drive, Chicago, Ill., stopped more 
people than any window ever used. 
So great was the interest aroused by 
the display that it is being held 
over a second month. 
The window was created with help 
of display material furnished by 
The Lufkin Rule Co., Saginaw, 


Mich., and shows finished Lufkin 
products and also several items in 
the process of manufacture. Microm- 
eter frames are displayed in the 
different steps of production; box- 


the finished product, and woven 
tapes in several stages of manufac- 
ture, before they are woven, printed, 
etc. 

The four display panels are on 
precision tools. They are part of a 
complete set of six panels, two being 
on tapes and rules. These sets are 
on hand in the different territories 
of the Lufkin precision tool sales- 
men and may be obtained for display 
purposes by hardware dealers, car- 
rying Lufkin products, without 
charge. 





Lowell Wrench Sockets 


Lowell Wrench Co., Worcester, Mass., 
manufacturer of the Lowell steél socket 
bridge reversible ratchet wrenches, is 
now manufacturing and carrying in 
stock for these wrenches, sockets for 
American Standard as well as United 
States Standard, both square and hexa- 


gon nuts, covering a range in this par- 
ticular wrench from one inch across 
the flats up to 9% in. across the flats. 
Immediate shipment can be expected 
on the sockets ranging up to 5 in. 
across the flats, both square and hexa- 
gon. Prompt shipment on the larger 
sizes. 
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Quik flame 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 


THE RAYBESTOS BEvEsion 


PRB RE TES IEEE 


A new and complete line of ready to nail Horse, 

Mule and Bronco shoes. Strong, tough, long 

wearing. Like all Diamond Shoes they are 

perfectly balaneed, and shaped to fit the average 

horse’s foot without alteration. Nail holes are 

clean, correctly tapered and spaced. Easily nailed. 
Write for information. 
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MR. DEALER: 
YOU CAN SAFELY RECOMMEND 


ANY ROOFING 


PROVIDED = gg pee is, its protective top 
coating—is composed of STA-SO; a surfacing material of ever- 
lasting Vermont “rnb Say into flat, overlapping particles— 
widely used by leading manufacturers to completely seal and 
permanently protect the surface of their make of roofing. 


STA-SO surfacing defies time, weather, sun.and fire—with 
Nature’s eternal power. STA-SO, on roofing, does not drop out 
or wash off and it sheds water perfectly. It comes in many colors 
and they never fade. 


STA-SO, as you see it on roofing, carries no brand name or 
label. To make sure that any roofing you handle is surfaced 
with STA-SO, write us for information. 


No Roofing Is Better Than Its SURFACE 
CENTRAL COMMERCIAL CO., CHICAGO 


YOU CAN ALWAYS SAFELY RECC 
ANY ROOFING SURFACED WITH 


° STA-SO "32 


MY SALES INCREASED 
74 A MONTH THROUGH 
l1974 SPEED-O-LITE RENZALS 


WRITES ENTHUSIASTIC DEALER 


Alert far seeing Dealers everywhere in the 
United States are reporting ever increasing 
profits through SPEED-O-LITE rentals. 
People want it because they know about 
it, as our time-tested merchandising plan, 
backed by our Sure-fire Advertising ma- 
terial puts a wallop inte your sales, and 
soon produces waiting lists of Renters. 
The Every-day experience of thousands of 
Dealers proves conclusively that this out- 
standing machine is the GREATEST MER- 
CHANDISER of FLOOR® FINISHING 
MATERIALS ever developed. Sales rec- 
ords show that material sales equal or ex- 
ceed rental earnings. 

THIS BIG MONEY OPPORTUNITY 
AWAITS ONLY YOUR PROMPT ACTION 
No sales resistance—it clicks 
with the customer—anyone 
can run one—no experience 
required, so simple and Easy 



























is this fastest cutting, clean- NO DIRT 
est operating machine that NO DUST 
sands right up to the quarter- NO MUSS 
round—picks up all dirt and GUARANTEED 
dust and leaves a ballroom (FOR | YEAR) 
finish on every floor. Heavy- INCLUDING 
duty ball-bearing motor guar- MOTOR 


anteed burn-out-proof. 


TRY IT ON 5- DAY FREE TRIAL OFFER 
DEALER $1000.00 IN 7 MONTHS# 
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LINCOLN-SCHLUETER FLOOR MACHINERY CO. 42537 
212 W. Grand Ave., Chicago, Ill. 

Please send full details of your 5-day FREE Trial SPEED-O-LITE 
Offer. Also complete information on your Merchandising Plan 
for Dealers. 
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THESE PROFIT 











MAIL THIS COUPON TODAY and SHARE in 
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GET THIS 
New, Useful 


CATALOG 


SEND POSTAL TODAY 
LANDON P. SMITH, INC. 
130 COIT ST., IRVINGTON, N. J. 








magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sele Manufacturer 
596 Atlantic Ave., Boston, Mass. 


The Original 
“HORSESHOE MAGNET” 
HAMMERS 
\ Steel Forgings, Perma- 
\ nent Magnets. The best 











OK "G Cli NA/L 
of 41-134 -Xy 


The “Ansonia” 
Good looking, thoroughly 
dependable cli; re 

, tailing at 10¢! Senartly 
designed counter x 
comes loaded with 12, 
and sells them. At your 

| jobber’s. Catalog price 
sheet on request. 


The H. C. Cook Co. 


Ansonia, Conn. 


MOLE- NOTS 





also kitle Patt ld 
Field Rats. Garden size— 


Retails at 25c 
Larger sizes: $1.00 to 
$10. oe 22 on Money 
Back G Ask your 

Jobber or we ache us. 
Also — Roach-Nots, Rat- 
M and 


. Nots, jouse 
- - Ant-“*X"’. 


275 Water St., 
New York City, N. Y. 


KEY BLANKS 


OF EVERY DESCRIPTION 


‘ 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U.S. A. 


DENISTON 


‘Lead Seal” NAILS 


Get samples of this remarkable roofing nail 

which makes any kind of roofing give better service. 

Smart dealers everywhere sell it as a profit-maker 

and good will builder. Png the a “Lead 

Seal’ lead under head down the 
plugs the 2 hole with lead! . 

a A or write us for samples and dem: 


"The DENISTON Com 
4840 S. Western Ave. CHicae 74 ILL. 

















100 





How's the Hardware Business ? 


(Continued from page 47) 


ly favorable. This winter wheat crop 
promises to be the fifth largest on 
record, estimated at close to 650 mil- 
lion bushels, compared with a final 
of 519 million for the 1936 crop. The 
increase is largely due to the greater 
acreage seeded last fall—the largest 
ever known. Grain stocks are now 
abnormally low, due to the combina- 
tion of last year’s drouth, the recent 
attractive market prices, and to this 
year’s cold March, which retarded 
pasture growth. There has been a 
heavy drain upon feed supplies, de- 
spite the considerable reduction in 
the number of live stock on the 


farms. 
* * * 


Employment and pay rolls— 
A steady and fairly rapid gain is 
shown in employment and wage pay- 
ments. February employment gained 
2 per cent over January and nearly 
16 per cent over a year age. In 25 
leading manufacturing industries, 
the National Industrial Conference 
Board finds present employment only 
1.3 per cent below the average for 
1929. Payroll gains reflect the re- 
cent wave of wage increases—dis- 
bursements in February gaining 4.2 
per cent over January, and 33.2 per 
cent over a year ago. The Board 
points out that weekly earnings in 
February, measured by the purchas- 
ing power of wages, were actually 
7.1 per cent above the showing for 
1929. However, late figures on the 
cost of living are mounting rapidly. 
Living costs in March were 5.6 per 
cent above a year ago, and 22.6 per 
cent higher than in April, 1933, the 
depression low point. They were, 
however, 11.4 per cent below the 
level of March, 1929, The purchas- 
ing power of the dollar was 113.8 
cents in March, compared with 120.2 
cents in March, 1936, and 100 cents 
in 1923. 


* + 


Skilled labor—The recent re- 
vival in manufacturing, particularly 
in the heavy goods industries, has 
created a demand for more skilled 
toolmakers and machinists than have 
been immediately available, and 
from several sections a marked short- 
age of skilled help is reported. The 
American Machinist, in a recent sur- 
vey of 300 companies making ma- 
chine tools and electrical machinery, 
reported one vacancy needing to be 
filled, for every five toolmakers or 
machinists now employed. Most 
large companies are cooperating in 
apprentice training, with local tech- 
nical or trade schools, in order to 


develop the additional skilled work- 


ers they require. 
* * 


Building gains—While better- 
ment is notable in residential and 
engineering construction, new proj- 
ects are still slowed by the rapid 
advance in building costs. Much 
reliance is necessarily placed on con- 


. struction gains to carry forward the 


rate of national recovery, but mount- 
ing costs are being closely watched. 
A cautionary note was sounded only 
last week by the Federal Housing 
Administration. The Bureau of 
Labor Statistics reported building 
material prices on Feb. 1 were 7 per 
cent higher than on Jan. 1, and the 
rate of increase since has been even 
more rapid. In the cities especially, 
the shorter hours and new increases 
over the already high wage schedules 
are making labor costs a matter of 
serious moment. Because of this and 
other factors, the latest building fig- 
ures have been disappointing, with 
contracts awarded in the first half of 
March slightly below February, and 
showing only a gain of 4 per cent 
over the similar period of last year. 
* * * 

Insulating and air-condition- 
ing—1937 will again surely set a 
new record in these industries, with 
the difficulty greater to supply the 
demand, than to find ready custom- 
ers. Technical improvements in both 
air conditioning and insulation are 
developing a constantly growing de- 
mand. New fields are opening which 
it may take several years to supply. 
Comparatively low priced units are 
now available in air conditioning, 
and the materials and equipment 
needed for building insulation are 
simple, so there is every opportunity 
for any established retailer or con- 
tractor to enter into this profitable 
field. Many hardware stores have 
already made great progress in de- 
veloping and supplying this demand. 

* * # 

Devoe & Raynolds Co., New 
York City, enjoyed an increase in 
sales of more than $1,000,000 for 
the fiscal year ended Nov. 30, 1936, 
as compared with the previous fiscal 
year. The volume for the last fiscal 
year was $11,719,276 compared with 
$10,076,629 the year before. 

* * *# 

A sales increase of more than 
$800,000 was the 1936 record for 
General Paint Corp., San Francisco, 
Calif., 1935 sales having totaled $3,- 
290,799. The volume for 1936 was 
$4,093,025. 
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GREATEST ALUMINUM PAINT ve 
ever offered the Trade! 


Two compartment 
cans with Aluminum 
Paste or Powder 
and the finest Ex- 
terior Spar Varnish 
Rronzin Liquid. 
Ready ixed Alu- 
minum Paint made 
with Aluminum 
Paste. The most 
— balanced 

eady Mixed Alumi- 
num Paint that will not tarnish or congeal in 
the can. 








t 
(2. Lal t- \@ os SORTS | 


Order from your jobber. Jobbers: Write! 


SHEFFIELD BRONZE POWDER & STENCIL CO. 
3000 Woodhill Road @ Cleveland, Ohio 





More Good Luck Jar Rub- | 
bers are sold than any other 

kind. Used by experts and 

home canners for 20 years. 

Highest quality jar. rubber 

made. Nationally adver- 

tised. Excellent profit. Big 

repeats. 10c. a doz. Two 

gross (24 cartons) in full 

color display container. 


‘eZokosom Gel Gerrae-dii)il-ta- 
With the BIG handy lip 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge 
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N O, these figures are not a quarter- 
back’s signal for a trick play. They are 
just an everyday occurrence. They repre- 
sent the number of replies five different 
manufacturers received to their advertise- 
ments for Sales Representatives. These 
advertisements appeared in the Classified 
Section of HARDWARE AGE. 


This response proves that the most 
direct approach to alert Sales Representa- 
tives is via the HARDWARE AGE Clas- 
sified Columns. 


When you require a Sales Representa- 
tive, in any section of the country, adver- 
tise your wants in the Classified Section. 
You will be reasonably certain to find the 
man you want. 


HARDWARE AGE 


Classified Opportunities Department 
239 West 39th St.+ New York, N. Y. 
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ONLY A 
BRUSH THAT 
IS TRADE MARKED 


RUBBERSET ~~ 


(tRaDE marx) 


IS A GENUINE 
RUBBERSET 
BRUSH 





Mass. 4q 
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CLEAVERS 


COMPLETD LINE of Solid 
Steel Meat Cleavers for 
Hotel, Restaurant, Butcher 
or Kitchen... to retail from 
50¢ up. Acme, Wm. Beatty, 
and Stan-More Brands, forged 
or stamped. 


HIGH QUALITY Ice Picks 
in many smooth shapes and 
modern colors with strong 
tempered steel blades, for 
either household or heavy 
duty use. Priced to retail 
5¢-10¢. 


ASK YOUR JOBBER 
or WRITE US TODAY! 


Dept. HA-5 
Crisfield, Maryland, U. S. A. 


CHAS. D. BRIDDELL, Inc. 


BRIDDELL GUARANTEED QUALITY 








yd ft}. 
Qrmoctte © 
< 
- wa 
ALLHIDE* FLORHIDE 
w 


Cyd MEU HATTON BEACH se) 


HAS ALL THESE 


Portable, one-hand 
> mixing unit. 


Advertised in feading 
magazines. Sold on our 
clean-cut profit-protecting 
policy. Order from your 
Jobber. 


HAMILTON BEACH CO. 
Div. Seovill Mfg. Co., 
Racine, Wis. 








Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It??? editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on August 27, 1936. 


The ‘Who Makes It?’ issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Wilmington, Del.: Please furnish 
name and address of the manufac- 
turer of Roto Salt bricks and dis- 
pensers?—Hance Hardware Co. 


ANSWER: Roto Salt Co.. Union 
Springs, N. Y. 


* * * 


Hicksville, O.: Please turnish ad- 
dress of Poloron Electric Mfg. 
Corp.?—G. F. Burgoyne Sons 
Hdwe. 


ANSWER: 600 W. 45th St., New 
York, N. Y. 


* * x 


Charleston, S. C.: Please advise 
who imports English Pad _ bolts? 
—M. H. Lazarus Co. 


ANSWER: John H. Graham & 
Co. Inc., 113 Chambers St., New 
York, N. Y. 


* * * 


Cincinnati, O.: Please furnish 
name of manufacturer of the chain 
type safety door fast with the chain 
attached to a spring device that 
draws chain back into a metal hous- 
ing. Attached to a door frame 
when the chain is not in use. 


ANSWER: Shelton Tool Co.. 
Shelton, Conn. 


* * * 


Wyandotte, Mich.: Please furnish 
address of Reed Mfg. Co.?—Qual- 
ity Hardware Co. 


ANSWER: Newark, N. Y. 
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Norfolk, Va.: Who makes the 
Kennedy all steel mechanics kit? — 
Paxton Co., Inc. 

ANSWER: Kennedy Mfg. Co., 
Van Wert, Ohio. 


~ * * 


Cave Springs, Ark.: Who makes 
the Savoil oil stove?—Shores Hard- 
ware. 

ANSWER: United Stove Co.. 
Ypsilanti, Mich. 


* * * 


Howell, Mich.: Who makes the 
B. & H. oil lamp?—Baldwin Hard- 


ware. 


ANSWER: Bradley & Hubbard 
Mfg. Co., Meriden, Conn. 


* * * 


Upper Montclair, N. J.: Who 
makes Kreme skin gloves?—Smith’s 
Hardware Inc. 


ANSWER: National Glove Co.. 
Columbus, Ohio. 


* * * 


Narberth, Pa.: Who _ imports 
bamboo plant  stakes?—Ricklin’s 
Hardware. 


ANSWER: Henry & Lee, 90 
Wall St., New York, N. Y. Me- 
Hutchison & Co., 95 Chambers St., 
New York, N. Y. 


Atlantic City, N. J.: Please: fur- 
nish name and address of the manu- 
facturer of the Talcott belt fast- 
ener?—Capital Paint & Hardware 
Store, Inc. 

ANSWER: W. O. & M. W. Tal- 
eott. Inc.. 91 Sabin St., Providence, 
R. I. 


* + 


Birmingham, Ala.: Where can we 
secure Hotz harmonicas ?—Wimber- 
ly & Thomas Hdwe. Co. Inc. 

ANSWER: M. Hohner, Inc., 351 
Fourth Ave., New York, N. Y. 


* %* * 


Fonda, Iowa: Where can we ob- 
tain the Hagnel Air rifle?—O’Brien 
& Neavin. 

ANSWER: L. Oppleman, Inc., 49 
W. 23rd St., New York, N. Y. 


* * * 


Honaker, Va.: Who makes the 
Johnston mowing machine and hay 
rakes?—-Worley Hdwe. & Furn. Co. 

ANSWER: Massey-Harris Co., 
Racine, Wis. 

* * * 


Grand Forks, N. D.: Please fur- 
nish address of Russakov Co.. 
manufacturers of casseroles?—Jos. 


Mahowald Hdwe. Co. 


ANSWER: 850 N. Ogden Ave.. 
Chicago, Il. 
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The Best 
Sprinkler 
at 50e 


Green enamel base, red 
turbine head—covers 4 
to 30-ft. circle. No 
wear! Write or wire for 
samples. 


PREMAX SALES DIVISION 


Chisholm-Ryder Company, Ine. 
3801 Highland Ave. Niagara Falls, N. Y. 

















| NEW LOWER PRICES will be announced. 


guaranteed against advance or decline; machines billed 
| prior to announcement of the new lower prices will be 
| adjusted by refund (if separators are paid for or by 
| eredit memo if invoice not yet liquidated) ; 


| of 5% 30 days, net, 6 months to rated firms. 


SMe buys GREAT WESTERN 


(RECENT PURCHASERS OF 
from J. l. CASE ROCK ISLAND PLOW CO.) 


Our primary interest in Great Western was to obtain a solder- 
balanced bowl that acknowledges no superior and with a name 
revered in the trade and on the farm for nearly thirty years 
... one of the few solder-balanced separators in continuous produc- 


| tion and sale since 1909 without change in name or basic design! 


Prices Guaranteed Against Change 


We offer Great Western machines at prices last quoted 
by Rock Island Plow Company. Within a short time PARTS 
Trade discount 


Until then 

25% (30% if or- 
der totals $25 or 
more at List) net 
10th proximo. 


the former Rock Island Plow Company prices are 


credit 
invoices will carry prices adjusted to Anker-Holth terms 





Branches and distributors in principal cities 








MFG. CO., PORT HURON, MICH. 








The items below are 
all big sellers 
SLIDING DOOR HANGERS 
SLIDING DOOR RAIL 
GARAGE HARDWARE 
DOOR LATCHES 
SCREEN HARDWARE 
STRAP AND TEE HINGES 
HALF SURFACE BUTTS 
MORTISE BUTTS 
ORNAMENTAL HINGES 
CUPBOARD TURNS 
SASH LOCKS 


HARDWARE 


Mo all the specifications of 
exacting builders. Acomplete 
line; modern in design and built of 
the finest materials. 


A catalog presenting the facts 
awaits your request. 








National Manufacturing Co. 








ETEL ROPE CLAMP 


Easily Tightened .... Easily Loosened 


The only one of its kind! A pull on the rope tightens the line. . . a pull 
on the handle loosens it. Sturdy, efficient, unique. Made in three sizes. 
Clamp No. | takes from % to %” sash rope. 

Clamp No. 2 takes from % to '/2” manila rope. 

Clamp No. 3 takes from 2 to %” manila rope. 

In Malleable tron Cadmium-Plated or Solid Brass. 


ETEL ROPE CLAMP CO. 
98 MAGAZINE ST. NEWARK, N. J. 











STERLING *~ ILLINOIS 














NATIONALLY ADVERTISED & 


SEAL-S-TEEL, the mar- 
velous non-greasy, non-oily 
liquid protection for guns 
and tackle, is now adver- 
tised regularly to the 2 
million readers of 


Hunting and Fishing National Sportsman 
Sports Afield Outdoor Life 
American Rifleman 


DEALERS will find it profitable to 
stock. Ask your jobber or write to 


X-RING PRODUCTS CO." oricrui" 

















ou feature 
EXTRA SALES «ten ¥ 
NUT MEAT CHOPPER 


iform 
the Un practical gift 


-priced, 


JUNE BRIDES 


pring occasions! 


as @ popularly 


MOTHER'S DAY, 


a host af other s 


and 


FG COMPANY, ROCKFORD, ILLINOIS 








BRIGHT e ANNEALED ® COPPERED 
GALVANIZED and TINNED—Coiled, 
Straightened and Cut to Length— 
in All Sizes. 

V MANUFACTURER 

V FLORIST 

V WEAVING 

V STONE 

V STAPLE 

V-TAG 


Wa iliaLOlia 


ewe Tt eee N E W YO RA:: U. See 


V CLIP 

V BALING 

V BUNDLING 

V BALE TIES 

V BOOKBINDING 
V AND OTHERS 
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PORCELAIN ENAMEL 
INSTITUTE, 1nc 

612 NORTH MICHIGAN 
AVENUE e CHICAGO 


Please send me, abso- 
lutely free, a copy of 
your new, easy-read- 
ing, profusely illus- 
trated sales manual 
on Porcelain Enamel. 


Name 








Firm 


Address 


SP am ae an om a» ob ow ow ow ow 
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CLASSIFIED OPPORTUNITIES SECTION 


Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 
All Other Classifications 
Set Solid, Maximum of 50 words... .$3.00 
Each additional word............ 06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word.......... -- 06 
Allow Seven Words for Keyed Address 


Boxed Display Rates 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES e 


Discounts for Consecutive insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
met apply on Positions Wanted Advertise- 
ments 


_-~e=— 
REMITTANCE MUST ACCOMPANY ORDER 
Send or money order, 
not currency. 

—e-— 

HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 
previous to date of publication. 












NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 

PPO A> ae OREO 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 














BUSINESS OPPORTUNITIES 


SALES ACCOUNTS WANTED 











u tees 
R 


Write Box C-464, HARDWARE AGE, 
239 W. 39th St., N. Y. City. 





FOR SALE: A MODERN WELL-STOCKED 
hardware business in County Seat town in Kansas. 
Address Box C-497, care of Harpware AGz, 239 
W. 39th St., N. Y, City. 


FOR SALE: MODERN WELL-ESTAB- 
LISHED HARDWARE business in New Jersey, 
within 25 miles of New York City. For par- 
ticulars address—Box C-534, care of HarpWArE 
Ace, 239 W. 39th St., N. Y. City. 




















BUSINESS OPPORTUNITIES 











FOR SALE 


Old-established wholesale and 
retail hardware business, good 
downtown location Milwaukee, 
Wisconsin. 1937 volume $125,- 
000. Business will pay pur- 
chaser $10,000 salary annually. 
Owner desires to sell account of 
health. Price $35,000 cash. No 


brokers. 


Address Box C-527 
Care of Hardware Age 
239 W. 39th Street, New York City i 








DOOR HOLDER 


Retiring, will sell patents, dies, 5,000 parts, 
50 units. Well designed, extensive market. 
For garages, factories, etc. Inventor and 
manufacturer will sacrifice for cash. Offers 
solicited. Address 


R. D. ROBERTS 
3918 N. Ashland Ave., Chicago, II, 








SALES REPRESENTATIVES WANTED 








ESTABLISHED MANUFACTURER OF 
FAST SELLING items has several territories 
open for active salesman. See our advertisement 
this issue. Address—Nott Mfg. Company, 275 
Water Street, N. Y. City. 


WANTED—LIVE WIRE BROKERS IN all 
parts of the United States; large manufacturer 
single and double edge razor blades; state terri- 
tory and lines now handled. Address Box C-521, 
me of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 


SALESMEN CALLING ON FURNITURE, 
HARDWARE, department stores and jobbers. 
Reliable corporation offers per ction 
We manufacture finest, fastest, catminel sellers. 
Write for full-time or side-line possibilities. Ad- 
dress Dustmaster Corporation, Dept. H3, 600 
First Avenue North, Minneapolis, Minnesota. 


WANTED—A BUILDERS’ HARDWARE 
MAN, a salesman, yer conversant with 
the leading lines, not ex ing forty years of 
age, and who is in position to furnish credentials 
of the highest order. A rare opportunity for right 
kind of man. Address Box SG 508, care of Harp- 
ware Ace, 239 W. 39th St.. N. Y. City. 

















LARGE NEW YORK WHOLESALE HARD- 
WARE, housefurnishing, electrical house require 
services of experienced men. Wide New Jersey ter- 
ritory open. Must be Jersey residents. Also open- 
ing in Westchester and Connecticut. Only those 
with following apply. State with whom a 
past five years, confidential. Commission. 
dress Box “— care of Harpware AcE, 239 
W. 39th St., N. Y. City. 





REPRESENTATIVE FOR 
NATIONALLY KNOWN 
MANUFACTURER 


who has been in charge of Eastern and Ex- 
port Sales for past fourteen years with head- 
quarters in New York City has permission to 
add non-competitive line. This line must be 
one of a manufacturer of products of stand- 
ard hardware demand with volume possibili- 
ties who desires to build sound distribution 
through strictly wholesale channels. Well 
known in Eastern Hardware Mill Supply and 
Export circles and can furnish excellent ref- 
erences. Manufacturer with present unsatis- 
factory sales arrangements can be assu: 
complete confidence in any negotiations. For 
details or interview, write Box C-524 
care Hardware Age, 239 W. 30th 
Street, N. Y. City. 











—~ 
) MANUFACTURERS’ SALES bet Sd 
SEEKS VOLUM ee any WITH RESPONSIBLE 


I’m an experienced ene the ropes 
how to get business. Represent several Natonslly 
known hardware companies, but can handle one more 
volume line on commission basis in the following 
states: North and South Dakota, Minnesota, Iowa, 
Nebraska, Kansas, Colorado, ‘Utah and r= Ar. 
on my own, have a fine b 





ddre: of 
HARDWARE AGE. 339 Ww. 3th S Street, N. Y. City 











LINES paynenscenanad 


outlets over cative country a 7 Rockies. Write 
giving details, to either 


THD HOUSE pony CRANE 
Indianapolis, indiana—New York Office: 500 Sth Ave. 














CREAM SEPARATORS—FACTORY  RE- 
BUILT (not just repaired); new machine guar- 
antee; big saving. State brand and gine wanted, 
also brand and size now using. Easy terms. 
Address—Anker-Holth Manufacturing Gasunien 
Box 738-HA, Port Huron, Michigan. 


FOR SALE—HARDWARE BUSINESS IN 
Illinois town of 1200. No competition. Excellent 
opportunity. Good location. Good business and 
good reason for selling. Address Box C-525, 
cme of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 


MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 
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ESTABLISHED MANUFACTURER WANTS 
REPRESENTATIVES NOW calling on builders’ 
hardware trade, — pr yee or sash and 
door manufacturers. high | e, yet moder- 
ately priced line of lees proof casement window 
and transom adjusters. Protected territory. Lib- 
eral commissions. Advise territory covered. Ad- 
dress Box C-489, care of Harpware Ace, 239 W. 
39th St.. N. Y. City. 








SALESMEN—TO REPRESENT OLD ES. 
TABLISHED saw manufacturer offering com- 
plete line of saws, including crosscut saws and 
hand saws, to the hardware trade, opportunity to 
sell hardware jobbers and hardware dealers. Must 
travel most of time and have experience selling 
hardware jobbing trade. Give full details in first 
letter stating age, education, lines now carried, 
territory covered and how often. Address Box 
an ar of Harpwarp Ace, 239 W. 39th St., 








WELL ESTABLISHED 


pad he hg REPRESENTATIVES 
FINAN RESPONSIBLE, A-1 REFER- 
ENCES, will w.. one additional line having 
volume possibilities for hardware, mill supply and 
kindred outlets. Eastern territory. 


Address Box C-509, care of HARDWARE AGE 
239 W. 39th St., N. Y. City 








te 








Established manufacturers agent with success- 
ful record in éxpanding sales through distribu- 
tors, automotive chains, jobbers, manufacturers, 
in upstate New York and New England, desires 
additional line with volume possibilities. Es: 
cially familiar with drop forging and stamping 
processes. Address Box C-517, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 


HARDWARE AGE 
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WANTED 


POSITIONS \ 


POSITIONS WANTED 








DO. YOU WANT EXCEPTIONAL SALES 
representation in the New England states? We 
ean handle one additional volume line. Have 
Boston Warehouse. Commission basis only. 
Write your proposition. Address Box C-516, 
= of Harpware AcE, 239 W. 39th St., N. Y. 
ity. 





MANUFACTURERS’ REPRESENTATIVE 
WITH EIGHT YEARS’ experience, living in Cin- 
cinnati, Ohio, and calling regularly on the jobbers, 
semi-jobbers and major hardware dealers in Ohio, 
W. Va. and Kentucky, desires an additional line 
of a reputable manufacturer. Best of references. 
Correspondence invited. Address Box C-472, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 





DO YOU SEEK LIVE WIRE representation 
for Chicago and adjacent territory? Additional 
lines wanted by live progressive salesman of 20 
years’ experience having established trade calling 
on hardware jobbers, department store and house- 
ware trade. Give full particulars first letter. 
ee W. Johnson, 15 East Huron St., Chicago, 





POSITIONS WANTED 











Hardware Personnel 


Our files centain applications of several hundred ex- 
perienced and well trained employees in the hard- 


ware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
If be of a7 ae j phone 
we can any to you, just 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 











EXPERIENCED HARDWARE CLERK DE- 
SIRES EMPLOYMENT with well established 
retail store. Can also do radio service work. Now 
employed in store invoicing $25,000. 28 years 
old. Salary secondary to desirable connection. 
Best references. Address’ Box C-520, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 





HAVE SEVERED MY CONNECTIONS 
WITH one of largest purchasing companies and 
am open for proposition as buyer or manufacturer’s 
representative. Fifteen years’ experience buying 
hardware and kindred products. Can furnish best 
of references. Address—William C. Feil, 7023%4 
Sheridan Road, Chicago, II. 





MANUFACTURERS’ SALES PROBLEMS— 
ANALYSIS — SURVEYS — distribution — mar- 
keting. Experienced. Also knowledge of build- 
ers’ general and specialty lines, having traveled 
most of the United States. Would accept for time 
of part or entire problem. Address Box C-475, 
me of Harpware Acz, 239 W. 39th St., N. Y. 

ity. 





YOUNG MAN, AGE 28, SINGLE, with more 
than ten years in the retail housefurnishings 
(primarily) and hardware line, desires to make a 
change where initiative and hard work is ap 
preciated. At present employed in Metropolitan 
area, but willing to go out of town. Address 
Box C-531, care of Harpware Ace, 239 W. 39th 
Se... MH. FH. Cathy. 





SALESMAN, CAPABLE, WELL QUALI- 
FIED, RESIDING in Ohio, wishes to represent a 
manufacturer. At present employed but desires 
a new connection where there is an opportunity 
for a producer. Age thirty-six years, good habits 
and health; married and progressive. Excellent 
references. Address Box C-530, care of Harp- 
waRE AGE, 239 W. 39th St., N. Y. City. 





WANTED—AN OWNERSHIP OR PART- 
NERSHIP or managership by experienced whole- 
sale and retail hardware man. I started as a 
clerk and window trimmer. Have supervised the 
opening of stores, purchased and installed fixtures, 
bought and arranged stock, assisted in advertis- 
ing and have remodeled stores successfully. My 
work has brought profitable results to nationally 
known hardware jobbers, retailers and a chain of 
retail hardware stores. Would consider investing 
some money with a reliable company. Am 31 
years old, married, employed, but seek greater 
opportunity to increase sales and profits for the 
right concern. A-1 references. Can move any- 
time. Address Box C-519, care of HarDWARE 
Ace, 239 W. 39th St., N. Y. City. 
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SALESMAN WITH ESTABLISHED FOL- 
LOWING IN Metropolitan New York and East- 
ern States among wholesale hardware cutlery syn- 
dicate and major retailers. Can assure reputable 
manufacturer of high-class representation through 
coverage and maximum results. Preferably com- 
mission basis. A-1 references. Address Box 
C-528, care of Harpware AcE, 239 W. 39th St., 
N. Y. City. 





SUCCESSFUL HARDWARE MAN WITH 
UNUSUAL experience open for situation. Per- 
sonally acquainted with hardware jobbers, mill 
supply and mail order houses from coast to coast, 
having acted as salesman and manager for past 
25 years for reputable manufacturers, will con- 
sider volume lines on commission basis. Address 
Box C-512, care of Harpware AGE, 239 W. 39th 
St., N. Y. City. 





RETAIL HARDWARE MAN THOR- 
OUGHLY EXPERIENCED store manager, buyer 
and_ merchandiser. Complete knowledge of 
builders’ hardware, electrical appliances, paints, 
tools and all kindred lines. Best of references 
for reliability, honesty and character. Penn- 
sylvania or New Jersey preferred. Address 
Box C-535, care of Harpware AcE, 239 W. 39th 
me, M.. ¥. City. 





SALESMAN (39) VERY WELL KNOWN 
TO the Metropolitan hardware and mill supply 
trade. Also having many fine contacts among 
the reputable industrials. Twelve years with 
nationally known manufacturer. Distribution 
and volume producer. Unquestionable references. 
Would handle good specialty but prefer reputable 
staple lines. Address Box C-523, care of Harp- 
WARE AGE, 239 W. 39th Street, N. Y. City. 





A RETAIL HARDWARE EXECUTIVE 
(Gentile), now managing large store, seeks posi- 
tion where salary and opportunity are commen- 
surate with ability. Knows complete line and 
how to merchandise it; twenty years’ experience 
Healthy and energetic. Can buy to compete and 
still make profits. Gets cooperation and results 
from sales force. Excellent references. Address 
Box C-498, care of Harpware AcE, 239 W. 39th 
m.. Bs FF. Ciay: 





EXPERIENCED MAN IN HARDWARE, 
HOUSEFURNISHINGS, toys, sporting goods, 
paints, etc., plumbing, electrical and mill supplies, 
window trimming, show card and sign work, store 
display and departmentizing, can manage sales 
force, or department manager. Wish to locate 
with a good live firm where 21 years of real hard- 
ware experience will be appreciated. Middle West 
preferred. Address Box C-518, care of HARDWARE 
AGE, 239 W. 39th St., N. Y. City. 





PURCHASING AGENT — WHOLESALE 
HARDWARE. EIGHTEEN years’ experience. 
Very successful record. Capable, reliable and 
competent. Am contemplating change. Go any- 
where. Correspondence invited. Best of refer- 
ences. Know the wholesale hardware business 
thoroughly. Head buyer present concern for 
fifteen years. What have you? Address Box 
C-538. care of Harpware Ace, 239 W. 39th 
St.. N. Y¥. City. 





HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN retail and wholesale hardware, 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkeeping and store 
management. In late forties and good health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-428. 
oe of Harpware Ace, 239 W. 39th St., N. Y 

ity. 





CAN ASSIST SALES OR ADVERTISING 
MANAGER. Young man, 22, has been close to 
the merchandising end of the hardware line for 
the past four years as assistant to the sales man- 
ager of a large New York mail-order wholesale 
hardware house and counter salesman for a bolt 
wholesaler. Seeks position as assistant to the sales 
or advertising manager of a hardware manufac- 
turer or wholesaler in New York or New Jersey. 
Has supervised large mailings, assisted in compil- 
ing catalogues; can type, operate addressograph. 
mimeograph. Now in third year at New York 
University School of mmerce evening classes 
majoring in advertising and marketing. Has rec- 
ommendation of former employers. Address Box 
C-510, care of Harpware AGE, 239 W. 39th 








St., New York City. 


TO A REPUTABLE MANUFACTURER IN- 
TERESTED in or contemplating a wider dis- 
tributien of present line or the introduction of 
new goods through wholesaler or retailer chan- 
nels—I can get you this distribution. Intimate 
acquaintance with jobbers in all parts of the 
U.S.A. Have successful sales records and I can 
put this experience to work for you at once. 
A-1 references. Address Box C-536, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 





EXPERIENCED HARDWARE MAN SEEKS 
SALES connection. Have recently terminated a 
long and successful connection with nationally 
known hardware manufacturing company and am 
now desirous of securing new connection—sales 
preferred—as manager of branch office or terri- 
tory. Intimately acquainted with the Jobbing 
and Retail trade in Philadelphia, Baltimore and 
Washington. Excellent references. Address Box 
C-526, care of Harpware AcE, 239 W. 39th St., 
me: St. Gay. 





EXPERIENCED RETAIL MAN, WITH 
SIXTEEN years’ retail experience, four years as 
manager, four years as owner, desires position 
as manager in small retail stores, in either Penn- 
sylvania, Maryland, Delaware, Virginia, West 
Virginia, or New York State. Married, 36 years 
of age. Willing to work for straight salary, or 
salary and commission. Employed at present, but 
desires an opportunity to make good with a_busi- 
ness, as I would my own. Address Box C-529, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 





BUILDERS’ HARDWARE MAN SPECIAL- 
IZING IN detail work in connection with contract 
jobs. Twelve years’ experience in same capacity 
with a leading manufacturer. Thorough knowl- 
edge of plan reading, take-offs, preparing sched- 
ules, master key and template work. Finest of 
credentials. Seeks an opportunity with a manu- 
facturer or large wholesaler. Salary secondary 
to opportunity. Single and can locate anywhere. 
Now in East. Know all lines although Russwin 
is preferred. Address Box C-532, care of Harp- 
warRE AGE, 239 W. 39th St., N .Y. City. 





RELIABLE HARDWARE AND INDUS. 
TRIAL SUPPLY man of ability. Experienced 
in general and builders’ hardware, tools, sport- 
ing goods, electrical supplies, household ware, 
paints; in fact, all kindred lines sold by high-grade 
general hardware store, including plumbing, mill 
and factory supplies, machinery and equipment. 
Capable salesman and sales executive, both retail 
and wholesale. Experienced retail store manager, 
practical organizer, and merchandiser. — Experi- 
enced sales manager for hardware and mill supply 
jobber. Specialty selling, sales promotion and 
sales engineering work. I am strictly temperate, 
aggressive, tactful, have pleasing personality, and 
will give you honest, faithful, trustworthy, and 
productive representation and service. Address 
Box C-499, care of Harpware Ace, 239 W. 39th 
St. B.. 2. Coy. 





AVAILABLE—SALES EXECUTIVE, NOW 
EMPLOYED, age thirty-nine, married, is seek- 
ing a coffnection with a large or small corpora- 
tion who would require the services of a capable 
man, qualified to fill the following position or 
positions: sales manager, assistant sales manager, 
contact man, district sales supervisor, district 
branch manager, or traveling sales representa- 
tive. Seventeen years successful combined experi- 
ence in the above positions selling to manufac- 
turers, jobbers, departfhent stores, dealers and 
factory distributors in the hardware, mill supply 
electrical, automotive and plumbing and heating 
field. Eight years’ selling experience in greater 
New York territory. Understands merchandising 
from manufacturer to consumer thoroughly. Ad- 
dress Box C- 533, care of Harpware Ace, 239 
W. 39th St.. N. Y. City. 











TO MANUFACTURERS WHO _ DESIRE 
LARGER volume from the South. Have been 
calling on wholesale and retail hardware trade for 
five years in following States: Virginia, North 
Carolina, South Carolina, Georgia, Florida and 
Alabama for the concern I now represent. Am 
Northern born, age 37, with seventeen years’ sell- 
ing experience, twelve of it in the South. Ex- 
perienced in opening new accounts and a hard 
worker. Will consider a full-time proposition on 
a line capable of producing a large volume. Would 
consider handling an additional line on commis- 
sion basis. Have always enjoyed large earnings 
and will only change for better connection. 
Change in policy of present comnany reason for 
desiring change. If you have the line I want, 
I can satisfy you as to my ability, etc., with refer- 
ences from former and present employers. Ad- 
dress Box C-501. care of Harpware Ace, 239 








W. 39th St.. N. Y. City. 
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An Important Lesson in Cause and Effect 
hardware men are increasingly 
hy: interested in reading Hardware Age 


—as witness the 
five year increase 
of voluntary paid 
subscriptions— 





Wied Hardware Age has so intimate a part in the buy- 


ing and selling function of the hardware trade that 


its distribution 
fits the 


Hardware Trade 


thi! 


‘mover wise Clm. WANOCENT. tsecu E.mg.Cent, SAT. AAT. = EW ECLA 






JADVERTISERS acclaim Hardware Age as the paper to use for 
effective delivery of their messages with the result their 


number j .: ee , er, a 
r 
and 
$ 2 
their 
space 
increased 
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MANY EXTRA DIMES FROM THIS 
New All-Melal ‘ns Display Cabinet 









creates a steady demand 
for Moon sh-Pins, aluminum or 


glass headsand Moore Pushless Hangers. 


Our new Revolving Display Cabinet given 
agua free with 72 window front pack- 
ets... occupies only 6% square inches 
of counter space ... makes sale after sale, 
Get one from your jobber today 

then watch the extra dimes bulla” 
your daily volume, 


MOORE PUSH-PIN Co. 
113-125 Berkley St., Phila. 

















Stock and Profit with 


“G & B” QUALITY Products 


Gana POULTRY NETTING 


STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“PEARL” 


“ACME” ELECTRO GALVANIZED 
PAINTED BLACK 


COPPER 
BRIGHT and ROMAN BRONZE 


The Gilbert & Bennett Mfg. Co. 


Betablished 1818. America’s Oldest Woven Wire Faetory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire ¢ Cloth in all Meshes and Gauges 


New York City Georgetown, Blue Island, Il. Kansas City, Mo. 
= Franeciseo 


Gé 


QUALITY 


Prov crs 














a 


M'KINNEY 


MANUFACTURING CO. PITTSBURGH,PA. 


PREFERRED FROM COAST TO COAST, 
bon A PROFITABLE LINE FOR YOU 


DESIGNERS «and 








To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N. Y. 





WATERPROOFED - GUARANTEED 












































oe OR | a a, Bee 8 (7 


GARDNER, MASS. 








Genuir°NOMES 2 SILENCE 

SLIDE SILENTLY - SOFTLY- SMOOTHLY 

40% SET-10$SET-105SET SAVE FURNITURE 
= __/\/ & FLOORS-CREATE QUIET 


a ) Name ‘Domes of Silence" 
on each genuine Glide. 




















Domes of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber for Genuine Domes of Silence. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 











108 








Ashe Mp9 
ask us Kee tides | Tha 


ee ee Po 





HARDWARE AGE 





Wes 
sup] 
Mor 
will 

Gre: 
alla 





The Complete Line that’s developed 
on ELECTRIC RANGE EXPERIENCE 


Westinghouse Roaster sales are soaring — princi- 
pally (we believe) because it is a superlative line 
and each model wins quick and enthusiastic and 
VOCAL endorsement by users. 
Housewives by the tens-of-thou- 


Westinghouse 


DE LUXE 


Westinghouse dealers. Reason? ADJUST-O-MATIC 


sands are selling these roasters for 


They re designed and built by the men the original rectangular roaster 
who design and build Westinghouse with the ONLY multi- 
Ranges. They’re right! purpose Broiler-Grid 


FREE TRIAL OFFER TO MILLIONS 


Retail experience says that four out of five roaster demonstrations 
result in sales. That’s why we’re offering a Free Week’s Trial in the 
Westinghouse color pages in American Weekly, This Week and 
supplementary newspapers. 


More than 1214 million families Get the facts PROMPTLY 
will be reached—making this the from your Westinghouse repre- 
Great Roaster Event of 1937 for = sentative — this plan is loaded 
all active Westinghouse retailers. for real action — full profits. 





EVERY THE LINE OF 


HOUSE LEAST 
NEEDS RESISTANCE 
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ANOTHER MILESTONE IN THE 


THANKS A MILLION | 
HISTORY OF DAMOVD EDGE 


TO OUR FAITHFUL 
TRADE MARK MERCHANDISE 


OLD FRIENDS | i 


UNMISTAKABLE EVIDENCE 
OF SUPREMACY 


AND OUR CHERISHED 


NEW FRIENDS 
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